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<= DOUBLE EDGE 
Hock Sow Pade 








now one hack saw blade for 
cutting all thicknesses of metal 


118i 





Home owners and me- 
chanics will really go for 
this new double edge 


flexible blade. 


This is something really 
NEW for Hand Hack Saw 
Blades. One 12 inch dou- 
ble edge blade that han- 
dies all thicknesses of 
metal cutting. 18 teeth 
on one edge for general 
heavy cutting . . . bolts, pipe and rod; 24 teeth on the 
other edge for cutting thin sections . . . sheet metal, light 
tubing, thin wall conduit, etc. HEAVY cutting and LIGHT 
cutting all on one blade. 
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And these new double edge blades are individually 
carded and packaged in a real SELL display. This will 
give you impulse sales on what is often an accommoda- 


tion item. 


50 carded blades to the display. Ask your jobber for 
this really NEW Hack Saw Blade. 


G. W. GRIFFIN CO. - FRANKLIN, NEW HAMPSHIRE 
Sales Representatives: John H. Graham & Co. Inc., 105 Duane Street, New York 8, N. Y. 


HACK SAW 
BLADE 
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introducing 
Kwikset’s new 


The dependable performance 
long associated with Kwikset “400” 
line locksets is now available in 
Kwikset’s modern Bet Arr design... 
a dramatic achievement in lockset styling. 
The Bev Air design can now be ordered in 


all popular functions and finishes, 


Quality locks for budget building 


Kwikset Seles and Service Company, Anaheim, Califernia 
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tell your builder customers how they can... 


Save 22% With 


WASHINGTON, LINE 
O 


BAL 


THE “WASHINGTON” NO. 1032 FLUSH DOOR 
PIN HINGE OFFERS THIS SAVING! 


“One thing made possible by modern hardware items is the elimination of the 
face frame usually required for a wood cabinet. In building some wood cabinets 
the construction of the face frame to precision dimensions amounts to 22°, of the 
total cost of the cabinet. The new plans eliminate this cost through the use of a 
new pin set hinge which can easily be installed.” (Quoted from Western Building 
Magazine, July, 1955) 


In addition to this saving, the entire cabinet face may be cut from one piece of 
wood, and the wood grains matched, making 4 beautiful, uniform kitchen 














These hinges are available for partition thicknesses of ',", °° or %4°. Made of 
extra heavy gauge steel and available in Chrome, Brass, Bronze, Copper, Prime 
Coat, and Cadmium 


WASHINGTON, LINE 


MANUFACTURED BY WASHINGTON STEEL PRODUCTS, INC., DEPT. AL-2, 1940 EAST llth STREET, TACOMA 2, WASHINGTON 


To Washington Steel Products, Inc. 
Dept. AL-2, 1940 East | lth Street, Tacoma 2, Washington 


For a complete catalog on “Wash- Sitti: Fiemn tant eo eitateg Whormatien on the Weshtngten Une 
ington” Cabinet Hardware, and other 
building accessories, fill out the 
coupon at the right, and mail to 
the manufacturer. 
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NEW STORE SECTION 


Advance Thinking Seen in New Store Designs 

Introduction to five new store trend 
Tri-Level Retail Showroom 

New design ties sheds to shows 
Lumber and Glass Work Together 

California store illustrates wood 
Easy to Buy, Easy to Sell 

New Washington store planned 
New Showroom Stops Traffic 

IHlinois firm spotlights 40-foot 
Quick and Easy Shopping 

St. Paul Shopette please 
How Mr. Troup Did It 


Illinois firm remodels for more 


FEATURES 
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Pole-frame shed, price-marked shorts, are 
Sells 200 Packaged Homes 
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The largest panels 


in the industry 


J. A. Davies, Consoweld’s Sales Manager, exhibits the 
Consoweld-exclusive 12-foot high-pressure plastic lami- 
nate panel, compared with the standard 10-foot size 


maximum for the rest of the industry. 


Only 
ConSOWELD 


offers you these huge 
2-foot Plastic Laminate Panels 


Consoweld—and only Consoweld—offers 
you jumbo-size panels up to 51 inches wide 
by 12 feet long. These panels make possible 
seamless, one-piece installations on counter 
tops up to 12 feet long, with extensions as 
wide as 51 inches 

These huge Consoweld panels cut time 
labor They reduce seams, butt 
joints, and seam-filling. On a 12-foot job 
there's no color-matching problem-—it’s all 
one single piece. You can do the largest 
kitchen job, and do it easily and economi- 
cally, with Consoweld jumbo panels 


and costs 


In Two Thicknesses 


These new panel sizes come in both Conso- 
weld 6 and Consoweld 10-—the extra-thick 
laminate that’s designed 
installations for 


1/10-inch plastic 
especially for on-the-job 
walls or counters, over less-than-perfect un 
dersurfaces. Consoweld 10 is applied over 
sheathing-grade plywood, gypsum board, 
old plaster, even over masonry, with perfect 


results! 


Consoweld’s panels include all standard 
sizes, and more! Sizes go up to 


30 x 144 inches (patterns only) 
36 x 144 inches \(in patterns, wood 
51 x 144 inches / grains and marbles) 


The 5l-inch-wide panel can be economically 
cut to two full 2514-inch widths. All these 
12-foot panels can be cut to many other 
smaller standard sizes 


It Pays To Stock Consoweld 


Consoweld offers you all these selling ad- 
vantages 

Complete line of merchandise, including 
Consoweld 6 and Consoweld 10, the extra 
thick on-the-job material; jumbo 1|2-foot 
panels; Curvatop one-piece counter top; 
Twin-Trim matched mouldings; postform- 
ing material; adhesives 

National distribution; national advertis- 
ing in leading consumer and building maga- 
zines 


Peeensnatene Sere rrr Ee Tee Sel ee ee eee 
CONSOWELD CORPORATION, Wisconsin Rapids, Wisconsin 


| 
Piease send details of Consoweld's outstanding 
dealer proposition and name of nearest distributor. | 
| 

| 

| 

| 
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Sales-building displays, display materials, 
and selling literature. 

Color-tuning by Color Research Institute, 
assuring colors and patterns to harmonize 
with any room color scheme 

Attractive prices and profit opportunity 

Get complete information on the oppor- 
tunity Consoweld offers you to make sales 
and satisfied customers among builders and 
home owners. Mail the coupon 


Distributors: Some territories are still open. 
Write for information. 


Islands or extensions 
up to 51 inches wide 


Counter tops up to 
12 feet long 


You can cut this entire counter out of Consoweld's 
jumbo panel and still have a good-sized 25'/2 
inch- wide panel remaining. 


Consoweld, Twin-Trim, and Curvatop are trademarks 
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NEWSCAST 


LATE AND IMPORTANT Developments of the Industry 


Builders urge easing of down payment requirements. 

Restoration of the 30-year repayment period for mortgage loans by FHA and 
VA was hailed by builders as an encouraging Step, but they urged it be followed 
quickly by lowering down payment requirements. 

"Encourging evidence that the Administration is beginning to recognize the 
need of modest-income families for housing on terms they can afford," was the 
reaction of a building industry spokesman. 

Earl Smith, NAHB president pointed out, however, that the government has as 
yet made no move to cut the extra 2% tacked onto down payments last July. 

"The need as well as the demand for new housing still is far from satis- 
fied. . . » NAHB has consistently pointed out that a minimum of 1.4 million new, 
and 600,000 'new-conditioned' houses now are required annually to meet the 
demands of our growing population. ..." 

"The sharp drop in housing starts recorded during December," he added, 
"fully confirms my earlier warnings of the overly-severe effect of a tight money 
policy on home building." 











Is tight credit or saturation the reason for housing dip? 

Slow down of the building boom was caused by credit restrictions and tight 
money according to the majority of the nation's builders. A minority group of 
builders, economists and lenders, however, feel it was due to saturation in Some 
areas, and high prices. A Pittsburgh builder and one from L. A. echoed this 
reasoning, declaring their areas are overbuilt. 

Credit restrictions and scarcity of mortgage funds are crippling the 
industry in the opinion of William Levitt, head of the building firm at Levit- 








town, Penna., Sales for the firm for December and January are almost at a level 


with the same period last year and except for recent restrictions . .. would 


likely be higher. 


Tight supply of building materials could loosen considerably. 

Building materials shortages that have plagued the industry are going to 
ease considerably this year in the opinion of some industry executives. 
Companies in the gypsum, glass, cement and insulation board fields are pushing 
heavy expansion programs that could bring the end of the shortage period in 
Sight. 

Supplies of gypsum wallboard, lath and sheathing, critically short in the 
past, should be increased considerably this year, though full effects of 
expansion programs may not be felt until the second half. Lloyd H. Yeager, 
general manager of the Gypsum Association, estimates the industry will be capable 
of turning out twice as much gypsum in '56 as in the immediate postwar period. 

Sufficient capacity to meet customers' needs for the foreseeable future 
was forecast by C. H. Shaver, chairman of U. S. Gypsum, commenting on their new 
plants and enlargements and improvements of existing plants. National Gypsum's 
chairman, Melvin Baker, says his firm will complete five new plants this year, 
making a total of 39, all of them expected to operate at capacity or near 
capacity. 

Cement may still be tight though tremendous growth in plant capacity is 
underway in the industry and boosted production facilities are expected to help 
immensely in increasing the flow of the material to builders. 

But the tremendous expansion in these fields is not expected to bring an 
over-Supply or easier prices. In fact, there is a feeling in some quarters that 
with restoration of the 30-year repayment period for FHA and VA home loans arid the 
easing of down payment requirements almost certain to follow, 1956 could be an 
even bigger year in the home building industry. Add the tremendous volume of 
business that can be triggered by OHI, not even the unprecedented industry- 


wide expansion program could completely eliminate material shortages. 
(News continued on next page) 
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Special Report 





New $1 Minimum Wage Jolts Southern Pine Industry 





Next March 1 is a critical date 
for many Southern Pine producers. 
That is the date when the dollar 
an-hour Federal minimum wage 
law becomes effective. 

Some operators are frank to ad- 
mit that this wage increase may 
well mean the liquidation of their 
business. Others plan to increase 
prices, eliminate marginal work- 
ers, cut out overtime, absorb or 
reduce stumpage. 

The new law has brought one 
point into focus: the necessity for 
more efficient production. Recent 
surveys by the Southern Pine In 
dustry Committee and American 
Lumberman underline the impor- 
tance of this move. 

Producers comment. Asked to 
comment on the probable effect of 
the wage increase, one producer 
replied as follows: 


“The only possible way that this 
increased cost of $8 to $10 per 
thousand feet could be passed on 
to the retailer would be when and 
if the law of supply and demand 
sets in, because so long as there 
is ample yellow pine lumber the 
increase in minimum wage most 
certainly should contribute to a 
more stable labor force. 

“However, I am reasonably sure 
a great many mills cannot afford 
to pay this additional increase in 
wages because their plants are not 
sufficiently mechanized to absorb 
this increase in cost and therefore 
production of lumber will be re 
duced somewhat. 

“The only possible way for the 
Southern Pine Industry to survive 
this increase in the minimum wage 
and future increases that un- 
doubtedly come will be to more 
completely mechanize their opera- 
tions and use automation in every 
possible instance.” 

Pointing out the folly of increas 
ing prices, another producer ob- 
served: 

“Any increase in price will be 
accompanied by a further on-rush 
of substitutes such as particle 
board and plywood and consequent 
narrowing of the Southern Pine 
market by west coast woods. 

“With bargaining on hourly rates 
taken out of the hands of the South- 
ern Pine producers by Congress; 
only hours remain a management 


MORE MECHANIZATION will be seen in the Southern Pine Industry as a means 
of overcoming increased production costs resulting from the $1 minimum wage 


law effective March |! 


8 


February 6, 


prerogative and we believe that 
Southern Pine mills will go on a 40- 
hour basis with night shifts of part 
of their productive capacity.” 

Costs up 6%. Another producer 
commented as follows: 

“We think the minimum wage 
law will increase our cost by some 
6%. We expect to pass this in 
crease on to the general public... 
inasmuch as other competing ma 
terials are not affected to any 
great extent by the wage increase 
at this time, we will have to either 
increase our efficiency or the extra 
cost is likely to come out of our 
hides.” 

The broad effect of this increase 
on the entire wage structure is in- 
dicated by the comment of this 
manufacturer: 

“We have taken the position 
that we could not increase our 
minimum rate without carrying 
that amount of increase forward 
throughout our entire work force. 
This, of course, increases the eco- 
nomic burden imposed by the new 
minimum wage. Since we feel 
that it is not practical to expect 
that any part of this increase can 
be passed on in the form of in- 
creases in lumber prices, we in 
lumber industry management must 
explore every cost item involving 
our labor force. 

“As an example, we have been 
operating our plants in excess of 
40 hours per week and have car- 
ried the burden of overtime pen- 
alty pay. We feel this practice 
must be eliminated and expect our 
operations to be on a consistent 
40 hour per week basis.” 

Returns from a survey made by 
the Southern Pine Industry Com 
mittee indicates that generally a 
determined effort will be made 
to increase efficiency by further 
mechanization, by further product 
improvement and greater utiliza- 
tion. 

Stress quality. Some producers 
also believe that more attention 
will have to be given to the ele- 
ment of quality. As one Southern 
Pine executive pointed out: 

“Quality, of course, means bet- 
ter manufacture, accurate grading 
and proper seasoning. When we 
say better manufacture, we must 
include smooth end trimming; 
proper selection of logs that will 
yield maximum value for the items 
produced and so forth. Considera- 


(continued on page 13) 
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und sll 
you can do~ more with... 


OPENS 0° to 90 
Another Crestline first! 
Full view and ventilation! 


* 


ROTARY CRANK 
Standerd part of unit at no extra 
cost. Permanently attached 











FULLY WEATHERSTRIPPED 
Bronze compression weatherstrip 
is factory-applied on 4 sides 











ALUMINUM SCREENS 
Factory-applied in every operating 
unit. Easily removed for cleaning 
windows. 


CONCEALED HAROWARE 
Gear-operated hardware is hidden ® 
when unit is closed. 


More and more builders and archi- 
tects specify Crestline Stacking 
Awning Units for new window 
variety, easy installation and ex- 
tra quality features. Look at some 
eceein cane of these exclusive features at the 
A positive security lock! | left. Here’s an exceptional “‘sales 

. ’ package” backed by a manufac- 
turer with one of the finest repu- 
tations in millwork! 





Appearing in Sweet's Architectural 


Riemann 
ee and Light Construction Files! 





Fixed and ventilating units — 








NARROWEST MULLION ’ * ’ 
Only 144” wide! . . . beautify Stack ’em! Line ’em up! Stand ’em on end! 


gloss wall creas, broaden vision, 














none better to build with or fo sell 


All units ore double-glazed at Mg 
foctory with Crestopane insulating ie 
gens. Wien Castes Gatianeth See your distributor, or write THE SILCREST COMPANY, Dept. AL, Wausau, Wis. © | 








CRESTOPANE GLAZING 


Removable Window Units - Slideby Window Units + Casement Units + Louver Doors + Flush Doors - Panel and Sash Doors + Aluminum Combination Doors + and others 
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SKIL : 


evuit 


Ja 


JACK OF ALL KIS 


A 0) Value 
ms » 
if 


i 
— 


~~ SKIL 15-PIECE 


JACK: OF 


Never before in power tool history has such 
a value been offered to do-it-yourself fans! 
The new SKIL Jack-Of-All-Kits is much 
more than an ordinary drill with saw at- 
tachment. It’s a 44%" saw and \” drill— 
plus 13 valuable SKIL accessories! 

Here, in one low priced kit, is a complete 
basic workshop! It’s greater power and wide 


‘ALL-KIT 


range of accessories offer more than any 
other kit at this low price. National adver- 
tising and complete point-of-sale materials 
—including displays, pennants, and posters 
will feature the Jack-Of-All-Kits as a 
National Hardware Week Special. Stock up 
now to take advantage of this profit-build- 
ing SKIL promotion! 
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Hardware Week Special 


A Genuine SKIL 4'/,” Saw plus SKIL '/,” Drill 
in a Spectacular 15-Piece Kit 


Sell two famous SKIL Tools (plus 13 standard accessories) 
for little more than ordinary drill and saw attachment kits. 


A SAW WHEN HE NEEDS IT! 


No cumbersome attachments. Has 3 times 
the power of most drill and saw attach- 
ment kits. Convenient bevel and depth 
adjustments. Telescopic safety-guard. 


A DRILL WHEN HE NEEDS IT! 


Always ready drill—or sand, polish and 
buff with accessories included. Power- 
packed motor and quality keyless chuck 
make scores of jobs go easier, faster. 


PLUS 13 Valuable Accessories for 
SAWING, DRILLING, SANDING, 
POLISHING, BUFFING 


for the SKIL Model 524 
JACK-OF-ALL-KITS. 
Limited time only. 
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The Thermoseal line of windows and 
doors is a complete line 


HORIZONTAL SLIDE WINDOWS. For one-story 
or split level homes. An ideal space saver for 
bedrooms or bathrooms where high-window 
Available in both 


called for 
single slide and composite units. 


treatment is 


FULVUE SLIDING DOORS. The door that brings 
latest trend in modern 
makes 


the outdoors in 
architecture. Fine for remodeling, too 
look larger 


old roots 


look newer 





makes old homes 





ing, rotting, and corrosion 


ing. Felt weatherstripping keeps out drafts 





VERTICAL SLIDE WINDOWS. The basic window 
in the Thermoseal line. Can be easily combined 
in twin or any other multiple combination. 


COMBINATION WINDOWS. Patented Thermo 
lok Closure Frame gives perfect, weathertight 
fit. Fiberglas screens end the problem of rust 
never need paint 





FULVUE WINDOWS. 


area is wanted, 





Highly effective when 
used where “walls of glass” or any large glass 
Available in a wide range of 


sizes in 2-panel, 3-panel and 4-panel high units. 








door, 
all in one. Fingertip 
adjusts instantly to 


weather condition. 


window 
control 


SELF-STORING COMBINATION DOORS. A screen 


a storm door and a beautiful picture 


ventilation 
meet any 


For new homes or modernization-THERMOSEAL windows 


doors, awnings, porch enclosures and jalousies! r 


With Thermoseal, 
the dependable source for a 
full range of home comfort 
izing products. 
the added advantage of sell- 


backed by 


that has meant the 


ing a complete line 
the 
most in its field for 


.. the F, 


name 
18 years 


»» Russell Company. 


Dept. 10 AL 26 


you will be 


And you have 


This means you'll be selling all 
the F.C, 


such as Fiberglas screening, 


Russell features, too, 


built-in felt weatherstripping 
and complete packaged units. 
There’s always room in the 
wide- 


Thermoseal family for 


awake merchandisers. Call or 


write us at the address below. 


New Thermoseal 
Display Unit 
Carefully tailored to 
the recommenda 
tions of the National 
Retail Lumber 
Dealers Association, 
it’s geared to make 


your valuable floor 





space pay off in 


, 
PRIME WINDOWS 


a 





salesmaking impact. 


Thermoseal Division 
The F. C. RUSSELL Company 


. CLEVELAND 1, OHIO . 
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tion will have to be given to more 
positive selling, not only by the 
manufacturer but by the distribu- 
tor who appreciates the full meas- 
ure of extra values found in a 
better quality product.” 

Pay increases for the low sala- 
ried help will lead to pay boosts 
for those in the higher brackets, 
too. How mills will treat this 
phase of the problem is reflected 
in some of the answers to the 
Southern Pine Industry Commit- 
tee survey as follows: 

“Do not anticipate raising those 
over $1.25 an hour... will in- 
crease higher paid workers enough 
to keep them satisfied, which might 
in some cases be more than 25¢ 
an hour... will re-rate each work- 
er individually . .. will raise key 
men, but not same amount as un- 
skilled .. . now $1 will add 15%; 
now $1.10 add 10%; now $1.15 add 
7%; now above $1.15 add 5%; 
guaranteed men will add $3 to $5 
per week... will increase work- 
ers above $1 the some amount.” 


Optimistic outlook. Southern 
Pine production has increased 
steadily since 1953. The 1955 out- 
put was estimated at close to 8,- 
750,000,000 board feet. Demand 
was keeping abreast with produc- 
tion. Shipments by the end of 
October totaled 7,404,000,000 feet; 
orders totaled 7,434,000,000 feet. 

The growth of Southern Pine 
sawtimber, according to the U. S. 
Forest Service, is 22% ahead of 
the cut. The annual growth was 
placed at 14,155,000,000 board feet 
and the annual cut at 11,610,000,- 
000 board feet. 


25°% Increase Forecast 
In Acoustical Materials 


An increase of approximately 
25% in the use of acoustical mate- 
rials for 1956 is forecast by E. S. 
Graybill, president, Acoustical Ma- 
terials Association. The associa- 
tion represents approximately 90% 
of the industry producing sound 
conditioning materials. 

“It seems fairly apparent that 
the overall acoustical volume will 
continue to grow in 1956,” declared 
Graybill. “A reasonable projec- 
tion for the industry should be in 
the neighborhood of 400 million 
square feet an increase of ap- 
proximately 25% over 1955.” 

Graybill based his estimate “on 
the growing architectural accept- 
ance for prefabricated acoustical 
materials; specifically, the trend 
for using acoustical products in 
almost all new office buildings, the 
present and future established 
school program and anticipated 
demand in the residential field.” 
(continued on page 15) 
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A Space-Saver That Sells 


A new look and new items have been added to this hand- 
some Stanley Electric Tool merchandiser. The basic tools 
are there — drill, router, plane and saw — plus a splen 
did selection of useful accessories for greater interest and 
repeat sales. The beautiful 4-color display with the 
shopper-stopping wood cuts along the front makes 
impulse sales. Ask your wholesaler about Stanley Electric 


Tool Merchandiser H1. 


The new H180 Screw 
Driver Attachment comes 
complete with both bits in 
polyethylene pack. Retails 
at $6.95. 3 of these fast 
sellers with the H1 assort- 
ment shown above. 
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The new H250 Screw 

Mate Set of 5 the 5 most 
useful sizes of this new tool 
that does 4 jobs at once 
Retails at $3.70. 3 sets with 
H1 assortment 


STANLEY 









Hasver TO CUT 


Mr. Bernard York of York Hardware, 
Wallingford, Conn., ran several test-cuts 
on four well-known unidentified brands of 
single-strength window glass. Mr. York 
was not told which brand was which 
until after he had selected the one which 
was easiest to cut. He picked L’O-F 
window glass every time. Said Mr. York, 
This LO’ F Window Glass cuts true and 
smooth and breaks clean and easy.” 
28 out of 30 dealers taking this same 
test made similar statements. 


Easver TO SELL 


This L’O'F label identifies quality glass 
wherever it is seen. People know this 
label-—it appeared 234 million times in 
1955 advertising alone! And every time 
it appears it adds to the already strong 
preference for L°O’F Glass. This prefer- 
ence means faster, easier sales for you. 


Easver 
TO MERCHANDISE 


For “Do-It-Yourself” customers (and 
there are plenty of them), here’s just 
the folder to pull them into your store. 
This enclosure offers helpful ‘How To” 
hints on replacing broken window glass. 
You'll find it a big help in building your 
window glass sales. Order WG-23 from 
your Libbey’Owens'Ford Distributor 
(listed under ‘‘Glass’’ in your phone 
book), or write Dept. 6526, Libbey’ 
Owens'Ford Glass Co., 608 Madison 
Avenue, Toledo 3, Ohio. 


the easy-to-cut WINDOW GLASS 
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Seattle Gets Output 
Of Alaskan Lumber Mill 


Major shipments of Alaskan 
lumber are being made to Seattle 
at the rate of 114-2 million board 
feet a month. Since August, the 
entire output of the Wrangell Lum- Counterbore No. 1524 
ber Co. has been earmarked for 
Seattle. 

Japanese interests which control 
the Wrangell mill through its 
Alaska Pulp Co., are barging rough 
lumber into Seattle for processing 
and shipment to distributors 
throughout the country. 

In Seattle the United States Mill- 
work Corp. processes the Sitka 
spruce and fir into either finished 
lumber or such products as window 
frames, jambs or moldings. Most 
of the lumber goes from there to a 
large midwest dealer. 

Output of the Wrangell mill orig- 
inally was slated for Japan, but 
Japanese demand has not been as 
heavy as expected and the Seattle i 
routing is expected te be permanent 





Plug Cutter 
No. 1523 


1956 Convention Dates 


Wood Drill & Countersink No. 1525 


5, 16, 17, Mountain States, Albuquerque, Hil 
. e 
ton hotel N 
w improve 9 . 
21, 22, 23, Wisconsin, Milwaukee, auditorium e 
22, 23, 24, Nebraska, Omaha, auditorium 


24, 25, West Virginia, Charleston, Daniel Boone | } 4 2 rs M4 
hotel (no exhibits) | We a t iS WA re | j oes 


Roanoke (no exhibits) 


Feb, 28, March 1, Indiana, Indianapolis, Murat 
Temple 


Screw-Mate No. 1525 — Com Screw-Mate Counterbore No. 
1524 — Does everything No 
F ‘ te 
MARCH bination wood drill and counter 1208 iheee and dite tenian ten 
sink does 4 jobs atonce... drills wood plugs 5 jobs at once. 10 
sizes @ $1.25 ea. retail 


6, 7, 8, lowa, Des Moines, auditorium 
14, North Dakota, Minot, auditorium pilot hole and shank clearance, 


) 
, 14, 16, Carolina, Charlotte, N. C., Radio countersinks and always stops at Plug Cutter No. 1523 — Plug 
Center =A cutter cuts perfect plugs for 


exactly the right depth. 22 sizes counterbored holes. %” size 


, National Lumber Exporters, New Orleans, - 
Roosevelt hotel @ 75¢, 2 big sizes @ $1.25 ea $3.50, 'A” and %”" sizes $4.25 
6 


15, 16, Southern Hardwood Producers, New 


Orleans, Roosevelt hotel How to sell 


14, 15, Louisiana, New Orleans, Jung hotel 

20, 21, 22, Independent, Minneapolis, St. Pau! 
auditorium 

21, 22, 23, New Jersey, Atlantic City, Hotel 
Claridge (no exhibits) 

22, 23, Mississippi, Biloxi, Buena Vista hotel 


APRIL 


( 2, Southern ( 1 / : Py ‘ 
’ ph a Fn om Na, Lae, Ane, os Display 15250 — The complete 
ses . vr line in a blonde maple 12” x 10 
, 16, 17, Texas, San Antonio, Coliseum - " 
merchandiser. 2 each of all 
’ af posters California, Rickey’s Studio Set 1525A — This self-selling Screw-Mates one of each on 
carp depress package of 5 popular sizesiseasy display, with orderly binning in 
| 7, Pose Georgia, Savannah, Wilmington Is to show, easy to sell, easy to buy back for extra stock. Tools retail 
17 18 19, Arise na, Flagetafl “Show-how, tell-how” instruc at $87.00 cost you $58 and 
* , 19, ona, o 
tions on back of card. $3.69. the $7 pilfer-proof case is free 
19, 20, 21, Florida, Palm Beach Shores (no ex- 
hibits) 


23, 24, 25, Northern California, Rickey's Studio 
hotel, Palo Alto Your wholesaler has Screw-Mates 


se ia STANLEY 


19, 20, National-American Wholesale, Van- folders for your mailings — we'll 
couver, B.C Hotel Vancouver 
imprint as you direct. 
1 Southern Sash & Door Jobbers, Mem- 
phis, Hotel Peabody } 
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L. 8. Lehman 
National Dealer 
Soles Monoger 


LH, Romsey 
General 
Sales Monager 


W. W. Martin 


Clinton General 
Office Sales 


T. W. Pointer 
Clinton General 
Office Soles 


Clinton General 
Office Sales 


These 


T. E. Herrity 
Clinton General 
Office Soles 


Clinton General 
Office Sales 


H. M. Joeger 
Clinton General 
Office Sales 


W. A. Wolff 
Clinton General 
Office Sales 


A. O. Olson 
Clinton General 
Office Sales 


O. E. Newbern 
Clinton Division 
Soles Mgr. 


N. D. Carlson 
Clinton General 
Office Sales 


V. J. Gross 
Clinton General 
Office Sales 


PRT TS saicomen 


make profit news for Curtis woodwork dealers 


Here is the Curtis sales force which will 
bring you an expanded service in 1956 
—to help you make more sales, more 
profits, with Curtis Silentite windows... 
Curtis kitchen cabinets...Curtis New 
Londoner doors...and other Curtis 
Woodwork products. Their sole object: 
to make the New Year the most pros- 


R. W. Brown Cc. Shombeau R. P. Hannafon 
Clinton Division Clinton Division Clinton Division 
Soles Soles Soles 


K. F. Brunclik L. W. Doering 
Chicago Division Chicago Division Chicago Division 
Soles Soles Soles 


J. R. Moran 
Clinton Division 
Soles 


pies r 4 x 
N. H. McCullough 
Chicago Division 


perous one in your history! Your Curtis 
sales representative will have many help- 
ful sales plans to discuss with you 
through the year. If you are interested 
in greater sales and profits, write Curtis 
Companies Service Bureau, Clinton, 
Iowa, for the complete details of the 
Curtis merchandising plan. 


J. J. Pembroke H. A. Smith A. N. Anderson 
Chicago Division Chicago Division Chicago Division 
Soles Sales Soles 


Vv. Vv. Witt W. L. Reynolds 
Chicago Division Lincoln Division 
Soles Soles Mgr. 
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L. A. Wynkoop 
Lincoln Division 
Soles 


R. H. Brain 
Minneapolis 
Division Sales 


R. G. Bratcher 
Lincoln Division 
Sales 


J. L. Nelson 
Minnecpolis 
Division Sales 


$Y 


D. C. Wolgemuth 
Scranton 
Division Sales 


J, E. Kiopp 
Scranton 
Division Sales 


W. H. Douma 
Lincoln Division 


Soles 


D. D. Dexter 
Minneapolis 
Division Sales 


ca 


C. W. Reger 
Scranton 
Division Sales 


A. Voge 
Sioux City 
Div. Soles Mgr. 


J. A. Ziperski 
W ausou 
Division Soles 


S. H. Franklin 
Sioux City 
Division Sales 


A. G. Burk 
W ausav Division 
Sales 


R. E. Grant 
Sioux City 
Division Soles 


Wausau Division 
Sales 


F. R. Grace 
Lincoln Division 
Soles 


fi 
ix 
R. E. Burk 


Minneapolis 
Division Sales 


J. H. Cowman 
Chicago Division 
Sales Monager 


Sioux City 
Division Soles 


a 
-“ 


J. P. Weaver 


Wausau Division 


Sales 


Ck 


J. N. Brandt 
Lincoln Division 
Sales 


C. J. Ewald 
Minneapolis 
Division Soles 


2 


V. J. Rees 
Scranton 
Division Sales 


J. W. Giffen 
Sioux City 
Division Sales 


R. A. Skeie 
Lincoln Division 
Soles 


J. R. Stooks 
Scranton Division 
Soles Mgr. 


R. C. Kremi 
Scranton 
Division Sales 


R. L. Krueger 
Sioux City 
Division Sales 


CurtiS 


wooowoRrk 


R. L. Johnson 
Minneapolis 
Division Sales 


W. H. Torggart 
Scranton 
Division Soles 


J. L. Torrence 
Scranton 
Division Sales 


H. W. Stienecker 
W avsav Division 
Sales Mgr. 


CURTIS 


COMPANIES 


Clinton, lowa © Wausau, Wis. 


SER V i 


Clinton, lowa 


CeE 


A Department of Curtis Companies Incorporated 


© Chicago, lll. «© 


Sioux City, lowa « 


Lincoln, Nebr, 


Topeke, Kans, © Minneapolis, Minn. ¢ New London, Wis. © Scranton, Pa, ¢ Oconto, Wis, 
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SANDING MACHINE COMPANY 


246 East Clay Avenve * 


PIO 


18 


~ 


P-11 
MAINTAINER 
Woxes, scrubs, 
polishes and 
steel wools 4 


CLARKE SANDING MACHINE CO, 


NAME 
STORE 
STREET 


city 


HERE'S THE FAMOUS 
CLARKE THREESOME 


i. w DU-@ SANDER 
\ Fastest cutting 
\ machine in the 
\ rental field 


» 
C-5 EDGER 
Perfect for 
those hard 

to-reach spots 


46 East Clay Avenue Muskegon, Mich. 


lease send me the complete Renta Clarke soles 
len that will build extra rental profits for me, 
here's ne obligation, of course. 








The most profitable 
_ |» sales plan in the floor 
"machine rental 
> field is yours FREE — 
compliments of Renta 
Clarke. The plan 
shows you how to get 
the most profit in 
rentals and sales of 
sandpaper, sealers, 
varnishes, waxes and 
related items. 
Send the coupon for 
your plan today! 


vthorized Sales Representatives and 
ice Branches in All Principal Cities 


Clarke 


Muskegon, Mich. 
WEERS IN THE DO-IT-YOURSELF RENTAL FIELD 
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Wolverine’s Floor Machine 


Rental Department Income 
Tops $6000.00 


Grand Rapids Paint and Supply Store Cashes in 
on the Do-It-Yourself Market 


GRAND RAPIDS, MICH, There’s 
little wonder that William B. Webster 
and William W. Atchison, co-partners 
in Wolverine Paint & Supply Co., are 
happy they bought Clarke floor sand- 
ers, edgers and polishers for rental 
use of thejyyeustomers, 

“We knew 
there was a 
growing do-it- 
yourself market 
for this rental 
equipment,’”’ 
Webster recalls, 
“but the interest 
our rental de- 
partment 
aroused and the 
new customers it brought into our 
store was a real surprise.” 

Equipment in the Wolverine rental 
department now includes three Clarke 
EC-8 sanders, three C-5 edgers, two 
P-11 floor maintainers, two Smoothie 
sanders and four duo sanders. 

In 1953, a total of 1,095 customers 
rented this equipment at Wolverine, 
Webster said. “And our books show 
that rental income for 1953 alone to- 
taled $2,413.50. But the best part of 
the story is the other sales resulting 
from our rental service. We totaled 
sandpaper sales of $1,943.50. In addi- 
tion, we sold these rental customers a 
total of $2,248.22 in related items such 


William B. Webster 


Fi bruar y 6, 


as varnish, filler, floor seal and other 
materials used in floor finishing.’ 
Webster explained it was impossible 
to determine the value of impulse items 
purchased by rental customers when 
they visited Wolverine to pick up or 
return floor machines. “But we know 
it was considerable. After all, we need 
plenty of store traffic to build profits 
And we sure build it 
floor machine 


in this business. 
when stress our 


rental department.” 


we 


Dozens of new customers also ap- 
peared in the store after he advertised 
the rental department, Webster 
reported. 

Atchison’s and Webster’s experience 
is being repeated throughout the coun- 
try, hardware, paint and lumber deal- 
ers report. With a minimum of floor 
space and the sound merchandising 
program of the Clarke Sanding Ma- 
chine Company, thousands of dealers 
are learning there are vast profits to 
be made in the ever-growing do-it- 
yourself market. 

National reports show that more 
and more home-makers are doing their 
own floor-care jobs to hold expenses to 
a minimum. Ease of operation of the 
Clarke machines makes the job simple 
and fast. This do-it-yourself upsurge 
has greatly increased floor machine 
rental profits, 
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Here’s how United States Steel is helping you 


promote the sale of pressure-creosoted wood | 


By a consistent advertising program 
in leading farm magazines. 








Through the use of testimonial-type advertisements United 
States Steel keeps reminding your farmer-customers about 
the advantages of pressure-creosoted wood and fence posts. 
This campaign, which appears in a number of leading farm 
papers, is seen by a diversified group of farmers every month, 


By supplying farmers with free literature on fencing. 





Many helpful suggestions on fencing, field and pasture layout 
are covered in these two booklets, “Fence Planning Saves,” 
and “Fences That Pay.” In addition they stress the impor 
tance of using only pressure-creosoted posts for all types of 
farm and ranch fencing. You may have a supply of these 
booklets to hand out to your prospects 


By making available to you free newspaper mats 
on pressure-creosoted wood. 








To help you reach your local farm and ranch market, United 
States Steel has prepared a variety of newspaper mats on the 
use of various kinds of pressure-creosoted wood. They are 
available free for your own use and can readily be used in the 
local newspaper over your own signature. We will be happy 
to give you more information about these free mats. 


By showing you how other lumber dealers built suc- 
cessful businesses on pressure-creosoted wood. 








Mr. W. H. Adams, Adams Lumber Company, Grant, Nebras 
ka, has been in the lumber business for 50 years. During that 
time he has been successful in selling pressure-creosoted ma 
terials by convincing his customers of the long life of such 
products. “I recognize that a creosoted fence post is a superior 
product, I know of nothing better .. . it is one that I can 
guarantee; consequently, I do not have any difficulty selling 
it to our customers. They’ll buy it on my say-so and because 
their neighbors have been getting twenty-thirty years of life 
from the ones they have bought.” 


planning 
saves 


Fic 
a? 


wa ISS 


CREOSOTE 


Agricultural Extension Section 
United States Steel Corporation 
525 William Penn Place, Pittsburgh 30, Pa 

Please send me information on your merchan 
dising program for pressure-creosoted products 
and the name of treaters 
Name 


Address 


City State 
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Your operation, too, 


sctgyon Pallet Pak § 


When it comes to oak strip and blok flooring, many 
lumber dealers in all parts of the country are pro- 
fiting by using Delfair PALLET-PAK. PALLET- 


PAK not only reduces your costs in unloading, 


warehouse handling, and loading but it also enables 
you to check your inventory of stock fast and ac- 
curately. With Delfair PALLET-PAK, too, less time 
is required in tallying. For greater operating effi- 
ciency and economy, be sure to specify Delfair 
PALLET-PAK. Write today for descriptive folder. 


A 


D. L. FAIR LUMBER COMPANY “ 


LOUISVILLE, MISSISSIPPI 
Member NOFMA, SPA, SPIB and MPMA 
Oakstrip, Oakblok and Oakplank (available 


finished or unfinished) 


Multi-Wood Blok (available 


DELFAIE 
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NEWS 


(begins on page 8) 





Housing Credit Relaxed; 
30-Year Term Restored 


As predicted in AL’s January 9 
newscast, the 30-year repayment 
period for government-guaranteed 
mortgage loans has been restored 
The first move toward liberalizing 
housing credit came on January 17 
Builders agree it is a step in the 
right direction, but urge easing of 
the down payment requirements 
also. When the repayment period 
was shortened to 25 years last July, 
down payment requirements were 
raised 2% and this is still in effect 


In announcing restoration of the 
30-year payment period, VA and 
FHA declared that the reduced vol- 
ume of home building has “lessened 
the hazard of overextension of 
credit” making it possible to again 
permit the 30-year maximum 


Norman Mason, Federal Housing 
Commissioner, has told the house 
banking committee that the ad- 
ministration wants to liberalize the 
terms of Title I and said the Budget 
had been asked to recommend to 
Congress that the loan ceiling be 
boosted from $2,500 to $3,500 and 
that the maximum maturity be 
lengthened from three years to five 


More than 30 builders from all 
around the country were in Wash 
ington at the time and credit re 
laxation was announced. They were 
attending a_ builders’ conference 
first of its kind sponsored by 
NAHB, They called the credit move 
encouraging, believe it will help 
home-building, but feel it should 
have come sooner 


The group was unanimous in its 
expectation of a drop in home build- 
ing this year, in spite of the ex 
tension in the repayment period, 
and most of them agreed that the 
building dip was due mainly to fi- 
nancing difficulties and credit re 
strictions. They urged that the Ad 
ministration take the next step and 
lower down payment requirements 


Ornamental Iron Meeting 


The 1956 outlook for the orna 
mental iron industry will be the 
theme of a national convention in 
Memphis, Tenn., February 25-26. 


The 1956 convention at the Mem 
phis Claridge Hotel, will be con 
ducted and sponsored by the 
Tennessee Fabricating Co. for 
manufacturers licensed to fabricate 
TFC ornamental iron. Manufactur- 
ers who wish to know more about 
the convention and the TFC licensee 
program may write Lewis Curtis 
Dept. AL, Tennessee Fabricating 
Co., 1490 Grimes St., Memphis 
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In 1954....Luma-Sheen! 


In 1955....the All American!... 


and now... 


THE HA 


an A allan 


the sophisticated high-fashion hinge 


with the dramatic 1960 BLACK 'N’ BRASS LOOK! 


BB-1241 M 
Steeple Tip 
It’s newer than tomorrow... years ahead 
of its time! The Hager Manhattan is a 
HAGER completely different looking finish, so 
Manhattan Finish advanced in style that it brings to the hinge 
available on all industry a new, architectural, functional 
Butt Hinge concept never before dared ... or even 
Classes and Sises. dreamed possible ...in 100 years of hinge 


manufacture. 


The new Hager Manhattan is designed 
specifically for the architect or builder who 
has searched until now for a hinge to give 
the final perfect fillip to the product of his 
creative skill. Here is modern hinge art, 
design and color that opens new vistas for 
hinge decor in modern architecture. 


In superb Black ‘N’ Brass, the Hager 
Manhattan is another bright, new Hager 
finish to electrify the hinge world. Include 
it in your plans. Specify finish symbol-M— 
the Hager Manhattan . . . the hinge of 
distinction—for contemporary homes 

and decor. 


C.HAGER &4 SONS HINGE MANUFACTURING COMPANY . ST. LOVIS 4, MISSOURI 
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WASHINGTON 


— i sm sate 


Ike Cites Housing Goals . . . No Change in Credit 
Rules Now . .. Seek New Mortgage Money for FHA, VA 


“In the field of human needs,” 
said President Eisenhower in his 
State-of-the-Union message, “we 
must carry forward the housing 
program which is contributing so 
greatly to the well-being of our 
people and the prosperity of our 
economy. Home ownership is now 
advanced to the point where almost 
three of every five families in our 
cities, towns and suburbs own the 
houses they live in.” 


* * * 


Not the least important factor in 
this statement, from our point of 
view, ia the indication that the Ad 
ministration understands our indus 
try and ite national importance 
Both major political parties seem 
to have this understanding. That 
should help us to get through some 
of the shoal waters that seem to be 
showing up. One is the possible de 
cline in the number of new housing 
starte this year; a possibility that 
is being met, in part. by OPERA 
TION HOME IMPROVEMENT 


a * . 


Construction Markets, of the 
Chamber of Commerce of the 
United States, estimated a year ago 
that annual expenditures for the 
maintenance and improvement of 
existing residential property must 
be in the neighborhood of $12 bil 
lion. Construction Markets thinks 
now that this estimate was too low; 
believes also that the industry can 
increase these expenditures by 25 
or even 50% 


« * * 


F, Stuart Fitzpatrick, Construe- 
tion and Civic Development dept., 
Chamber of Commerce of the U. S.., 
will serve as chairman of the co- 
ordinating committee of Operation 
Home Improvement; H.R. Northup, 
executive vice-president of NRLDA, 
will serve as treasurer and John R 
Doacher, formerly assistant to the 
publisher of Life Magazine, will be 
executive director 


7 7 + 


Albert M. Cole, administrator of 
the Housing and Home Financ: 
Agency, has formally designated 


22 


1956 as Home Improvement Year 
In his statement he says President 
Kisenhower from the beginning of 
his term of office, has recognized 
three major housing goals: to pro- 
vide by private enterprise and in- 
itiative a modern home for every 
American family that seeks and 
can afford such a home; more and 
better housing, by private enter- 
prise and government aid, for fami- 
lies with low incomes, and nation 
wide renewal and restoration of 
middle-aged dwellings in basically 
sound condition. These goals add up 
to “a modern home for every 
American.” 


. * * 


We'd hetter bend an attentive eye 
upon the White House recommenda- 
tions for this industry. First. the 
proposed authority to contract for 
85,000 additional public-housing 
units in each of the next two fiscal 
years; second, amendments to the 
National Housing Act to assist the 
private homebuilding industry as 
well as charitable and non-profit o7 
ganizations to meet housing needs 
of older people; third, liberalizing 
of the Title I program for the bene 
fit of people wanting to make per- 
manent improvements in their 
homes, and fourth, increases in the 
general FHA mortgage-insurance 
authority, and also in the special 
assistance authority of the Federal 
National Mortgage Association 
Some others; but these are of spe 
cial importance 


* * * 


Speaking of liberalizing of the 
Title I program, what about credit 
policies in general? According to re 
port, the Federal Reserve Open 
Market Committee. that carries re- 
sponsibility for setting the Fed’s 
credit policies, decided against fur 
ther tightening of credit restric 
tions at this time. Earlier rumors 
were that the discount rate would 
be raised; but apparently there was 
enough business uncertainty to con- 
vince the committee of the unwis- 
dom of more tightening up. On the 
other hand the committee decided 
that business activity in general is 
high enough to warrant no relaxing 
of credit at this time. 


February 6, 


There’s been no public announce- 
ment; but the story is that Reserve 
Officials are less fearful of inflation 
at present than of the possible turn- 
down of business. But don’t take 
that too seriously. It’s an open se- 
cret that for some time the Reserve 
thought the boom in autos and hous- 
ing was creating an inflationary 
pressure and was straining Ameri- 
can resources. This is supposed to 
explain the restrictive credit policy 
in the latter part of 1955 


* . * 


Not all Federal Reserve officials 
are convinced that the boom has 
reached its crest; but some of them 
are said to be disturbed by the slow- 
ing down in the fields of motor cars 
and housing, and this is supposed to 
explain why the discount rate was 
not increased, 

a ee 


Fannie Mae is reported to have 
bought more home mortgages in 
December of last year than in any 
previous month; a total valued at 
$28,300,000. In November of °55 
Fannie’s purchases were but $15.5 
million. When Fannie is buying her 
head off in the market, it’s a clear 
sign that mortgage money is scarce 
and that lenders are selling their 
plasters to get the cash needed for 
new mortgage loans. 


. * 7 


There are no official reports at 
this writing; but rumors are that 
the December figures will show 
substantial declines in VA home 
appraisal requests and in FHA in 
surance applications. This, if true, 
is a startling and unexpected devel- 
opment. Efforts are being made to 
find new sources of mortgage 
money, such as pension trust funds 
and commercial banks, that can be 
induced to invest in FHA and VA 
mortgages. The construction indus- 
try has depended largely upon in- 
surance companies and savings 
banks for permanent mortgage 
financing. Tightened credit, and 
fluctuations in the availability of 
money from these special sources, 
have slowed down construction in 
various areas; even when local hous 
ing demand has remained strong 


R. Y. Kerr 
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One wall of beautiful Weldwood Nakora makes a modest mode! home look like a million. With o conventional wall 
material, the dealer's profit on this wall would have been less than $2.00. With Nakora, he made over § times! as much 


Give builders new sales ideas and 
WATCH YOUR PROFITS JUMP! 


wood pan ling. For little more than the cost of many wall 


Show a builder how a wood-paneled 
wall—costing as little as $24—can 


sell his homes faster at a better price 


These 6 low-cost woods help builders sell their homes at low 
cost to them, at a good profit to you. That’s why Weldwood 
paneling is so easy to sell. 

Show your builder customers the beautiful, economy-priced 
woods shown here explain the dollars and-sense of We Id 


. Surfwood 


. Weldtex 


. Sea-Swirl 


papers, a builder can have all the beauty and selling power 
ot real wood We ldwood pane ling ith his home 5 

Your liberal markup on these panels means extra profits 
compared to many low priced low m irkup wall mate rials 
Weldwood can do some nice things for your bank account! 
To help you boost builder business—we || be glad to put our 
own salesmen at your disposal at any time. Ask your Weld 
wood representative for details, or write United States 
Plywood ¢ orporation Dept AT, 2-6-5686. 55 West 44th St . 
New York 36, New York 


. Semera’** a mahogany-+type hardwood from Africa $24" 


knotty weathered-type paneling $24" 


. Nekora** a blond hardwood imported from Japan $34" 


the original striated fir paneling $28" 


weathered-look paneling without knots $30" 


» Surfplank like Surfwood but in solid lumber planks—$26* 


Weldwood The Best Known Name in Plywood as, 
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BUILD SALES! 
»-»« BOOST PROFITS! 


Start Now... Here’s How! 


the NIAGARA” 


MORRISON i] Wes 
The FIRST all-steel, 7-section /] os iL 
OLUy SM em Mel te tel meelelel mmol 2 iielal Tele tale. 


priced tor the VOLUME 


oT Ulilelials Maal ia 4-4) 


STEEL SECTIONAL 
OVERHEAD DOORS 


IF YOU'RE NOT GETTING YOUR SHARE Of the profitable garage door market — you 
can. lf you're doing a good volume in garage doors — you can do better, \f you're 
making money from garage doors -— you can make more. Do it now — with the 
NIAGARA, It’s the fastest moving, high profit item on the market today. The 
NIAGARA is brand new — it's in demand — its features make it easy to sell 
it's completely packaged — it's nationally advertised to builders and consumers 
-—and it's priced to attract the largest users of garage doors. 


Leo 





You can sell the NIAGARA with 
complete confidence. Its quality, 
durability and ease of operation 
are unmatched by any other 
make and it's fully guaranteed 
for one year. Its unbelievably 
low price — competitive with 
any wood or one-piece metal 


‘ 
4 
‘ 
| 
‘ 
a 
‘ 
\ 
‘ 
‘ 
‘ 
‘ 
A 
| 
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1 ey a door — is the result of expert 

i designing and modern mass pro- 
The NIAGARA rolls up a : duction by the country’s largest 
completely inside the manufacturer of steel sectional 
garage—at a touch. No 
awkward swinging out 
motion to avoid. Once 
your customers try it 
they're sold 


gatage doors. 


MAKE SURE YOU'RE FIRST get all the sales-building, money-making facts about 
the NIAGARA from your nearest Morrison Roly-Door Distributor who is listed 
in the Yellow Pages of your telephone directory. Ask him too, about other 
Morrison Roly-Door models — the IMPERIAL, world’s finest garage door and 
the COMMERCIAL-INDUSTRIAL for non-residential building. You can also 
get all this information directly from the Roly-Door Division, Morrison Steel 
Products, Inc., 655 Amherst Street, Buffalo 7, New York. 


DON'T WAIT...THE RUSH IS ON! 


ef 

i” There’s a Morrison Roly-Door for every overhead door application 
RESIDENTIAL - COMMERCIAL + INDUSTRIAL 

so manufactures Mor-Sun Warm Air Furnaces and Air Conditioners, and Morrison Ser 


IN CANADA ~ OVERHEAD DOOR SUPPLIERS, 1330 Bloor Street W., Toronto 4. 


(a Bodies 
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Your choice of 3 assortments: Pittsburgh 
synthetic, Tynex Nylon or Pure Bristle. 
Sturdy wire rack displays 3-1/12 doz. 1” to 
4” brushes, each Saran wrapped and 
mounted on card 


56-F 55-£ 


8 Walihider Brust 
Kits cach ntain 
ing a 4” Wall 
hider and 244 


Wallhider 
brushes priced 
to sell NOW 

1 doz. 4 
Wall brushes 


in a colorful 


Trimmer 


display box 











Low Price Flat Varnish brushes for quick 
sales. 6 doz. assorted 1”, 144” and 2” 





Pure Bristle... popular Wall brushes move 
fast! 2 doz. assorted 3”, 344” and 4”, 








56-SS-4 


” 
Perfect applicator for Bondex “. .. 1 doz. 
fast selling coating brushes. 





56-55-3 


Hand Wire 
Scratch 2 
dozen sturdy 
wire brushes 

with shoe 
handle grip 
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(aruet RUSHES 


Pittsburgh 


LONG-LAS TING BRUSHE 5 
ARE Your BEST Buy: 


56-G—srand-new self- 
service, full color display! 
Contains only brushes with 
proven “consumer de- 
mand."’ Heavy wire con- 
struction—stands anywhere 
in store. Size, possible jobs, 
brush care, printed on all 
brush jackets. Available in 
pure-bristle or Pittsburgh 
Synthetic. 


Each SELLING display 
contains 45 brushes! 


6—4” wall, ceiling, floor 
brushes. 7—3" door, base 
board brushes. 8—1'4" sash 
brushes. 8—2'4" furniture 
brushes. 8—2"° moulding, 
radiator brushes, 8—1',4” 
small area brushes. 


cna 


FREE DISPLAYS TO HELP YOU 
SELL PITTSBURGH BRUSHES 


These colorful modern displays will stop customers and attract more 
sales! Order the assortments that sell best for you, the displays come free as a 
sales booster! With Pittsburgh you know you're selling the best line 
Every type and style: pure hogs’ bristle; 100° texturized synthetic bristle; 
Tynex® nylon; or scientifically blended mixtures of hogs’ bristle and 
synthetic. All made in the world’s leading brushmaking plant, by experienced, 

expert brushmakers! Continue to sell Pittsburgh Brushes, they're the best. 


Mail coupon for complete details! 


PITTSBURGH 


Kad Stripe snusus 


Seusnes . Paints . @iats . CHEMICALS . Plastics . rieee GLate 


PITTSBURGH PLATE GLASS COMPANY 


IN CANADA 


PITTSBURGH PLATE 
GLASS COMPANY 
Brush Div., Dept. C-2 
3221 Frederick Avenue 
Baltimore 29, Maryland 


Gentlemen: Please rush 
me more information 
about FREE brush dis 
plays I have checked 
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Recommend Marlite 


... the pre-sold paneling for Operation Home Improvement 


HM 


"eh i RAT) 
‘e) ; Oy 


; 
) the yer! to FIX | 
4 = 


56 Is the Year To Fix ... and that’s what thousands of homeowners 
in your community will be doing this year which has been 
proclaimed “Home Improvement Year’ by the Federal Administration. 
And Marlite, after 25 years, is still the ideal paneling to make 
any old walls and ceilings better than new! Planks, Blocks, large Panels add 
beauty and utility with easy installation and maintenance. New 
“Companion Colors” styled by Raymond Loewy Associates, 
plus distinctive wood and marble patterns (all in soft lustre 
finish) make Marlite suitable for any room in the home. 
Right now, many of your customers are reading about Marlite in 
leading national magazines which are supporting “Operation 
Home Improvement.” So, this year, make the most of Marlite. Tie in 
with this national program and recommend Marlite to 
every building and remodeling prospect! 


MARSH WALL PRODUCTS, INC., PePt. 241, Dover, Ohio 


ee ® 
ar. | ite plastic-finished wall paneling 


ANOTHER QUALITY PRODUCT OF MASONITE® RESEARCH 
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NOWE A New Proftit-Maker for Youl 


Lupples 


Aluminum Windows 





easy to install 
mem ceo} ommeler- like’, 
...-1ow cost 


Here’s what your customers have been looking for. 
Windows with the highest standards of design and con- 
struction, yet priced to come within even the smallest 





building budget. 


The demand is here .. . now! Be ready to get your share 
of this profitable new business. 


Here’s why Cupples Single- 
Hung Windows will bring 
More Business Your Way 


JUST 4 NAILS TO INSTALL 

One carpenter installs window in minutes ... snugly, permanently 
No fitting, no adjusting, no call-backs. Fin trim is integral. Window 
comes completely assembled. Installation hardware attached. 


PRECISION DESIGN 


Cupples single-hung aluminum windows are stronger, more rigid. 
Silent, finger-tip operation. Weatherstripped, like the finest Cupples 
windows, with Schlegel Cloth (high pile fabric in metal binder) 
Dust and draft-free. Never bind or stick. Never need painting 


Distributors wanted in a number 


of areas. Write now for details. 


FOR ANY STYLE OF ARCHITECTURE 


Perfect for new homes, remodeled older homes, light commercial 


buildings. Endorsed by architects and builders, Pe re 


WIDE SELECTION PRODUCTS PORATION 


Available in all popular sizes and styles, including picture windows. 2653 South Hanley Road 
$t. Lovis 17, Missouri 


SMALL INVENTORY REQUIRED 
Orders filled from our modern factory in minimum time. That 
means a small investment, fast turnover for you. 
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once it was a 
specialty item... 


but now tt 
is a staple! 


THE WHITE 


@ product of GENERAL PORTLAND CEMENT CO. 


CHICAGO 


28 


WHITE CEMENT 


nina (ie. 


DALLAS . CHATTANOOGA . 
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A few years ago practically all white cement went into a 
specialty product such as architectural concrete units, stucco, 
terrazzo, cement paint .. . these markets continue to increase 
plus widespread purchases by home-owners who want more 
attractive concrete than can be made with grey cement. 4nd 
the extra cost is so little on most jobs! 

Trinity White Cement is whitest in the bag... whitest in 
the mix . .. whitest in the completed job. It is a true portland 
cement that meets all Federal and ASTM specifications. For 
literature and quotations write to 111 West Monroe St., Chi- 
cago. Offices at Dallas, Chattanooga, Tampa and Los Angeles. 


Se - 
' ~ : . 
poe eT ge ue 
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Pe FW 
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| DEALERS! 

I Send for your copy of this new 
i 


TAMPA + LOS ANGELES popular booklet for consumers, 


1956, AMERICAN LUMBERMA 





Bostitch T5 Tacker: It’s the most recommended tool for Bostitch H2B Hammer: It's even faster than the T5 tacker, 
applying flanged ceiling tile. And Bostitech STCR5019 when the user has had a little practice. Recommended for 
9/16” and STCR5019 1/2” staples are the most recom- all types of batt and reflective insulation. Especially handy 
mended fasteners. The T5 gives a “feel” professionals like for overhead work. Being able to supply the H2B will help 
and a simplicity amateurs go for. Service-minded dealers you move a lot more insulation, You'll also net a nice profit 
keep a supply of T5’s and a good stock of genuine Bostitch on your sale of SHCR5019 3/8” Bostiteh staples. They 


staples on hand to help promote sales of ceiling tile. go fast on an insulation job. 


Lend, rent or sell the staplers 


these manufacturers approve 


These nationally known manufacturers have tested and approve the 
Bostitch method for applying their products 


Armstrong Cork Company... . . =. . . makers of Temlok® Tile, Temlok® Plank and Cushiontone’ 


The Celotex Corporation ..... . . . makers of Celotex Tile Board and Finish Plank and Celotex 
Regular and Reflective Rock Wool Blankets 

Infra Insulation, Inc. . . . . .. . makers of Infra Multiple Aluminum Thermal Insulation 

Minnesota & Ontario Paper Company . » makers of Insulite Tile Board, Plank, and Interior Board 


National Gypsum Company . » « « « « makers of Gold Bond Insulation Board Products and 
Rock Wool Insulation 


Reynolds Metals Company . ~ +» « « makers of Reynolds Reflective Aluminum Insulation 


United States Gypsum Company... . . makers of Twin-Tile, Panel-Tile, Quietone, Auditon 
USG Insulation Plank, and Red Top Insulating Wool 


American Sisalkraft Corp. » « « « « makers of Sisalkraft and Sisalation 
Wood Conversion Company .... . . » makers of Balsam-Wool and Nu-Wood Ceiling Til 


Fasten it better and faster with BOSTITCH, 742 Mechanic Street, Westerly, R.1 


I'm interested in handling Bostitch builder's tools. Please 


e 0 ST i TC ee send me a free copy of the ceiling tile and insulation booklet 


Nome 
STAPLERS AN D sTAP es 


Firm 


FREE "'TAKE ONE’ BOOKLETS — Address 
on how to install insulation and ceiling tile 
You get a free supply with every Bostitch 


order. Send the coupon for a sample copy City Zone 
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Announcing 
new profit-making first 


NA LPLE* 


’ 


‘Ay wane eine 
—_ Ce eee a 


It’s “Dutch Boy” Fabulous new 
Nalplex... Acrylic latex 
wall finish... 





Take it from “Dutch Boy” dealers: they now Plus No, 3 — because it’s an Acrylic 
have the tricks to make '56 the best profit- new Nalplex colors are clean and clear. 


making year ever. With no extra inventory, 


They’ve got Nalplex — revolutionary, new “Dutch Boy” dealers have com- 
Acrylic latex wall finish — something entirely panion colors in Satin Finish 
new and different in latex paints! Enamel—the Color Gallery semi- 
gloss for woodwork and trim. 
Another big plus for both cus- 
tomers and dealers! 


As an Acrylic latex, new Nalplex has three 
big plusses for users. 


Plus No. 1 — it has amazing hiding power. wae : A 
That's why it’s called the one-stroke, one-coat in addition, Nalplex is everything 
Acrylic latex wonder paint. a GOOD latex paint SHOULD be 

Plus No, 2 — it assures TRUE flat finishes. It flows on easy and fast. No odor. No lap 
No perceptible sheen! marks. No thinners. Clean-up is simple—just 
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another great 
for Dutch Boy dealers 


a oan 
cain oe 
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Tr ~ One-stroke, 


——— 
verage 
one-coat co See 


2) True flat finishes | 
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Three big and y- “kick-off” ad 


plusses for 
users! 


soap and water. Walls dry in 1 to 2 hours. 
Truly washable. 


Nalplex advertising is revolutionary, too 
The “kick-off” ad is a giant 6-pager in Look 
~ nearly 5,000,000 circulation. 

First page, full color, on the brand-new 
paint itself. Then page after page of dealer 
listings telling where to buy it. 

And bound in between the full-color page 
and the dealer names, there’s an actual 
Nalplex color card. First time in history a 
big-circulation national magazine has ever 
carried the paint seller’s most powerful paint- 
selling “‘tool’’! 
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in LOOK has Nalplex 
color card bound in... 


A free booklet ia offered on the back of the 
color card, “Get it at your nearest ‘Dutch Boy’ 
Nalplex dealer,” readers are told, 


To dealers everywhere: exciting as new Nalplex is as 
the latest thing in latex paints, it’s only one of the 
“Dutch Boy” dealer's big-demand, big-selling 1956 
profit-makers. 


That’s why a “Dutch Boy”’ franchise is such a sure- 
fire money-maker. Find out if there’s one available in 
your area. Just phone or write us. 


Made by the makers of *‘ Dutch Boy"’ Painta " 
er 
. 
National Lead Company # 
\ 
General Offices, 111 Broadway, New York 6, N. Y 4 
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FLINT LUMBER COMPANY 


protects its property Citomélically . eee 
gets better FI RE and BU RG 


PROTECTION and 


We have been protected by ADT Automatic Fire and Burglar 
Alarm Service for more than six years, and have found it far more 
efficient than other types of protection. In addition, we realize a 


Circle No, 82 on Coupon, page 120, 


saving of approximately $5,000 a year. / 
YUL 4a0e 


Like the large number of lumber con- 
cerns from coast to coast that rely on ADT 
Automatic Protection, the Flint (Mich. ) 
Lumber Company uses a combination of 
ADT Sprinkler Supervisory and Water- 
flow Alarm, Automatic Fire Alarm, and 
Burglar Alarm Services to safeguard its 
property, profits, customers’ supplies, and 
employees’ jobs. 

Mr. Frost’s statement is typical of the 
comments of thousands of executives who 
know from experience that ADT Auto- 
matic Protection Services give greater 
security at lower cost. 

Whether your premises are new or old, 
sprinklered or unsprinklered, there is an 
appropriate ADT Fire Alarm Service to 


Controlled Companies of 


AMERICAN DISTRICT TELEGRAPH C 
A NATIONWIDE ORGANIZATIO 


Secretary 


detect fire and notify the fire department 
automatically. ADT Burglar Alarm Ser- 
ice will automatically summon police 
when burglars attack. ADT Heating and 
Industrial Process Supervision will auto- 
matically detect and report other abnor- 
mal conditions. 

ADT safeguards, electrically, many bil- 
lions of dollars’ worth of tangible and 
intangible assets owned by 58,000 sub- 
scribers in 1,600 communities. An ADT 
specialist will show you how combinations 
of automatic services can protect your 
property. 

Call our local sales office if we are listed 
in your phone book; or write to our Exec- 


utive Offices. 


OMPANY 
N 
3, N 


| 
Executive Offices: 155 Sixth Avenue, New York 13, ew York 
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Set up a simple display like this 


and see what happens... 


You don’t have to wait ‘til the fly 

season arrives to sell screening. In 

PRE-SEASON SPECIAL bt fact, the current and growing “do-it 
at yourself” trend makes screening an 

FOR all year business which really booms 


"DO-IT- YOURSELF” | before the early spring thaws set in 
ieee So, now is not too soon to start show 
SCREENERS! } ; ing Cyclone Insect Wire Screening 
CYCLONE INSECT WIRE SCREENING af and Cyclone Hardware Cloth 
OOF PER FOOT 


CYCLONE HARDWARE CLOTH | P DOm?r NOW / 


.OOF¢ PER FOOT 


TACKS. ....00¢ PER BOX This early promotion on 

*-e AN P M 
sts na pew wns xo CYCLONE QUALITY PRODUCTS 
DOORS... .OO¢ AND UP 


An attractive, easy-to-make display, 
something like the one shown above, 
should certainly make a lot of home 
owners aware of the advantages of 
doing their re-screening themselves 
And when you're making the sale 
be sure to impress upon your cus 
tomers the top quality of the 
HOW ARE YOU FIXED 2 Cyclone products they are buying 
FOR STOCK « Point out to them the superior con 
struction of these fine products 
Better take a look at your inventory now, minum—in stock. It comes in standard 18 
for you can't sell what you don't have on x 14 mesh, in 24, 26, 28, 30, 32, 34, 36, 42 
hand. Your jobber can take care of your and 48-inch widths. Cyclone Hardware snug, flat fit makes both the 
orders in a hurry. Be sure to have plenty Cloth is available in 2 x 2, 3 x 3,4 4, and 


of Cyclone Insect Wire Screening in all 8 x 8 mesh sizes. Also in 94” and %” heavy 
three types—Galvanized, Bronze and Alu- grades . in 24, 30, 36 and 48-inch widths easier to handle 


how the improved selvage insures a 


insect screening and hardware cloth 


CYCLONE FENCE DEPARTMENT, AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS + SALES OFFICES COAST-TO-COAST + UWITED STATES STEEL EXPORT COMPANY, WEW YORK 


USS CYCLONE «ped 709 
HARDWARE PRODUCTS 


asners 
Weld 





catcn-aut ® 
at Sepore 


> 
~thhie 
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EDITORIAL :, 


American Lumberman As An Educational Force 





It has been truthfully said that there is no problem 
connected with the retailing of lumber and building 
products that education can’t solve. The rapidity of 
the evolution of the “lumberyard” to a “department 
store of building products” is measured by the 
growth of the employes ability to handle consumer cus- 
tomers. 


Employe proficiency in the individual company is 
developed and measured by the quality and quantity 
of education and training. 


The OHI drive for more home improvement sales 
has pointed up the deficiency in our past educational 
programs. In many dealer operations, the capacity to 
supply a one-stop, one-sale-person service to people 
needing the scores of home improvement packages is 
strictly limited. A practical education and training 
program is sorely needed. 


It might be well to examine the trade papers gen- 
erally and the American Lumberman specifically as 
one potent educational! tool. 


Recently your editor had an early morning appoint- 
ment with a doctor. He was 20 minutes late. Apolo- 
gizing, he said, “I find that to keep abreast of new 
developments in my profession I must devote a half 
hour every day to study of medical journals. This 
morning the article I was studying was so absorbing 
that I was late before I realized it.” 


Merchandising is a profession, too, for the manager 
of a modern lumber and building products store. The 
same approach may be indicated. 


The most serious educational needs 


To keep abreast of both consumer problems and 
the latest answers in building products retailing, 
continuous education is needed in at least six areas: 
(1) creative suggestive and related selling at the 
point of purchase, (2) estimating, (3) product know! 
edge, (4) merchandising strategy and tactics, (5) 
sales management and (6) financial and operations 
management 


Our editors keep these six areas constantly in 
mind, They seek case histories which reveal the 
“how” as well as the “what’’, Next to learning by 
doing there is no better way to learn than by studying 
properly presented “cases”, 


During a single year (1955), American Lumberman 
published 338 illustrated case histories and articles 
covering the above educational needs. This goes 
on year-after-year to keep retail management aware 
of what is current in this merchandising “profes 
sion”. 

In addition, regular departments for new products, 


sales aids, literature and equipment offer the dealer 
practical help in running his business more effi- 
ciently. A quiz in every issue makes it possible for a 
reader to check just how much he has absorbed from 
both editorial content and advertisements. 


One could scarcély imagine a better product train- 
ing text than the Dealer Products File which we issue 
each April. Here 22 product sections provide a specific 
program for semi-weekly product training meetings 
each year. The editorial material in the American Lum- 
berman is actually the equivalent of 10 new advanced 
merchandising texts per year. 


Trade paper advertising for training 


The skilled professionals who write the advertising 
found en the pages of the American Lumberman know 
that good copy always talks in terms of reader interest. 
What better place is there for management to find 
profit-making techniques ? 


And how can retail employes learn product benefits, 
sales appeals, answers to objections, proofs of quality 
and good sales “talks” better than by reading adver- 
tisements in their own magazines. 


Yes, American Lumberman editorial and advertising 
pages constitute training texts for general manage- 
ment, for sales management, for purchasing manage- 
ment, for department heads and sales people. 


The man with a future in this industry, whether 
employe, salesman or executive, is the man who will 
take for himself Michelangelo’s motto, “I am always 
learning.” One of our dealers has an organized plan 
for getting maximum educational and training value 
from American Lumberman. He offers three bi- 
monthly prizes to employes (1st, $5; 2nd, $3; 3rd, $2) 
for the man or woman who reports at the twice-monthly 
employe sales meetings the best use of material gleaned 
from the advertising and editorial pages of American 
Lumberman, The employes vote on the three winners. 


If you ask you will find that the merchandisers, the 
experts, the professionals, the scholars of our industry, 
are avid readers of business papers. 

It is one tested way of maintaining a position as 
leader 
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TIRED of handling space-consuming, low- profit BEST-VENT is the only primary aluminum window that 


items —of investing a lot of capital in heavy equip- opens top and bottom simultaneously, « reating gentle, 


ment and inventories, just to stay in business 7? draft-free ventilation, There's nothing like it on the 
market, yet it's just one of the fine primary aluminum 


BEST-VENT windows turn over fast, require little ware windows in the Per-Fit line—double hungs, sliders, pic 
house space. We carry huge inventories to back up our ture windows, window walls, storm sash and screens 
dealers. Fast delivery means you have no “‘out-losses 


TIRED of missing your fair share of the fabulous PER-FIT PRODUCTS CORPORATION 1 Sputtobncer inductey 


aluminum window market 7? 

IF THESE POINTS HIT HOME WITH YOU 
BEST-VENT is a custom-quality window, sensibly priced 
Designed in consultation with window-conscious OUR STORY IS WORTH YOUR TIME! 


builders. Twelve exclusive features! Just fill in this coupon for full details on 


: how you can beat the profit squeeze! 
TIRED of being by-passed by manufacturers who 4 F , a dnd 
F Guarentecd by 


j ? 
sel/ direct to builders : (oe me ae a ae ae oe oe wo) — +o 
BEST-VENT windows are sold only through dealers. This Per-Fit Products Corporation Te covers 
1108 East 52nd Street 


100% dealer policy means you get your rightful profit indianapolis, indiana 
on every sale! 

Yes! | want to beat that profit squeeze! Give me 
TIRED of carrying the merchandising load yourself, the facts | need! 


without help from your manufacturer-supplier 7 
BEST-VENT windows are promoted through national Name 


advertising. This pre-sells your prospects—yet doesn't Address 
cost you a penny! 
City 


BEAT THE PROFIT SQUEEZE 
BY SELLING NEW RE -VE 


ee ee a a eee ee a ND OW 
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aL Lt Decorama Colors 


ring the bell (your cash register bell, that is)! 


by LOWE Brothers 


This one Decorama Display is all you need 
to sell the hundreds of Lowe Brothers 
wall and woodwork enamels, house paint, 


and exterior trim colors. (And it takes 
5 Top Profit Makers available to Lowe Brothers dealers: 


Lowe Brothers High Standard House Paint; Mellotone flat 
wall enamel; Mello-Gloss wall and woodwork enamel; 
Kem-Glo miracle lustre enamel; and Super-Kem-Tone deluxe 
wall paint. Just five of the many reasons Lowe Brothers 


just 27 inches of your counter top!) It's 

the selling ‘‘key'’ to the neatest color 
service you'll find a carefully planned 
system of wanted colors, achieved with 

a surprisingly compact stock of paint! 
Decorama is just one of many reasons dealers are among the leaders in paint sales 
you'll enjoy doing business with 

Lowe Brothers, We'd like to tell all the 


reasons. Why not write or phone. 


The Lowe Brothers Company 
Dayton 2, Ohio 


PAINTS 
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Truck Sign Draws a Laugh 


Humor in advertising sometimes pays divi 
dends. 

A. R. Grefig, manager of the Pioneer Fuel & 
Lumber Co., Butte, Mont., noticed a humorous 
bit of retail dealer advertising in American 
Lumberman and decided to adapt it for his use 

He commissioned a local sign painter to do 
signs for his stake-body truck showing a cow 
hand milking, cartoon-style. The sign says, “A 
Dependable Source of Supply.” One of Grefig’s 
customers told him that the cowhand is milking 
from the wrong side. 

“That may be,” admits Grefig, “but she draws 
favorable attention to our trucks. | figure the 
overall result is good.” 

Grefig’s 1% advertising budget includes a 
combination TV-radio program costing $60 per 
week. There are about 8,000 TV sets in the 
market 


MAKE YOURSELF Al HOME 
BUILD YOURSELF A HOME 


Friendly Sign 


A good will sign, which also covers a rack 
holding paper bags, meets the eye of customers 
using the side entrance of Heabel’s in Cedar 
Rapids, Iowa. It simply says, “Make Yourself at 
Home and Build Yourself a Home.” Customer 
who are having nails bagged for them have a 
special opportunity to see this sign 
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New Store Trends 


Advance Thinking 


Seen in New Store Designs 


Interest in new and remodeled stores con- 
tinues high as evidenced by the mail reach- 
ing American Lumberman, 


ive stores including an experimental tri- 
level store drawn by {merican Lumberman’s 
architectural consultant (and soon to be 
built by a Virginia dealer) are included in 
this group of articles. 


The tri-level store ties the warehouse to 
the showroom, making the single unit an 
impressive merchandising building. 


Built at $6 per square foot, the North 
California store reflects the design quality 
of an architecturally-conceived store, blend- 
ing wood and glass. 


In the state of Washington, you will see 
how a dealer has used laminated roof beams 
to avoid posts and encourage one-stop shop- 
ping. 

The advantages of a new location is 
pointed up by the Fullerton Lumber Co., an 
Illinois firm which has built a showroom and 
connecting warehouse on the edge of town. 
A 40-foot floor-to-ceiling showroom window 
exposes the entire salesroom to passing 
traffie. 

Women have been attracted in increasing 
numbers to St. Paul’s (Minn.) National 
Lumber Co. ever since it built the Shopette, 
a self-service shopping center especially for 
do-it-yourself customers. The new center, 
believes the manager, is the answer to the 
problem of how to make a good profit with- 
out increasing overhead. 


Index of New Store Stories 


Tri-level Showroom 38 

Lumber and Glass Work Together 40 
Easy to Buy, Easy to Sell 44 

New Showroom Stops Traffic 46 

Quick and Easy Shopping 48 
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t= New Store Trends 


tri-level retail showroom 


At first glance this showroom may seem too 
large for the average operation. Actually it’s espe 
cially impressive because we have tried a new 
idea—tieing the sheds to the showroom and finish 
ing the storage facilities with the same quality 
siding used on the showroom proper. 

As new yards are built, as yards are modernized, 
we believe you will see this technique frequently 
adopted, Aside from the smart appearance there 
are other advantages—the close-in shed can be 
come a convenient selling area for piece-priced 
items; materials handling becomes more efficient 
showroom designed for American 
Jim Lindenberger has a total of 
7,200 square feet. The main selling area is 3,000 
feet. Both the lower and upper levels are each 


The tri level] 
Lumberman by 


2,000 square feet 

Area 1. The main showroom would be used fo1 
paint, metal products, tools—all the pickup me 
chandise which can be sold on a limited or full 
Large entrance 
sketched to permit an “in and out” operation if the 


self-service basis doors are 
dealer wishes full self-service 

Especially note the service core in the center of 
the showroom for information, cash sales and gen 
eral customer service, Stools again, as in our first 
(see January 9 issue), are pro 
vided near the counter. A core of this design seems 


model showroom 


James N. Lindenberger, American Lumberman'’s architectural 
consultant, presented this showroom design at the recent NRLDA 
Exposition at Cleveland. Two other showrooms designed for the 
Exposition will soon be published, Mr. Lindenberger's services are 
available to dealers planning to remodel or build new yards. Full 
details will be sent on request. 
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almost certain to replace the old-fashioned service 
counter in the years ahead. 

Contractors will use the showroom to keep fully 
informed on new products but a special area has 
also been set aside for them on the upper area. 
A separate entrance is also included in the design 
for contractors 

Area 2. This section is a half-level up from the 
retail store. Here are executive offices, model rooms 
for package selling or contractor use, and on the 
end a home service or home planning center. In 
this area would be the usual desks for people 
planning new homes or remodeling but we have 
also worked in a display of products on swinging 
panels installed in wall fixtures. We feel that a 
customer planning a job should have samples close 
at hand for inspection and a choice of materials 
on the spot.Home planning desks would be easily 
removable so that the area could be used for 
educational films, lectures. 

One of the neat tricks at this level is a set of 
doors opening into a balcony that overlooks the 
sheds. We see the balcony as a good spot for use 
by management in yard supervision. Also contrac- 
tors may enter here and confer directly with key 
personnel 


Area 3. is just a half-area down from the main 
retail store. Here are the general offices, main yard 
service or control counter and display fixtures for 
merchandising piece-priced lumber, plywood and 
other bulky products, We don't see a big product 
selling spot here. Rather it’s for fast-moving items 
and it’s a come-on for wider selling in the ad 
jacent sheds, Lots of signs could do this job effec- 
tively 
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in an exclusive American Lumberman series 


Area i— ground level 
je BB Lele Tle Je 
SO pm ? 


| nd 
| INFORMATION-WRAP | 
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| CASH SALES SERVICE | | 
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. Special, seasonal 11. Wallpaper . Cabinet hardware 

. Unpainted furniture 12, 13, 14. Paint Utility hardware 

. Plumbing supplies 15, 16. Roofing, siding . 30. Floor coverings 
Garden supplies 17. Power tools . Wall tile 

. Lighting fixtures 18. Hand tools . Hardboards 

. Screening, weatherstripping 19. Wrap, sales . Gypsum products 

. Cleaning supplies 20. Specials . Insulation boards 

. Special, seasonal 21. Builders’ hardware 15. Larninates 

Masonry supplies 22, 23, 24. Doors . Insulation 

. Paint accessories 25, 26. Windows . Lumber, millwork 
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OUTDOOR BALCONY 
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CONTRACTOR 
MEETING ROOMS 














Area 2.— upper level 


|. Literature rack 

2, 3, 4. Home planning desks 

5, 6. Product samples on swinging 
panels installed in a wall fixture 


Area 3.— lower level 


1-5 Inverted V racks for display of 
piece-priced bulky merchandise 





General office space directly behind 
the service desk 
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SMART DESIGN blends large wood and glass areas to provide sun control and adequate 
lighting. Demonstrates how wood can be used attractively for commercial building. 


Lumber and Glass Work Together 


Architect-designed California showroom, built for $6 per 
square foot, demonstrates versatility of lumber. 


Contemporary design is used at 
Blanchard Lumber Co. to unite 
glass and wood into a structure 
which is a silent salesman for 
wider use of lumber in both com- 
mercial and residential construc 
tion. 

The North Hollywood, Calif., 
yard incorporates laminated wood 
arches with 26 varieties of wood 
paneling to create a harmonious 
interior. Careful blending of the 
paneling into wall displays brings 
smartness and dignity to the show 
room. 

Architect Kersey Kinsey esti 


(continued on page 42) 


ADJUSTABLE SHELVES and perforated hardboard give 
versatility to wall fixtures. Price tags in channels en 
courage customers to make their own selections 


New Store Trends 


LAMINATED WOOD BEAMS are combined with 26 types 
of wood paneling to provide attractive walls and counters 
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new WARE 


weatherstripped AWNING WINDOW 


Ma COMPETITIVE IN PRICE ST TOPS IN PERFORMANCE 


Here’s the aluminum awning window you've 
been waiting for—competitively priced for 
small-budget housing, yet precision-made by 
a quality manufacturer, with all the plus 


features your customers want. 


*% Completely weatherstripped by premium vinyl 


locked in extruded channel, unexposed to weather 


* Wide overlap of weathering members. Minimum out 


side at jambs 5/16". Jamb-operated 

7 Easy-to-clean ventilators have equal height and drop 
*% Engineered /or simple, speedy installation 

*% Chemically cleaned etched and lacquered at the factory 


— Quality-Approved by the Aluminum Window Manu 


facturers Association 




















You’re assured of dependable delivery, too, 


through regional warehouses Learn how you can profit /rom this new 
; — . vindou and from the full Ware line that mé 
in Houston, Atlanta, Chicago, and Newark. WW 


our needs You Bet top mer handising are 


idvertising support, too Vail coupon today 
eos mee meme meme am mm meme me 


ten © & V// a Ware Laboratories, Inc., Dept. AL-2 
3700 N.W. 25th St. iami, Florida 


, Miami, 


| end me complete details on the new 
: y \ ¢ vwning window our complete |i 
Ware 
ec Bas 


tcon 0 
ne 





Jatows« 


Ware Laboratories, inc., 3700 N.W. 25th St., Miami, Floride street 


] (ity and state 
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STORAGE SHED, adjoining the showroom, is served by a paved park- 


ing area for pick-up customers 





LUMBER AND GLASS 
(begins on page 40) 





mates building costs at $6 per 
square foot. This cost is based on 
the 8,700 foot display area and 
doesn’t include a storage shed con- 
nected to the showroom. 


The completely air-conditioned 
building is oriented so the south 
wall is almost solid wood to ex- 
clude direct rays of the sun. The 
north wall is almost solid glass to 
provide adequate natural light. An 
intercom system is used to pipe 
music through 15 speakers to stra- 
tegic spots in the offices and yard. 


The main building consists of a 
showroom, four private offices, a 
conference room, store room and 
lounge. The smartly designed 
showroom was built to replace one 
destroyed by fire. Blanchard oper- 
ates another yard in Burbank. 


MMM 
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DEALER POINTERS 


Package Lumber Handling 


Specifically designed for mechanical handling 
of packaged lumber, a pole-frame shed has 
greatly speeded order filling at Smith Lumber 
& Supply Co., Grand Rapids, Mich. 

Designed by Michigan State University, the 
structure covers 40 x 140 feet and is 22 feet 
high. Walls and roof are covered with corru 
gated steel. Smith is planning to build three 
more of these labor-saving buildings. 

“The shed saves many man hours,” says own- 
er J. R. Smith, “and we can fill orders expedi- 
tiously. Moreover, it’s easier on the men.” 

The shed is used to store 2-inch dimension 
lumber and sheathing in 1,000-foot packages. 
The proposed three sheds will be used to store 
finished lumber in 100, 500, and 1,000 board-foot 
packages. 

The new shed cost $3,900 to erect. Old-style 
lumber sheds of the same size would have cost 
about $12,000, according to Smith. 


% 


Shorts Are Profitable 


Sales of lumber shorts, which are individually 


price-marked and displayed in mobile carts, 
bring in $60 per month in clear profits for the 
Harris Lumber Co., Providence, R. I. 


“We feel the real secret of the sales of 
shorts,” says Ned Hopkins, merchandising man 
ager, “is in price-marking. Each piece has a 
gummed sticker giving the price. Customers 
seem to get the idea a man may make a mistake 
on the price if they see him figuring it on the 
spot; they prefer the pre-priced lumber.” 

The firm buys lumber especially for cutting 
into shorts. Customers definitely have a prefer- 
ence for the best grades. Display carts are two 
feet wide and four feet long, made of 2x4 and 
1x3 framing members. Swivel casters are 1” 
or 114”, 

Displayed near the lumber shorts are carts for 
shorts of hardboard, dowel rods, scroll and 
picture-frame molding and do-it-yourself alum- 
inum. 
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ALUMINUM SHADE SCREENING 


A TEST conducted last summer in Dallas and Fort Worth, 
Texas, proved that Kaiser Aluminum Shade Screening can be 
the fastest selling type of window screening you ever handled! 


In just one season, dealer sales of amazing Kaiser Alumi- 
num Shade Screening shot up 171% 


This remarkable increase was the result of a powerful 
promotional program that is now available to you. 


National Advertising! Life, Saturday 
Evening Post, Time, Newsweek, Busi- 
ness Week and Fortune will carry the 
Shade Screening story to millions of 
readers. 
Television Coverage! New television 
films will demonstrate the advantages 
of this wonderful new type of window 
screening to hundreds of thousands of 
viewers. 
Selling Aids! You'll get plenty of “how to do it” information 
to help convince customers they can “do it themselves.” 
Counter Demonstrators, Photo Kits, Sample Mailers, Con- 
sumer Folders, Window Banners, Newspaper Mats, Price Cal- 
culators, Door Knob Hangers, and a co-op advertising allow- 
ance, for those who qualify, are all provided free-of-charge. 


And remember—Kaiser Aluminum Shade Screening 
gives you over 50% mark-up! 


SHADE SCREENING 


=“Maiser Aluminum 








—---------------+ 


Shade-Screening 


Kaiser Aluminum 


Te) et ed ee 


thousands of tiny louvers that stop hot sun roys 


OL TLALLLS BULL eee A A) 


the strong light rays from the spotlight shown 


oom temper 


eh, Me 


ature. Rooms stay cool and comfortable as 


much as 15° cooler — even under the hottest sun 


For Free Sample Demonstrator and complete information mail 
this coupon today! For names of your nearest suppliers check 
the yellow pages of your telephone directory or write Kaiser 


Aluminum & Chemical Sales, Inc 


Kaiser Aluminum & Chemical Sales, inc., Room 5233, 
Consumer Service Division, 1924 Broadway, Oakland 12, Calif 


Screen 


of Kaiser Aluminum Shade 


Please send an actual sample 
information 


ing so I can see how it works. Also send complete 


including the na:ne of my nearest supplier 
NAME 
ADDRESS 


ciTy 










Formula for Success 


BUY, 
EXTERIOR OF STORE is finished in channel pattern western red cedar ex- 


terior siding. Laminated beams extend six feet beyond the front wall to support 


a marquee. A 50x200-foot parking area adjoins the store SEI l 


[ee New Store Trends 
MN La TT mL | New Washington State 


store is planned to aid the 























self-service customer. 





Making it easy for the customer 
to buy is the aim of the New Lum- 
ber and Hardware Company located 
in a busy shopping center midway 
between Seattle and Tacoma on the 
Pacific Highway. About 75% of the 
store’s business is with consumers, 
25% with contractors. 


Since opening in March, 1955, 
monthly sales have averaged $6 per 
square foot. Cost of the new facili- 
ties, expressed in rent, amounts to 
16¢ per month per square foot, 
about 214% of sales. 


The building was designed to en- 
courage easy, one-stop shopping 
service. There are no posts in the 
main showroom, which employs 
laminated roof beams. Traffic flow is 
regulated by placing the entrance in 
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=| PRODUCT DISPLAYS are promoted by American Lumberman’s one corner and the cashier’s desk 
BB merchandising banners, seen above color bar. Lighting is by 96” fluo- is placed diagonally opposite. Thus 
A rescent tubes mounted in double-tube fixtures. Operating cost of these every customer walks the full length 
lights is low and visibility i bh 3 pire ; : 

<4 = ' sibility ts hig and width of the store and is fully 
fie exposed to the numerous products 

4 All items are priced for easy, 
hE CO-OWNERS : comparative shopping. Nails are 
a kept in a specially built rotobin, 





where customers can serve them- 
selves. Most recent addition in the 
main showroom is a bathroom dis- 
play, including fixtures, flooring and 
wall coverings. 

A partition divides the main 
showroom from the lumber storage 
and warehouse in the rear of the 
same building. The warehouse has a 
a ceiling 24 feet high to permit the 
mmm vertical storage of lumber. 






D. W. Gossard, 
president 









Phil W. Bichholtz, 
manager 
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Effective date of the 


NEW WEST COAST 


GRADING RULES 
RULES NO. 15 


will be 


MARCH 15 
1956 


Boards, Dimension and Timbers of Douglas fir, West Coast hemlock, 
Western red cedar and Sitka spruce will have new grade names 


instead of numbers beginning March 15, 1956. 


NO.1 . becomes CONSTRUCTION fe cans | 


becomes UTILITY 


becomes STANDARD | (5) SND | 


MILL 750 
(s} Uri | 
becomes ECONOMY Not — | 
Grade Stamped 
There is no change in the identification of Select Mer- ' “ia 
chantable Boards, Select Structural Dimension and 


Timbers, or vertical grain Clears. 


a 
The top grade of flat grain Clears becomes C&Btr. fe CuBTR | 


Your free copy of the new grading rules will be mailed 
to you soon after February 1. Watch for it 


WEST COAST LUMBERMEN’S ASSOCIATION 
1410 S$. W. MORRISON, PORTLAND 5, OREGON 


All Grade Stamps shown are registered, U. S$. Patent Office 
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PERFORATED HARDBOARD pro- 
vides a flexible method of displaying 
lumber, tools and other items along 
one wall of the 6&x140-foot showroom 






New 






Showroom 







Stops 
Le=s— traffic 














Illinois store’s 40-foot 





spotlighted window reveals 









attractive displays. 










Lacking the space to expand in its congested down 
town facilities in Freeport, Ill., Fullerton Lumber Co 
moved to the edge of town to provide better parking 
and customer service. 

On a 14-acre tract purchased for $15,000, the firm 

New Store Trends has built a showroom with a connecting warehouse, a 
hard materials warehouse and a pair of lumber sheds 

(continued on page 111) 











EXTERIOR VIEW of the display area shows the 40-foot long floor to ceiling glass area 
which exposes the showroom to street traffic 
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Johnny-on: 
the-spot... 


your local 





plywood 
iobber 
—s 


Your independent plywood jobber is Johnny- YOUR LOCAL PLYWOOD JOBBER DELIVERS THESE 
on-the-spot! That means quicker delivery of 5 EXTRA SERVICES AT NO EXTRA COST... 


the supplies you need .. . faster service to keep 


your jobs moving, your customers satisfied. @ Quicker delivery 


F ; @ Personal interest 
Because your local plywood jobber is a local @ On-the-spet lnventery ... frees 
businessman, he 8 as near to you as your tele- your working capital 
phone. He’s up-to-date on your market, your Helps your salesmen develop new, 
needs, your newest business opportunities. He’s profitable business 
your backstopper, too. You don’t have to tie up Maintains a diversified stock, with 
‘ . * 
money in a wealth of idle supplies, he’s got what a wide choice for most jobs 
you need, when you need it. And the dollars you 


spend with him stay right in your own backyard, VANS PRODUCTS COMPANY, DEPT. $-2, PLYMOUTH, MICH. 
i ou over and over again! Plants at: Coos Bay, Gold Beach and Roseburg, Ore 
returning to you 4 d “5 Vancouver, B. C. Seles Offices: Plymouth, Mich.;: New 


York, N. Y.; Chicago, Ill.; Coos Bay, Ore.; Tampa, Fla 


DFPA grade-marked for uniform quality 


Evaneer is a 1.M. of Evans Products Co. « Evans is an associate member of the NPDA 


LVANEER //# PLYWOOD 


JUILDING Propucts MERCHANDISER Circle No. 25 on Coupon, page 120, 





NATIONAL’S SHOPETTE is open & to 5 daily and until 
1 p.m. on Saturday. Monday night the Shopette is open 
until 9 p.m. The store is adjacent to one of St. Paul's busiest 
streets 


SELF-SERVICE IS ENCOURAGED by grouping and 
pricing related items. There is also an order counter 
for placing sizeable orders and a drafting room. An 
Economy Corner gives people, “Just the piece I want 


Quick and Easy Shopping 


That’s the idea behind the Shopette, the 
St. Paul building materials store for self- 


service, do-it-yourself customers. 


Everything is done to make buying of lumber and 
hardware as quick and easy as possible for even the 
most inexperienced do-it-yourselfer at St. Paul’s 
(Minn.) National Lumber Co. One unexpected result 
was the Shopette’s overwhelming acceptance by 
women, 

Small quantities of screws, nuts and bolts, nails and 
other packageable items are put up in transparent 
plastic bags during slow periods 

Before the Shopette started, a customer spent a lot 
of time trying to find what he wanted. And he tied up 
a salesman. Other customers, tired of waiting for 
salesmen to come in from the yard, would walk out. 

“With the Shopette,” says manager James Hawkins, 
“we save clerking time, save the customer's time and 
save sales.” 

There's a lumber ordering desk for the customer 
who wants more than he can conveniently take with 
him. And separate sections for hardware, tools and 
paint, 

PRICE-MARKING and Identification by size For the customer with building problems, there’s an 
and species speeds selection. Bins are 4x4 airy, comfortable drafting room staffed with men 
posts and 2x4 crosspieces with metal rods who have the answers. 

separating stacks. Boards and 2x4's at the ‘ ’ : : 
front of the store are 6. 7 and 8 feet long Jim feels the Shopette is the answer to his biggest 
those at the rear are 10, 12, 14 and 16 feet problem: how to make the most profit from the same 
long trade without increasing overhead. 
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DON'T LET 
THE SALE 
STOP HERE 











GET THE 
FINISHED 
FLOOR SALE 








It means $14 per room’ EXTRA PROFIT to stock, 
promote, sell Gold Seal floors! 





Your customer — whether he’s contractor, 
tract builder, or do-it-yourselfer — doesn't 
stop work when the subfloor is down. If you 
stop selling at that stage, you’re losing easy 
extra profit to somebody else 

Complete the sale with profitable Gold Seal 
Floors. Look how Gold Seal Floor Coverings 
can bring extra profit to lumber dealers 


PLUS 


YOUR PROFIT ON 
TOOLS AND SUNDRIES, 


T00! 1. tOne sale of linoleum tile for a 9’ x 12 

. room gives you approximately $14 gross 
profit, based on a 40°) mark-up! 

2. It takes little space to display the line 


FOR HOME OR BUSINESS 


INLAID BY THE YARD Linoleum + Nairon*® Standard + Nairontop* 
RESILIENT TILES--Rubber - Cork - Nairon Custom 
Nairon Standard - Vinylbest - Linoleum + Ranchtile® Linoleum + Asphalt 
ENAMEL SURFACE FLOOR AND WALL COVERINGS 
Congoteum® and Congowall ® 
RUGS AND BROADLOOM  LoomWeve* 


© 1956, CONGOLEUM-NAIRN Inc., Kearny, N. J *Trademark 


BUILDING Propucts MERCHANDISER 


easy ABC “Buy Now—Pay Later Plan 


For example, a special Gold Seal rack 
shows 24 different tile patterns in just 5 
aq. ft. of floor space 

Linoleum sales lead to the sale of ad 
hesives, tools, plywood, nails, et all 
at extra profit 


. Gold Seal flooring is a heavily advertised 


year-round profitable item 

You can sell all Gold Seal products on the 
Get the full profit picture call the 
Gold Seal Distributor nearest you — now 


\ a A 
old Seal 


FLOORS AND WALLS 


Circle No. 26 on Coupon, page 120. 





~ £ New Store Trends 


REDWOOD FACADE of remodeled store stands out in contrast to the 
old building. Roman brick is used beneath the wide show windows 


How Mr. Troup Did It 


Small-town Illinois dealer tells how his remodeled store 
|. Makes shopping easier by effective displays 


2. Encourages women by price-marking and 
identification 


3. Stimulates the handyman trade 





SELF-ORDER BOARDS with price-marked samples of lumber, flooring, 
siding and other materials. Bill Troup checks samples 


50 kebruary 6, 


“Something had to be done to 
increase our store traffic,” was Bill 
Troup’s explanation why, in 1953, 
H. H. Troup & Co., Kankakee, II1., 
started an extensive face-lifting 
campaign, the third major re- 
modeling job the firm has under- 
taken since it was organized in 
1858. 

“To me it was ironic that at a 
time when construction was set- 
ting records, lumber dealers’ sales 
weren't keeping pace with the de- 
mand for building materials,” 
Troup adds. “Since new construc- 
tion was leveling off in this area, 
we figured our best bet was to con- 
centrate on the homeowner and do- 
it-yourself market.” 

Over a period of several months 
Troup visited several midwest yards 
to get ideas he could incorporate in- 
to his store remodeling project. 

From his notes and sketches, 
Troup drew several! floor plans and 
layouts on ruled paper. The final 
plan is a combination of several 
preliminary drawings. 


Careful Planning Evident 


The store’s front has been spruced 
up with a natural-finish redwood 
facade and enlarged show win- 
dows. 

In the 30'x50’ showroom, Troup 
installed an asphalt tile floor, mov- 
able stepped counters, perforated 
hardboard wall displays, fluores- 
cent strip lighting, an air-condi- 
tioning unit and several ideas 
which lend flexibility to the store 
and make it an attractive place to 
buy building materials. 

Two 10’x10' rooms are set aside 
as planning centers. The home 
planning center includes an ample 
supply of literature and plan 
books. The kitchen planning center 
is equipped with three sets of 
kitchen cabinets and is approxi- 
mately the size of an ordinary 
kitchen. 


Self-Order Boards 


When the customer has selected 
his material, he orders it at the 
billing counter and an intercom 
system relays his order to the 
warehouse. 

“More and more women are com- 
ing into our store and self-order 
boards make it easy for them to 
shop and make a selection—espe- 
cially when they don’t know the 
name of what they want,” Troup 
Says. 

“With our intercom’ system, 
women don’t even have to go out 
into the yard,” Troup adds. “In 
cold weather more men are taking 
advantage of shopping for lumber 
in a warm store.” 

For the customer shopping for 
plywood or other wall coverings, 
samples of every type available at 
Troup’s yard are displayed on the 
store’s walls. 
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Adjustable 
Removable 


wooD 
WINDOWS 


more than a million now in use! 


and in only 5 years. Furthermore, each of the five years has 


shown a substantial increase in volume. . . 
growing public acceptance. 


which proves 


a sales making feature in any home 


QUICK-LIFT-OUT 


Wash or paint both sides from inside 
the room — either double-hung or 
glider styles. 


BuILpInG Propucts MERCHANDISER 


Any builder, any lumber dealer, who exposes his prospective 
customer to the desirable features of A.R.B. Wood Windows 
will find his sale made easier. The trend is to “lift out’ 
windows. Wood is still first in popularity, and extending 
its lead. With A.R.B. construction, you'll get your share, 


easier. 


Lumber dealers, or 


A.R.B. WINDOW SALES COMPANY 


19433 John R Street 


“MICROMETER” ADJUSTMENT 


An A.B. exclusive. The coil springs 
behind each adjusting screw hove 
patented variable tension. 


Circle No, 27 on Coupon, page 120. 


Detroit 3, Michigan 


“FINGER LIFT” BALANCE 


Push the plunger to disconnect; close 
the window to reconnect. Another 
ARB. exclusive 
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FULL WALL SECTIONS are built on a jig table. Chain hoist is used 


to set panels upright to facilitate installation of doors, windows and 
siding. Panels are moved to loading platform on a roller track 


Sells 200 Packaged Homes 


Panel-built houses sold by Indiana By using its mill to build complete walls, as well 
as other house components, Brooks Lumber Co., Inc., 


dealer on you-build-it or we-build-it basis. Chandler, Ind., controls the sale of all the materials 
that go into a home. 

Brooks already has delivered more than 200 home 

‘= Serre: | packages within a 75-mile radius of Chandler. 

The complete wall sections are made on a‘ jig 

table large enough to accommodate one side of ,the 

complete house. After the framigg and sheathing 

(continued on page 54) 





MODIFICATIONS to baaic floor plans are handled by TWO-BEDROOM HOUSE, smallest of four basic floor 
draftsman Bill Joseph, right, under the direction of manag plans available, can be modified to fit individual 
er Wilbur Brooks specifications 
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CONTINENTAL'S | iMb3- STEP PLAN 


to Saas i you 


MORE PROFITS 


IN STEEL PRODUCTS 


Get All these items in one mixed shipment 
“Flame-Sealed” Nails Tubular Braces Poultry Netting 
j ONE SOURCE BUYING Farm Fence Staples Fence Stretchers Welded Fabric 
: Poultry Fence Steel Line Posts Galvanized Roofing Hardware Cloth 
v4 ° oge ° Ornamental Fence End & Corner Posts Barbed Wire Bale Ties 
B Simplifies Ordering, Diamond Mesh Fence Electric Fence Posts Clothes Line Wire Automatic Baler Wire 


k Shipping, Inventories Enjoy the time-saving convenience of getting ALL your steel supplies 


from one source—Continental. You please your customers more, too, 
because you can give them what they want when they want it—with a 
higher measure of VALUE in each item! 


nf) 
Wy 
“2 
x \ 


STRONG CONSUMER 


ADVERTISING 
SUPPORT 


for building store traffic Continental advertising leads the parade in selling product features, 
—_ brand identity, and longer life in Continental Flame-Sealed Fence and 
Paw (eb other Continental products. Are you reaping the full value of this 


‘ oe Af publicity? 
? \ } 


Vy 


s /y 
a 
— 


DYNAMIC SALES 
AIDS AT THE a | th ; 
POINT OF SALE Sale-Making Literature Wall Posters 7 Decals ead 


Proved dealer helps like NO HUNTING signs, Memo Books, ad mats, 
and radio script, in addition to those shown, provide effective Sales 
Ammunition, and are available to every Continental Dealer. 


Continental advertising and merchandising has ONE aim-—to help 
you make more sales with less effort and more profits for you. You 
benefit from these efforts when you feature Continental Flame- 
Sealed Fence, Continental Steel Roofing-——the new ‘Tyl-Lyke Bin 
Dor—Continental Nails, Staples, Baling Wire, Barbed Wire, and 
the whole line of Continental products. Remember—Continental 
has been a leading producer of steel products for farm and home for 
over half a century. Sell more and profit more .. . Go Continental! 
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IT’S HERE: | SELLS 200 PACKAGED HOMES 


automation in floor nailing « Hiétineid tins 08) 


Pep) 
POWERNAIL are completed, the wall is tilted upright and moved 


Model No. 145 CZ | on # roller track to a finishing section. Here, window 

Sree te frames, doors and siding are installed. 

F.H.A. requirements After the wall is completed, it is moved to a stor- 
age area. When all house components are finished, 
they are loaded on a special truck with a 36-foot bed. 
The truck is equipped with a special crane to lift the 
wall sections into place at the job site. 

After the foundation and floor decking are finished, 

wy, the walls are lifted into place with the truck’s crane. 

Ji Interior wall sections are also placed at this time. A 

cabinet maker from the Brooks’ mill visits the house 

to get the exact measurements of the kitchen cabi- 
nets to be delivered later. 


5 automatically FOUR BASIC FLOOR PLANS. Chandler has avail- 
ght able 19 homes evolved from four basic floor plans. 
me up o Modifications to suit the buyer’s taste are handled 
by the firm’s draftsman, Bill Joseph. 

WW, tt, tha The houses meet FHA and VA specifications and 
en, Chandler helps the buyer arrange financing. Prices 
ail woste for the house packages range from $2,945 for a two- 

.™ or ‘veloaded Mog’ bedroom unit to $4,030 for a three-bedroom unit. 
‘ pore voids 100 power- | Basements are optional and available at extra cost. 
“The Brooks packaged home is not a prefab,” says 
Chandler manager Wilbur Brooks. “It’s a conven- 





more “PLUS” FEATURES: 
1, Flooring 
drawn up tt 
2. Cuts nailing * 
to 60% » 
34, Eliminates time 
consuming hond = 


setting 








cleats 
6 will 
7. Designe 
long, dependo 
8. POWERNAIL floor 
is quoranteed BUILD-IT-YOURSELF. The Brooks packaged 
| home is available to handymen, who want to build 
their own homes. Called the Buddy Built Plan—a 

modern version of the pioneer log raising system 
the homeowner can save up to 20% on labor costs by 
doing the work himself or with the help of friends. 
Using this plan, Brooks erects the house in one 
day. This includes walls and roof. The firm furnishes 
all interior and exterior finish materials. This doesn’t 
include electrical equipment, wiring, plumbing or 
kitchen cabinets. The firm sells these as extras, 

which the owner can install himself. 


SIMPLIFIED SHOP. Brooks uses the minimum of 
equipment to build its packaged homes. The building 
used to build the wall sections is 150 feet long. A 
second-hand roller conveyor is used to move the wall 
sections. Hoists and pulleys are used to raise the 
panels in the shop. 

The firm has 35 employes in its yard and mill opera- 
tion. Six men can set up a Brooks Package home. 
These include a crane operator, two carpenters and 
three helpers. 


ot rust, clog OF jon 
4 and built for 


ble service tional home built to composite specifications devel- 
noiler | oped for homeowners in this area.” 


Brooks also builds several types of packaged ga- 
del No rages, sheds and a machine storage building in its 
WERNAIL Mo | 
The New PO by pnt rage 
\let privé | . 
a rcleat into hardwood 
oS ean ONE FAST pL.ow! 


tech ut ane Se ON 


ct angle ’ d 
ne hooting, assuring posi 


TIVE HOLDING POWER’ Movies You Can Use 


Are you looking for sales training films, product films 

or public relations films tied to your business? 
American Lumberman has just published an eight- 
page alphabetical listing of over 125 valuable films in 
all these categories. It describes the available films and 
— tells you how to get them. “Movies You Can Use” sells 
for 50¢. Write for your copy today. The address: 
OWE R N A | L a o),’,| DA N Y American Lumberman, 139 N. Clark Street, Chicago 2, 

- Il. 


rary my poy os oer HA 
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Enjoy the big, continuous ih EER enssEe este: 


profit that 
‘AME RICAN] rental 


tools” give you... 


If ger flees have teen Sether days 


OUW AMER! 
RENTAL SA 


trade old 0 
Rochas cr 





Then the product itself is further backed up by dozens of editorials appearing 
constantly in leading home publications. This means that millions and mil- 
lions of homeowners are being pre-sold on sanding their floors with American 
Gl RANTEED rental sanders. And to top this, the sander itself carries a basic 5-year 

7UA sis64 maintenance guarantee. No wonder dealers with American tool rental de 


e PERFORMANCE partments never complain! With a sander that’s tamper-proof and virtually 
e ACCEPTANCE wear-proof, advertised and promoted for you, it’s hard not to make money! 


If you’re dissatisfied with your present equipment or have been losing both 


© PROFIT 


profit and customers up to now because you haven't had any tool rental de- 


All you need is 18’ x 42” partment why not plan now to enjoy the big, continuous profit that only 


floor space to display the American rental tools can give you? 
most popular of all Do-lt- 
Yourself Rental Tools! f ? 
Send for the entire profit story now, You can 
tae M 'y B (" A N- count on American and its nation-wide staff of 
expert salesmen-merchandisers to help you pull 


— SURFACING MACHINE CO 





for profit... all the way, all the time! 


} 


521 So. S. Clair St, Toledo 3, Ohio 


Crrorisfrroven DO-IT-YOURSELF RENTAL TOOLS... WORLD-WIDE SALES AND SERVICE 
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13 keys to stron 


KEYMESH lath for over all — KEYCORNER strip lath. Pre 
reinforcement of plaster and formed to fit snugly in corners 
stucco. Galvanized. Also excel Lies flat when applied to joints 
ent for many miscellaneous light Galvanized to prevent rust 
reinforcement jobs. Underbed streaks. Low cost. Easy to stock 


a 
for tile and terrazzo floor : and handle 


Keymesh... Keycorme 








KEYBEAD. The straightest 
corner bead you can buy. Choice 
of galvanized or solid zinc nose, 
for outside or corrosive ex- 
posure. Open mesh wings as 


sure strong, solid plaster corners 


3 KEYS TO 
STRONGER PLASTER 


You make more money with 
Keymesh, Keycorner and Keybead 
because they require less space 

for storage, cost less to handle, 
and they don’t rust in storage or 
on the job. 


When vou sell Keymesh for plaster 
reinforcement, you get an extra profit . . . 
the profit on gypsum lath plus the 

profit on Keymesh. 


Keymesh has many miscellaneous uses in 
building. You can buy it with nails, 
residential and farm fence, and other steel 
products, That keeps freight costs low. 


What’s more—Keystone backs you 

up with the most powerful advertising 
of any reinforcing materials, 

Architects, builders, lathers and 
plasterers everywhere know and respect 
these products. It’s a line that will 
offer you exciting new opportunities in 
the months to come. 


open the, door 17s Ginger. Pro- 


get your order in today! 


KEYSTONE STEEL & WIRE COMPANY 


Peoria 7, Minois 

KEY MESH » KEYBEAD + KEYCORMER + KEY WELD WELDED witt 
FABRIC + KEYSTONE NAKG + TIE WIRE + KEYSTONE 

NON CLIMBABLE AND ORNAMENTAL PENCE « KEY Wal 
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. . - outdoor displays help sell” 


‘", . » packaged seed is popular” 


‘,.. catalog boosts power mower sales’ 


’ 


. +. attract crowds with special promotions” 


* .. handle brand names” 


Dealers discover Green Pastures in 


Sales of garden items have quad- 
rupled since 1951 until the market 
is estimated at $4 billion annually. 
Despite these gains, people with an 
ear to the ground in the lawn and 
garden business feel the best years 
are still ahead. This optimism is 
based on the fact that sales of 
lawn and garden materials haven't 
kept pace with new housing starts. 

Outdoor living packages normal- 
ly trail housing starts by two to 
three years. Homeowners usually 
plan these improvements after 


paying for the necessary items of 
a new home. 

Market growing. Therefore, the 
market for gardening and outdoor 
living items created by the 1950-53 
building boom will blossom into 
full size this year. And alert 
building materials dealers are 
making their yards the logical 
source for these supplies. 

Expanding into the lawn and 
garden field, you write your own 
ticket as to the size of the depart- 
ment. Some dealers have done 





this market has grown so fast: 


sc aping. 


Drought condition: 
to lawns 


improvements st ressed. 


several year 
The zest fi f 


4ccessorie 


Gadaget-m nded American 





have taken a fancy to 


Healthy Profits in Outdoor Living Sales 


The 1956 market for lawn and garden materials is estimated to be 
around $4 billion—four times the 1951 figure. Here's some of the reasons 


House lots are getting bigger as the trek to the suburbs continues. 


Large glass areas in homes emphasize the need for well-planned land 


Industrial firms moving to the suburbs maintain well-kept grounds 
as part of their public relations programs. 


n several areas have caused extensive damage 


Several consumer magazines are planning promotion ¢ ampaign: based 
on Operation Home Improvement Landsc aping will be one of the 


The lawn and garden market usually trails home construction by 
_ Owners of homes built in 1952-55 will be in the market 
for extensive landscaping improvements this year. 


outdoor living has boomed sales of barbecue grills and 


power mowers. 


Even small yards are now clipped with power mowers, 


Families have more leisure time to work and play in their own yards. 
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well by merely displaying garden 
tools and accessories; others have 
built separate buildings to display 
power mowers, wheelbarrows, leaf 
rakes, fencing, barbecue equip- 
ment, playground equipment, lawn 
furniture, arbors and other items 
as an adjunct to their regular 
building materials line. 

How to display. Whether it’s 
large or small, the lawn and gar- 
den section is a dual approach to 
increased sales. First, customers 
become accustomed to filling their 
lawn and garden needs at the 
same place they buy building ma- 
terials. Second, when located near 
a heavy-traffic area this section is 
bound to stir up impulse sales. 

With this idea in mind, Hast 
Lumber Co., Denver, uses a caster- 
mounted display unit for garden- 
ing tools, seed and insecticides. 
Easily moved by one man, it’s spot- 
ted near the parking lot entrance 
of the showroom or moved to some 
other heavy-traffic area to remind 
customers of some small lawn and 
garden item they may have for- 
gotten. 

In Chicago, Gee Lumber and 
Coal Co. and Hill-Behan Lumber 
Co. have found mass displays are 
excellent sales builders for out- 
door living equipment. Both firms 
display lawn and garden furni- 
ture and other outdoor living 
items on grassy plots in front of 
their showrooms. Both stores face 
heavily traveled streets and large 
parking areas make it inviting for 
motorists to stop in and browse. 

Near the Livezey Lumber Co., 
Aberdeen, Md., is a garden corner 
surrounded by a_ white picket 
fence. This 5x13-foot area is 
credited with more than doubling 
the firm’s sales of lawn and garden 
items in one month. 

Inside the fence, the firm dis- 
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Dutdoor Living Market 


plays power mowers, leaf rakers 
and other large items on an imita- 
tion grass carpet. Garden tools are 
displayed on the walls. Studying 
their sales figures, officials of the 
firm learned that packaged grass 
seed and plant foods were the 
most popular items. 

In Waterloo, lowa, Young Lum- 
ber Co. also learned that these 
packages were fast moving items. 

“We started selling lawn seed 
and fertilizer in 1954,” says owner 
J. A. Young. “Last year we sold 
29,790 pounds of fertilizer and 
825 pounds of grass seed. Natural- 
ly, it takes time to build volume 
sales of these items, but they 
bring in customers who invariably 


buy other merchandise.” 

Heabel Co., Cedar Rapids, Iowa, 
uses an area five feet wide and 15 
feet long to merchandise seasonal 
items. Covered with a translucent 
plastic canopy, this area adjacent 
to the showroom is popular with 
customers who like to browse. 

Heabel displays fireplaces, con 
crete steps, wrought iron special 
ties, jalousies, trellises and many 
other seasonal items. During Janu- 
ary and February, this area is used 
to display snow shovels, ice scrap 
ers, snow removing chemicals and 
other cold-weather needs. In 
March, the area blossoms out with 
gardening materials to remind cus 
tomers that Heabel stocks the 


a ’ 


OUTDOOR DISPLAY AREA sheltered by fiberglas awning is used to promote a wide 
variety of lawn and garden items at Heabel’s, Cedar Rapids, lowa 
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POWER LAWN MOWERS are featured in this gar 
den shopping center at Finch Lumber & Supply Co 
Walls are sample redwood fencing 


Phoents 


SEEDS AND SEEDLINGS make very profitable sales 


State 


for many dealers, including 
Seattle, where this display is seen 


items they'll need in the spring 

Catalogs build sales. To focus 
attention on the lawn and garden 
materials stocked in his store, 
W. H. Troup, H. H. Troup Co., 
Kankakee, Ill., distributed 2,000 
gardening catalogs. Using a care 
fully planned distribution system, 
Troup has the local Boy Scout 
troop deliver 1,500 of the 24-page 
booklets by hand. The Scouts were 
instructed to ring the doorbell and 
hand the book to the homeowner. 
Another 60 booklets were mailed 
to members of the garden club. 

“Many sales 
tomers who came 
with catalog in 
Troup said, “Others 
specific item they 
book 

Troup was amazed at the 
increase the catalog made in his 
power mowet! Ordinarily the 
firm stocked six mowers, but the 
beoklet promotion helped sell 30 
mowers in six months. This was in 
addition to the lawn and garden 
sales and the sales of building ma 


were made to cus- 
into the 
their hands,” 
mentioned a 
saw in the 


store 


out 


also 


sales 


60 


Worcester, Mass 
trellises and 


Lumber Co 


terials generated by the increased 
store traffic 

Bisbee Lumber Co., Lowell, 
Ariz., promotes lawn and garden 
tools and power mowers as gifts 
in its newspaper advertising. 

“These lines sell well all year,” 
says manager John H. Wood, “and 
we've earned the goodwill of wives, 
who take our suggestions and 
please their husbands with a 
power mower or other chore-eas- 
ing gadget as a gift.” 

Promote tool rentals. Some dea! 
ers discover that garden tool rent 
als sell lawn and garden merchan 
dise. Customers for seed, fertilizer, 
lawn furniture and outdoor fire- 
place equipment are prospects for 
rentals of tools they can use on 
projects involving such merchan 
dise. 

Rentals also increase store traf 
fic. Every rental means two cus- 
tomer contacts—one when he rents 
the tool and the other when he 
returns it. Some tools naturally 
lend themselves to lawn and gar 
den promotion. Often overlooked 
are electric drills, power saws, 


hebruary 


ADEQUATE INVENTORIES must be 
supply the gardeners 
Osboro (Minn.) Lumber & Supply Co. take stock 


OUTDOOR SCENE at W. H 


maintained to 


immediate needs. Employes of 


Sawyer Lumber Co 
helped stimulate sales of arbors 


redwood furniture 


sanders and other tools which can 
be used to build lawn furniture. 

Success pointers. Several years 
ago Sidney Hechinger laid down 
a set of rules which has made 
Hechinger’s a mecca for gardeners 
in Washington, D. C. These rules 
are: 


Find out what the customer 
wants. 

Stock something different than 
your competitor and = pro 
mote it. 

Use well-planned newspape! 
advertising regularly. 

Use special promotion to at 
tract crowds. 

Stock well-known brand 
names in every line you han 
dle. 


rrain salesmen to become spe- 
cialists. 


Hechinger’s precepts, which 
have proved successful in an area 
of sharp competition, can apply to 
any yard. 
|L.UMBERMAN AND 
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_NEW la PRE-PASTED 
° VINYL WALL TILE 


BAMBOO PATTERN 


Bamboo pattern available 
Natural, Tea Rose, Char- 
coal, Light Green, Grey, 
White ... Mahogany pat- 
tern in Blond, Grey, Carib 
Tan and African (Deep 
Brown) ... all washable, 
stain-and-scuff- resistant. 


Just wet the Back 


--.- 80 EASY TO INSTALLI 


MAHOGANY PATTERN 


... sell fast and easy to 
the do-it-yourself trade! 


Dealers across the country are reporting excellent ‘‘off-the 
floor’’ sales on this revolutionary new PRE-PASTED Bolta 
Wall vinyl! tile! There are no special tools needed 

(cuts with scissors) .. . nO messy pastes just wet 

the back and stick it in place! 


‘‘Do-it-yourselfers”’ love it! Get the facts! 
Get new PRE-PASTED Bolta-Wall 


for fast sales and quick profits! 
GENERAL 


PLASTICS 
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The General Tire & Rubber Company 
BOLTA PRODUCTS Division, Lawrence, Mass. 


Send me complete information on low cost 
BOLTA-WALL PRE-PASTED VINYL TILE 

Name 

Address 

City 


Circle No, 30 on Coupon, page 120, 
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Everett Kent (right) and M.L. Becker (left), manager of Kent Lumber’ 


“Thanks to your national 
come to our yards pre-sold 


writes Everett Kent, General Manager of Kent Lumber 


& Coal Company with main offices in Bloomington, 111. 


“At all seven of our yards we believe it’s good business to promote Andersen Windows,” reports Mr. 
Kent, “because experience has shown us they are already well known and well liked by contractors 
and consumers. Most folks who come in are well aware of Andersen Windows and their features.” 

You, too, can build WINDOWALLS volume by cashing in on the preference built for WINDOWALLS 
through Andersen national advertising. Use your Andersen Selling Kit to build your own local profit 


program. Or write for help to Andersen Corporation. 


ANDERSEN CORPORATION + BAYPORT + MINNESOTA 


























Mattoon Mt ‘ 
. . Vara, lis 5 / 5 S10. , amittor 
yard 1SCUSS Ande rsen l nit with customer Delhe rt H 1 J 


advertising... customers 
on Andersen Units !” 


Here's what pre-sells Andersen Windowalls 
in your home town 


@ Leading national consumer advertiser for over @ Leading window advertiser 

20 years over 20 years 

@ Preferred nationally among home 
stol. 

@ Nearly three million units sold in 


to the trade 


planners @ An easy item fo handle 
@ Prompt de livery —105 well stocked 
1955. distributors 

selling kit for local 


wtion 


@ Complete dealer 


@ Best known window among builders and 
advertising and sales pron 


architects. 


seren wwoows \ ndersen\Windowalls 





DO-IT-YOURSELF HOME BUILDERS were eager listeners at each of 
the firm's 12 sessions on how to build a house. At the left is Adolph 
Schessler, manager of the Home Supply and Building Materials Co. 


Do-It-Yourself School Sells 10 Houses 


Would you spend $332 to sell 10 house jobs, 10 
major remodeling projects and acquire 17 loyal do-it 
yourself customers? 

The Home Supply & Building Materials Co., Wau- 


kesha, Wis., spent only $332 on their 12-week Do-It- 


Step-by-step program tells how the 


Home Supply and Building Materials Co., 
Waukesha, Wis., conducted successful do-it- 


yourself school. 


REFRESHMENTS were served after each class. Although 
a major portion of the expense of the course, refreshment 
time was a good time for discussions which could lead to 


sales 


64 


Yourself Home Builders School and as the last ses 
sion ended they could point to the above results with 
understandable pride. 

“We believe a retail lumber dealer with stiff com 
petition must offer his customers something more 
than a sharp pencil if he expects to consistently sell 
building materials at a profit,” says Adolph Schess 
ler, general manager. 

“Because a high percentage of the homes in ou! 
semi-rural area are owner-built, we realized that a 
home builders do-it-yourself school would be a won 
derful community service and a natural way to 
attract loyal customers,” he adds. 

The firm’s do-it-yourself school ran for 12 weeks 
from February 17 to May &, 1955, drew 37 students 
and enjoyed an average attendance of 30. The Thurs 
day evening, two-hour classes taught the students 
the broad principles of house construction ranging 
from lot location to final finishing. 

“We actually built a house on a blackboard during 
the course,” says Schessler. 


What the School Cost 


adds 


12 


“The total cost of our school was about $332,” 
Schessler, “which is about $29 for each of the 
classes or $9.50 per student for the course.” 

The company served refreshments following each 
class, such as coffee, sandwiches or rolls; the total 
food cost for the course was $115. About $45 was 
spent on advertising; $20 was spent for movie rental; 
and $20 was spent for students’ notebooks. Remain- 
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CHALK TALKS helped the students get a clear idea of many house construction detail 


The “professor” here is Harold Marose, assistant manage! 


der of the cost of the school went for postage, mate books on the course,” he said. “We're having three 
rials and incidentals. members of the building trades judge the notebooks 
‘We told the students that the notebooks could 
How They Advertised become their own highly valuable reference book for 
One display advertisement announcing the school building a complete house,” says Adolph 
was published in the local newspaper. The firm used A day or so before each class, the firm mailed out 
five spot announcements on radio prior to the first post cards to each student reminding him of the 
class. Employes mentioned the school to customers school on Thursday night 
during business hours. | Preparing fer Classes 
Because the school was the first of its kind in the 
area, the local paper ran two stories and one photo 
graph on it. 


“Don't ever let anyone tell you that running such a 
school isn’t a tough job,” Schessler adds. “You must 
(continued on next page) 
Handling of Registrations 
To make sure that prospective students could be 
screened, the firm required people to come into the 
store to register. Mimeographed registration blanks 
provided space for the name, address and ‘phone 
number. A special space was provided so students 
could note the particular projects they were plan 
ning to facilitate sales follow-up. 
“We charged a registration fee of $1.50 so we 
would get only the most serious students,” explained 
Schessler. “Also, we felt that if people were required 
to pay a little for the course they’d be more apt to 
attend in order to get their money’s worth. 
“We originally planned for only 25 students, but 
interest was so high we took in 37 before we finally 
had to draw the line because of space limitations.” 


Attendance Incentives 
Each student was given a loose-leaf note book at 
the first session. The books included selected litera 
ture and also blank sheets on which students could 
transcribe their notes on each class 
, , : STUDENTS TOOK NOTES in books provided by the firm 
“We offered two power drills (valued at $40 each At the end of the course, the authors of the two best note 
for the two students who turned in the best note books won power tools 
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¥ 
FIRST in advertising” 
FIRST in quality 

FIRST in sales appeal 





al 
full color 
FULL PAGE ADS 
first time ever in the fixture industry! 


Your customers will be asking for K-V fixtures all 
through 1956, thanks to big, beautiful 4-color page ads 
in leading publications —- HOUSE BEAUTIFUL, HOUSE & 
GARDEN, THE NEW YORKER, ESQUIRE — and a 

consistent schedule of lively K-V ads in these as 

well as SUNSET, CANADIAN HOMES & GARDENS. 

Plus —— A SPARKLING, COLOR AD in THE 

SATURDAY EVENING Post — timed just right 

for the busy spring do-it-over season! 


WRITE NOW or call your jobber for 
details on the new K-V Merchandising 
Action Campaign, new K-V catalog 
and price list. 


estes 
i f vn, 


KNAPE &4 VOGT MFG. CO. 
GRAND RAPIDS, MICHIGAN 
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plan your lessons carefully to hit the most important 
points on each subject. You must be willing to study 
books and articles on the particular sessions that are 
coming up.” 

Schessler developed his own loose-leaf text-book 
for the course. In it he wrote out the lessons that the 
firm’s staff would teach and inserted drawings that 
would be transferred to the blackboard. Time of 
preparation for each class ranged from two to six 
hours. 


Teaching the Classes 


No attempt was made to sell any products during 
the class meetings. The six manufacturers’ represent- 
atives who spoke during the classes were asked not 
to mention brand names. 

“We emphasized that the students could ask us for 
help on any of their building problems any time,” 
explained Schessler. 

Teaching duties were divided among the firm’s 
staff including Schessler, Harold Marose, assistant 
manager, and Bedford Curler, salesman. Movies were 
rented from several lumber associations. 

At the final class meeting, Schessler summarized 
the course and students asked questions of outside 
speakers, who had returned to form a panel of 
experts. 

H. P. McDermott, secretary of the Wisconsin Retail 
Lumber Dealers Association, attended the final ses- 
sion and spoke briefly. He pointed out that “... if all 
your classes have been as good as this one, you have 
all received a truly wonderful education.” 

“T positively believe that the do-it-yourself move- 
ment is here to stay,” declares Schessler. “We are 
well satisfied with our course and we are already 
planning another do-it-yourself home builders’ school 
for next year.” 

Facts on the Firm 

The Home Supply and Building Materials Co. was 
formed in 1951 to serve mostly the homeowner trade. 
The company currently grosses about $250,000 per 
year. Officers are H. D. Larson, president; Lee Lar- 
son, vice-president; Lee Gehrke, treasurer; and 
Schessler, assistant secretary-treasurer and general 
manager. 


Dealers Cash In On Customer Peeve 


By furnishing newspapers with waxed paper 
wrappers for newspapers to be delivered on 
rainy days, three Illinois building materials 
dealers are building good will and getting their 
sales message across. 

Several years ago, a Villa Park, Ill., news- 
paper subscriber discovered that on rainy days 
the newsboy was wrapping his morning paper 
in discarded bread wrappers. Seizing upon this 
opportunity, the subscriber sold several news 
agencies and businesses on the idea of running 
an ad on the outside of the wrapper. 

Three lumber dealers, Oaklawn Mill & Lum- 
ber Co. and the Harbor Lumber Co. of Melrose 
Park and the Hammerschmidt Lumber & Fuel 
Co. of Lombard now use wrappers to promote 
building materials. About 200 advertisers sub 
scribe to the service. 

The imprinted moisture-resistance bags cost 
$8.25 per thousand when purchased in 50,000 
lots; $9.25 a thousand in 25,000 lots. Some news 
agencies cooperate with advertisers and pay 
from $1.50 to $2 per thousand to help defray the 
cost of the bags. In some cases two non-compet- 
ing advertisers use the bags as a cooperative 
venture. Harbor Lumber Co. and a local lending 
agency split the costs and their promotion mat- 
ter appears side by side on the bags. 
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FOR GOOD PROFIT - SELL GOOD FENCES! “LAWN and PATIO” FURNITURE! 


Comfortable, casual furniture expertly made from 





melaiola memniclsldiaeli-te| Tels) Jeo lariiatiaiie): Ol taelaeliny faelaliael| a : . 
{ ” te ot 'l “ae , fae thseis: tilaegc te P ikatiad finest quality, 14%” knot-free Western Red Cedar 
enaurine Our customers wi > or es 1OU armonizi > 
_ ; ne Western Red Cedar thet fit'the everees ee Beautiful, distinctive designs—each piece finished 
esigns if enuine yvesrern ea J } i 
; Ye ' ' with Redwood preservative sealer. Individually car- 
iget*Easily installed. Unpainted ; 


toned. Rustproof hardware. Complete directions 
for assembly furnished. ' 





BARBECUE SET pe ee 
COMPLETE WITH : . 
a TWC BENCHES 
TWO RAIL RANCH FENCE (24’’ Height) 
No Description Retail List No. Description Retail List 
goes 2—7%: Rails & Line Post ea. yon 3104 . or a 793 
Corner Post—4"' x 4" x 4 . 
2006 é Do gee Wie at sa a page 3105 6' Length ea. 30.95 
Also vailable: THREE RAIL RANCH FENCE LOMENY Ta llelsr o) 


A 


CAPE COD PICKET FENCE (36° Height) BENCHES 


No. Description Retail List 





No Description Retail List 
601 7’ Section rr 3" Picke} ea. $7.75 3109 40” Diameter Table ea. $23.95 
2ecTI x icKers . 
' ’ a h a. 7.95 
605 Line Post, 3° x 4° x § ea 2) 3110 42” Curved Benc . . 
yore End or _ Post, 4° x ad KS oa. “ph Write for complete catalog illustrating other outdoor 
60 Comer FON, # Bak 37 _ furniture, Captain’s Chair—Children’s Table & 
(Walk Gates and Drive Gates Available) Bench Set—Barbecue Cart, etc 


Write for Catalog of Complete Fence Line Illustrating Other Styles 
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This Farmer 


Went to Market 


“Selling custom-made farm buildings is highly 
profitable for us,” says E. E. Clure of the Clure 
Lumber Co., Greenfield, lowa, located in the heart 
land of a big corn-producing area. 

During the past year, the yard sold 10 ready-built 
granaries to farmers, several hog houses and many 
poultry brooder buildings. The granaries are 10 x 16 
feet. One asphalt-roofed model sells for $440; an- 
other with wooden shingles costs slightly more 

“The best way to sell these custom-made auxiliary 
farm buildings is to build some and put them out 
where people can see them,” says Clure, 


Big demand for granaries. “Located as we are, in 
a big corn-producing area, the demand for granaries 
is considerable,” Clure adds. Many farmers purchase 
the granaries with financial aid from the Produc- 
tion Marketing Administration; the farmer pays 
down 20% of the cost of the building and PMA pays 
the remainder on a loan basis after the lumber 
dealer builds and delivers the finished structure. 
Under this government re-sealing program, the 
farmer-customer has four years in which to repay 
the 80% loan; meanwhile the government pays him 
for storage of the re-sealed corn. 


Grain and hay feeders always are in good demand 
at the Clure Lumber Company. Up to October 1, 1955, 
the firm had sold 20 feeders. They are 30 inches wide, 
14 feet long and sell for $26. Two men can build one 
in half a day. Longer feeders may be purchased up 
to $39 


Meets vital need, “When a farmer wants a building 


a 


"mR A 


—and came home with a ready-built 
granary, one of the many auxiliary farm 
buildings built and sold by this lowa 


dealer. 


or feeder, he wants it immediately,” says Clure. “It’s 
not only good salesmanship but good business to 
have several on display during the seasons when the 
farmers need them and to replace the display build 
ings as soon as they are sold.” 

In past years, Clure Lumber Company has sold 
many ready-built hog houses. During the first 10 
months of 1955 approximately eight hog houses were 
sold at:$315 each. Hog houses range in size from 
12 x 18 feet to 12 x 24 feet. It takes two men about 
three days to build a hog house and slightly longer 
to build a granary. 

“Farmers are also buying completed garages,” 
Clure says, The Clure Lumber Co. this year started 
to build model garages for displays. Prices range 
up to $600 for completed 12 x 20-foot units with con- 
crete floor and footings subcontracted. The farmer- 
customer may also buy the garage without footings 
and floor or he can buy the materials and erect the 
garage himself. 

“Once the farmer begins coming to our firm for 
granaries, feeders and other farm buildings, he starts 
buying other building materials, too,” declares 
Clure. “Word quickly spreads amongst the farmers as 
to which firm builds good farm structures. This kind 
of advertising is invaluable.” 


Models help sell. The Clure Lumber Company occa 
sionally uses newspaper advertising to promote its 
farm buildings, but the owners agree that the outdoor 
display is the best method of attracting trade. Farm- 
ers stop, look and buy. 


Two Units That Boost Farm Sales 


1, HOG BROODER HOUSES such as this are built in the 


Clure yard, Geo, Miller is one of the yard owners 





2. MODEL GARAGE with overhead door is also displayed 
in the yard 
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THE PROFIT PACKAGE FOR ‘SG 


“SLIDE-TITE KD'S 


EXTRUDERS—MANUFACTURERS— 
Aluminum combination storms and 
screens for all window types —Conven 
tional and Round Top Combinat 
Door Separate Screen and St 
Panel Prime Slide-Tite Gliding Wi 
dows. Jalousie Windows and Door 


Winter Seal’s “‘Slide-Tite’’ horizontal alumi- 
num prime windows in KD form are 
profitable for everybody. These easy to 
handle, easy to warehouse, easy to install 
windows are available in a full range of sizes 
and can be assembled in just a few minutes 
with a screw driver. 


For the modern home it’s horizontal gliding 
windows—and for horizontal windows you 
can’t beat “‘Slide-Tite.”’ Built of heavy-duty 


extruded aluminum —lacquer coated for long 
life, these high quality, low cost units are 
all the name implies—easy sliding—tight 
fitting and weatherproof. Winter Seal Screens 
and ventilating storms are available for all 
“Slide-Tite’’ windows 


All holes in the integral nailing fin are 
properly punched and positioned for easy 
installation. For the profit package in hori 
zontal aluminum windows write Winter Seal 


WINTER SEAL CORPORATION + 14575 Meyers Road ¢ Detroit 27, Michigan 
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OH! LEADERS in Seattle study promotional material 
Norwalk, Star 
chairman of OHI executive committee in Seattle and Grant A. Wood 


Robert J 
tock Lumber Co., 


Machinery €o.; Robert V. Blackstock 


American Federation of Labor Building Trades Council 


Seattle Sets the Pace 


Here’s some pointers on 
running your local OHI cam- 


paign from lumber dealer 
Bob Blackstock. 


Lumber dealer Robert V. Black 
stock, 32, secretary of the H. W 
Blackstock Lumber Co, and presi 
dent of the Hi-Line Lumber Co., 
Seattle, is chairman of the execu 
tive committee of Operation Home 
Improvement in Seattle, a_ pilot 
city in the national OHI campaign 

Blackstock has already learned 
a lot about running an OHI move- 
ment and his findings can serve 
as a guide for other communities, 
which will back the home improve 
ment idea on a city-wide scale 

Important suggestion. Black 
stock’s most important word of 
advice is to make your local cam 
paign industry-wide. Encourage 
just one idea-—-home improvement. 
(For detaila on national kickoff of Op 


eration Home 
turn to page 


Improvement, ple are 


? 


./ 
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“The campaign must be pri- 
marily institutional,” declares 
Bob. “None of our advertising will 
be channeled to just one branch of 
the industry such as ‘See You 
Lumber Dealer.’ Promote one idea 
and one idea only—-home improve 
ment. It would be a mistake to 
do otherwise, because so many 
branches of our industry overlap.” 

Some 22 Seattle building trades 
groups are helping make OHI a 
city-wide venture. Promotional 
help has been secured from the 
Advertising and Sales Club, which 
organized a committee and voted 
to make OHI a club project for 
1956. 

The Seattle Home Show has of- 
fered $500 worth of display space 
without charge for its annual 
show, February 11-19. Members of 
the local chapter of the American 
Institute of Architects are design 
ing the booth, the focal point of 
the colorful show 

Seattle started laying the 
groundwork for its home improve 


February 6 


Left to right 
secretary 


+. Xan 


AN 


Ray L. Baker, FHA; 
H. W. Black 


ment campaign last November at 
a luncheon attended by bankers 
architects, contractors, realtors, 
lumber dealers and other repre 
sentatives of the construction in 
dustry. John R. Doscher, execu 
tive director of OHI, explained the 
program. 

The local Chamber of Commerce 
agreed to sponsor OHI. Bob Black 
stock, a past president of the Asso 
ciated Lumber Dealers of Seattle, 
was named chairman of the execu 
tive committee. Other lumber 
dealer members are Charles Dear- 
man, Elliott Bay Lumber Co.; 
R. M. Slingsby, Central Lumber 
Supply Co., and W. C. Bell, secre 
tary of the Western Retail Lum 
bermen’s Association 

Campaign spreading. Plans are 
being made to hire a full-time 
executive director for Seattle, 
drafting a budget and hiring office 
Meantime, the program is 

other sections of 
State including Ta 
Yakima, Wenat 


space 
spreading to 
Washington 

coma, Spokane, 
A MERI ILUMBERMA 
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FREE SPACE for OHI booth has been 
donated by Seattle Home Show man 
agement. Show will run from February 
11 to 19 and usually attracts about 
80,000 people 


chee, Moses Lake, Bellingham and 
Everett. 

It is expected that the momen 
tum of OHI will extend far be 
yond 1956. Although Seattle’s 
homes are newer than those in 
most cities, the market for home 
improvement is still tremendous. 
As one committeeman pointed 
out: 


“Let’s assume that there are 
200,000 homes in Greater Seattle 
and that only 30% are in need of 
repairs—that’s 60,000 homes. As- 
sume that these homes need an 
average of $500 worth of work. 
That’s a whopping $30,000,000 of 
extra business for the city. Every- 
body benefits.” 


List of sponsors. Following is a list 
of the key trade associations spon- 
soring Operation Home Improve 
ment in Seattle: 


Masons Association n Associated 
imbing and Heating Merchants f cattle 
oncrete Product 1s tation of Washington, 
wthwest Floor ering Ass ation tru 
tural Cla roducts Institute eattle hapter 
f the As tated (seneral ntractors of Amer 
a, In att uilding and Contracting As 
tation eattle Master Builders Association, 
klectrical Contractors f Washington in 
Masonry Contractors Association, and the Na 
tional Electrical Contractors Association 
Vorthwest Plaster Bureau, Northwest Dr 
wall tractor / 1ation, Painting and Deco 
rating Contractor f America, Seattle Tile 
tractor les ation, Washington Association 
fing tding and nsulation ntractors 
est Coast Lumbermer Association cattle 
al Estate Board, Northwest Building Mate 
tals bhing Association, Western Retail Lum 
ermen's Associatior imerican Federation of 
thor Building Trade r unctl and the Puget 
und Chapter f the Paint, Varnish and 


h 
h 
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uer Manufacturer 1 tation 


BUILDING Propucts MERCHANDISER 


Use coupon to order your copy 
or write on your business letter- 
head. Booklet contains tables 
for computing board feet, mill 
costs per M feet, estimating areas 
in square feet, also invoicing 


pointers. 
TTT TIT I Tr 
Friden Calculating Machine Co., Inc. 


Dept. AL-256, San Leandro, California 


Please send Lumber Calculations booklet 


Firm Name 


Address 
Ci cniteniien Zone State 


SESSGGReeeeeeee NEL TTT TTT 


sat © 


PAYROLL CALCULATIONS 


A great time and money saver, the fully automatic Friden Caleulator is kept busy in 


thousands of sawmills and lumberyards. This is no ordinary caleulator, its rit 


THINKING MACHINE OF AMERICAN BUSINESS. Performs more steps in figure 
work without operator decisions than any other caleulating machine ever de veloped 


Friden sales. instruction, service available throughout the U.5 and the world 
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specializing in 


‘Poubenesa 
PINE 


AND ASSOCIATED 
SPECIES 


KILN DRIED—AIR DRIED 
SURFACED—ROUGH 


The mills’ foctiities end core 
in menufacture ond grading 
ouvre you tep-grede lumber 
ond lumber products 


CONTRACT PLANTS LOCATED 
IN. tdehe, Oregon ond Wash- 


ington 


CONTRACT MILLS members 
Western Pine Association 


Send Us Your Inquiries 


a 
¥ KELLY 


LUMBER CO. 


INC. 
x 


1120 Old National Bont Bidg 
SPOKANE 1, WASHINGTON 
a ee 
Teletype: Sp-175 
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HOME IMPROVEMENT YEAR is tlie 


left to right, Fred C 
assistant FHA commissioner for Title 
Norm Mason, FHA commissioner 


subject under discussion 
Hecht, general sales manager, Sears-Roebuck; Cy Sweet, 
Sherman Adams, Presidential Assistant; 


Participants 


Industry Leaders Launch OHI 


Government officials 


nancing aid for home improvements at 


big Washington meeting. 


Operation Home Improvement 
officially got off to a flying start by 
a day-long meeting at the May 
flower Hotel, Washington, D. ¢ 
January 16, highlighted by a 
luncheon attended by 450 industry 
leaders and high ranking govern 
ment officials. 

Close to 15 billion dollars, three 
billion more than 1955, will be 
spent on home repairs and modern 
ization this year, predicted Albert 
M. Cole, U. 8S. Housing and Home 
Finance Administrator, a luncheon 
speaker. 

Cole promised that HHFA would 
recommend legislative liberaliza- 
tion of its procedures to aid the 
home improvement effort and bring 
mortgage facilities “into phase 
with today’s standards.’ 

The housing agency, Cole said, 
would send “highly qualified 
teams” through the country to help 
train field personnel and thus ex- 
ngs all qualifying applications 
for Federal assistance 

Big ad budget. An estimated 
600 million dollars worth of na 
tional and local advertising will 
tie in with the home improvement 
campaign this year, John R. Dosch 
er. executive director of OHI, told 
the luncheon. Other luncheon speak 
ers included Clem D. Johnston, 
chairman of the board of the Cham 
ber of Commerce of the United 
States; Fritz B. Burns, prominent 
West Coast builder 


promise fi- 


= 
- 


Defining the of OHI, 
Doscher said: 

“Operation Home Improvement 
is a big idea. It’s big because it is 
simple. It is not a new organiza 
tion or association. It is simply a 
year-long campaign designed to co 
ordinate the sales efforts of every 
one in the home improvement in 
dustry, both at the national and at 
the local level, to accomplish two 
things: 


purpose 


1. To interest more people in 
improving their homes. 

2. To help make it easier for 
homeowners to buy materials and 
services. 

Pointing out that only two-fifths 
of American homes are in fair to 
good shape, Doscher declared that 
home improvement business could 
easily be doubled in the next few 
years 

“But this will not be achieved,” 
he emphasized, “unless selling be 
comes more competitive with other 
consumer industries. To do this re 
quires a new degree of teamwork 
between dealers, leaders and con 
tractors.” 

Sears-Roebuck plans. Prior to 
the luncheon, Cole presented his 
“Home Improvement Year” decla 
ration on a special telecast. Sears 
Roebuck, which plans to set up 
OHI centers in its 700 stores 
throughout the country, had one 
of its booths on display at the 
meeting. 
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BIG SHEETS mean BIG SAVINGS 


In the Homasote Handbook——Page 1 3—the first paragraph strength, moisture-resistance, weather proofness and resistance 
reads to air infileration which make Homasote both efficient and 
: economical as an insulating-building board 

Note from the above diagram that a 14-foot wall requires 


314 four-foot sheets, and there are three joints. At every This constitutes one page out of 64. The Homasote Hand 


} ‘ ‘ . 
joint it is necessary to use two rows of nails and a batten book took 20 years to write based upon 46 years’ ex 
strip. With Homasote Big Sheets the wall is covered in one perience in the making of quality materials 
piece, there are no joints and only one-half as many nails Here are the answers to 100 construction problems of 
are required. In the average house, Homasote Big Sheets value to every architect, builder and dealer. There are 200 
eliminate 22 joints per thousand square feet of wall or listings in the Index. (We cut it down 
ceiling surface. To buy molding strips for those joints, from 400 possible listings 
nail them on, countersink the nails, putty up the nail holes ; 
We are proud of this book. We have con 
and paint, far exceeds the difference in cost of Homasote 
? fidence in its basic value. May we send you 
Unquestionably, it is cheaper on the wall : 
4 copy—without cost or obligation? Kindly | 
| ; 


This paragraph is immediately followed by data on the iddre our inquiry to Department B-16 


NATIONAL 


HOMASOTE “ne 
COMPANY i HM ny 


TRENTON 3, NEW JERSEY 
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DEALER POINTERS 
I 


Folding Doors Make 
Good In-Use Display 


Double, folding doors which 
divide the showroom counter area 
from the private offices at the 
Alexandria (Minn Lumber Co, 
also make an excellent sales dis 
play. 

“The doors help convince many 
customers that they can be used 
successfully in their own homes,” 
says Evelyn Luchsinger, book- 
keeper, 





Hurricane Readiness Card 
Brings $3,000 in Sales 


A “be prepared for hurricanes” 
card which was distributed to 
homeowners by the Foxboro 
(Mass.) Coal and Building Mate 
rials Co. helped bring in more than 
$3,000 in sales within 10 days fol- 
lowing Hurricane Diane. 

“We had the cards printed as a 
publie service for our customers,” 
says Edward H. Bill, Jr., president, 
“and we were amazed at the 


deo} | 3 ... the Best 


Salesman Dealers 


ma Ever Had! 





.-. because Rosie is the 

symbol of QUALITY... ROSEBURG 
QUALITY...GRADE and TRADE 
MARKED LUMBER and PLYWOOD. 


Rosie stands for CUSTOMER ASSURANCE of 
Flexibility, Size, Grade and Specia in both LUMBER 
and PLYWOOD, TEXTURE ONE-ELEVEN, 
architectural siding in 8, 10 and 12-ft. lengths. Exterior 


100% KILN 
DRIED 


ROSEBURG 
LUMBER CO. 


ROSEBURG LUMBER CO., Reseburg, Oregon 
["}Please send us name of the neorest ROSEBURG 
Lumber Wholesaler or Jobber 


For all needs: 


[") Please send us name of the nearest ROSEBURG 
Piywood Wholesaler or Jobber 


Order from your neerest 
ROSEBURG WHOLESALER 
or JOBBER 

(if yew doen't howe his 
name and address 
ee a 
ee) 


Firm 


City 


Street 


PLYFORM ...4' x8’ BB oil and edge-sealed. 
So, you see, Rosie is the dealers’ best friend... his 
shipments assure repeat orders with no kick-backs. 


For complete customer satisfaction, 

be wise... REMEMBER ROSIE. 

His stamping ground is the big timber 
region named for Douglas Fir, Douglas 
County, Oregon...the U. 8.’ Largest 
Stand of Virgin Timber. 


State 
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amount of excellent public rela- 
tions they generated. 

“Shortly after we published the 
cards,” says Ed, “the local news- 
paper published a story about them 
on the front page. Actually, some 
of the information we put on the 
cards originally appeared in the 
newspaper. In addition to the 
favorable newspaper publicity, one 
bank and several grocery stores 
asked for copies of our cards to 
hand out to their customers. In 
all, we distributed about 3,000 
cards which cost us $40.” 

The front of the card, which 
measures 6”x 8”, contains a list of 
12 things to prepare the household 
for hurricanes. There’s also infor- 
mation on what to do after the 
storm. The firm’s signature cut ap- 
pears at the base of the card. The 
reverse side of the card contains 
a check-list of supplies to have on 
hand to prepare for storms. Space 
is available to write in additional 
items. 


Safe Driving Bonus 


Safety is encouraged at the Pi- 
nellas Lumber Co., St. Petersburg, 
Fla., by a system of cash awards for 
drivers of the company’s vehicles. 
Each driver is given a $20 bonus 
for his first year without an acci- 
dent. This bonus increases $5 for 
each accident-free year thereafter. 
For example, a driver who has com- 
pleted six years without an accident 
receives $45, 

Drivers are also ranked according 
to their safety records at the end of 
each year and given their choice of 
equipment in relation to their safe 
driving records. Those drivers who 
have three or more accidents within 
a year are discharged or demoted 
to yard laborers. 

This program has reduced acci- 
dents so effectively that drivers of 
the 123 cars and trucks have main- 
tained an accident-free record for 
the past 14 months. During that 
time the vehicles traveled an esti- 
mated 1.4 million miles. 

The company has 26 cars and 
trucks equipped with two-way radio 
sets for relaying accident reports 
and emergency information. 

Each month the company’s safety 
committee examines all accident re 
ports of the previous month to de- 
termine who was at fault and take 
measures to prevent similar mis- 
haps. 

Individual drivers who have es- 
tablished outstanding records in- 
clude Robert Hampton, concrete 
truck driver who has gone seven 
years without an accident and James 
(Red Bird) Roberts, who has never 
had an accident while driving the 
15,000-pound fork-lift truck. Rob- 
erts handles an estimated 200,000 
board feet of lumber every day. 
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ANOTHER SELLING FEATURE 
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2. The only aluminum 
roofing that can be installed 
with no side laps to leak or 
break loose. 


we Packaged in protective 
display cartons. 


Look at these 
other selling features: 






































4. 1001 Uses — perfect for 
siding, decorating and 
fencing. 


3. Unrolls fiat—one solid 
piece can cover the full 
length of building. 


© 1906, aus are mera 
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*Ochiltree Patent No. 2,369,487 


Now your customer can install an 
aluminum roof faster than ever! For the 
very first time here’s roofing with 4’ and 
6”’ 


customer has to do is “‘snap”’ the first 


lap lines (both sides) so all your 


course chalk line—then roll on course 


after course following the lap lines. 
Another time-saving feature of QSM cor- 
rugated aluminum roofing that rolls on! 


No storage problem with easy-to-store 
package. Roofing in rolls means 
less spoce needed 
| 50 and 100 ft. lengths. 
4 28"' and 48"’ widths. 
| Embossed or Mill Finish 
J 


i] 
i} 

|| 

| i| | 
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1 
QUAKER STATE METALS COMPANY 


Box L- 1167, Lancaster, Pa. 


aoe 


Please send me facts on QSM 
Corrugated Aluminum in Rolls. 


Address 


; 


City 


ee 


N 
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Everyone's a Prospect 


There are hun- 
dreds of do-it-yourself 
uses for these attrac- 


tive, ¢asy-to- 


install, solid maple 


legs. Smoothly sanded 


and ready to finish, 
they come in seven 


different lengths. 


FY 


Supplied with glides, securely- 
threaded stud bolts and rigid metal 
plates for either vertical or slanted 
attachment. Complete in sets of 
four, Brass ferrules optional at 
additional cost. 


COLORFUL 
DISPLAY BOARD 
SELLS 
FOR YOU 


The attrac- 
tive display 
above is eas- 
ily mounted 
on wall or 
counter for 
instant eye- 
appeal, 


Get in on plus profits now with fest-mev- 
ing PEG LEGS. For details, write: 


~ ) A ie _ 
erry furniture ompany 


507 MONROE AVENUE N. W. 
GRAND RAPIDS, MICHIGAN 
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WILLARD ALLEN takes an order over the mobile telephone in his service truck 


Calling Mr. Allen’s Car 


Wisconsin dealer tells how mobile phone unit helps him 


make added sales. 


Willard Allen, owner of Allen 
Lumber & Fuel Co., Wales, Wis., 
finds that a mobile telephone serv- 
ice installed in his service car 
helps him to get more done in a 
day. He says it saves travel time 
and helps make additional sales. 

The mobile telephone has been 
jinstalled in Mr. Allen’s car for 
jabout a year. It costs him $25 a 
| month for 20 calls within a 25-mile 
lradius. If he makes calls outside 
ithe 25-mile radius, then regular 
llong distance rates apply. For 
|more than 20 calls per month with 
in the 25-mile zone, the regular 
long distance rates apply. 

Mr. Allen frequently telephones 
ito prospects and customers as he 
| drives along country roads. In one 
instance, his office reached him on 
the mobile unit about 4 p.m. A 
contractor wanted to see him im 
mediately on some house plans 
'Mr. Allen was about five miles 
from the contractor's location, 
iscooted right over to see him and 





/ r hy war’, 


4) 


eventually got a house job. Had he 
gone back to his office, the round 
trip would have been at least 35 
miles and he would have been a 
day late contacting the contractor. 

“This mobile telephone enables 
me to be out selling three times as 
often as before,” reports Mr. Al 
len, “and I can still keep in touch 
with the office at all times and 
they with me. Now I get much 
more done in a day than I used to. 
I can call on more prospects and 
customers at no sacrifice of office 
work.” 

Office and yard employes no 
longer have to hang around, wait 
ing for the boss to return in order 
to make a vital decision. They can 
get in touch with Mr. Allen wher 
ever he is. 

The car phone is equipped with 
a bell, which rings loudly when 
there’s a call. Thus if Mr. Allen 
is in a farm yard talking to a 
farmer, he can usually hear the 
bell ringing. 

IL.UMBERMAN 


1956, AMERICAN 

















| 





THE 


ANACONDA 
COMPANY 


Lumber Department 


BONNER, 
MONTANA 
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Above is average of timber being cut today on our second 
cycle cutting on 200 Thousand Acres of timberland. Annual 
cut 20 Million for past half century under exacting Forest 
Management. Plan without depletion. 


HARDWOODS — WHITE PINE — HEMLOCK 


DEFEND YOUR TRADE WITH 


MENOMINEE INDIAN MILLS 
Neopit, Wisconsin 


jried QUALITY LUMBER Kiln 


Circle No. 36 on Coupon, page 120. 
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EVERY 
Window Well 


you need : (hy 


is in the... 


WINDOW WELL 


e Custom Straight Type 

e Custom Round Type 

e Custom Casement Type 

e Custom Accessway ‘T'ype 

@ Custom Shallow Type 

e Custom Foundation Vent ‘Type 
@ Custom Well Guards 


ECONOMY SPECIALS 


@ Standard Straight Type 
@ Standard Round Type 
@ Standard Well Guards 


® 
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YOUR AD OF THE WEEK 





No. 52 of a Series 


These suggested ads based on NRLDA Cal 
endar February ad theme—''do-it-yourself' 


Help for dealers using NRLDA — POST Planning Calendar 


You'll like the new 1956 Advertising and Merchan- 
dising Calendar sponsored by National Retail Lum- 
ber Dealers Association (prepared by Saturday Eve- 
ning Post) 

Of course no “ready-made” calendar will exactly 
suit your particular operation—but this is an excel- 
lent basic guide which can be readily revised to 
represent your specific promotional program. 

The best calendar is of no value unless you take 
the action it calls for. Here are two practical sug- 


10 in. ad using ADservice mata 
4, 120, 16%, 121, 10, 246, 142, 224, 252 


Fun 
and savings 
for 


all the 
Family 


s 


Ke a7) 

= xe 

i Pha ae 

00 oe 


} YOUR NAME 








<4 


COFrT “A” 

Hundred if homeowner customers have discovered the smart way 
to make one dollar do the work of two! You too can do-it-yourself and 
make big aving home repairs and improvements! We invite you 
to come in and talk it over with our do-it-yourself specialists, No job 
too emall or too large And if professional help is required, we'll 
be glad to recommend a reliable contractor, Come in tolay 
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FUN AND SAVINGS 





gestions for effective “follow through” 

(1) Request suppliers’ representatives to submit 
samples of all sales helps available. Select those you 
can use and indicate on your calendar. 

(2) Write American Lumberman for free ADservice 
book that offers 254 mats to improve appearance and 
increase results of your newspaper ads, 


t col 2 in. ad using ADservice mats nos 
116, 4 73, 164, 121, 122, 167, 164, 119, 33, 163, 34 


YOUR NAME OR SIGNATURE CUT HERE 


? Do-it-Yourself! 


FOR ALL THE FAMILY 


‘00 


YOUR NAME 
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stands for QUALITY in door hardware! 


E Soe J 


“Silver Streak" Vanishing Door Hardware 
for residential sliding doors 


There’s no com- 
promise with 
quality at R-W 
. that’s why 
“Silver Streak”’ is 
consistently the 
finest in residen- 
tial sliding door 
hardware. Noise- 
less, smooth and 
effortless in oper- 
ation, ‘‘Silver- 
Streak’’ features 
precision made 
ball bearing hangers with bakelite wheels 
and extra-hard extruded aluminum track. 
Specifically designed for installation in 
standard 2 x 4 studded walls. 





"999" G Door Hard 
R-W “‘Lock-Joint’”’ Track and Trolley ee 


For farm and industrial buildings, 
warehouses, garages... for any | 
door weighing up to 1% tons... | 
R-W ‘‘Lock-Joint’’ Tracks and | 
Trolleys deliver years of service and | 
dependability. Quality manufac- 
tured, from the tiniest part to the 
biggest, R-W ‘“Lock-Joint” is an 
outstanding representative of the 
R-W line. 
“Lock-Joint’”’ Track mounts with i 
e a ie Convenient to stock ...easy to sell... 
self-locking brackets that join track R-W 999" is completely packaged hard 
lengths together as one smooth ware for overhead garage doors. Designed 
piece. R-W Hangers are available yl and engineered for single doors weighing 
with roller, ball or Oilite self-lubri- | up to 200 Ibs. and double doors up to 375 
cating bearings. Ibs. Because of the meticulous attention 
When you recommend R-W, you to quality in every manufacturing detail, 
; - “atl th TR ene , “999"’ offers perfectly balanced operation, 
recommend the finest, with 75 years ‘ 
to dependable action and maximum service 
of dependability to back you up. r t Easy to install... ideal for the do-it-your 
self customer. 








Y. 
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ANY DOOR THAT 


,m Principal Cities 


GARAGE DOORS & EQUIPMENT 


SUDING DOOR HANGERS & TRACK © FIRE DOORS & FIXTURES © 
WARDROBES & PARTITIONS 


226 W. THIRD STREET, AURORA, ILLINOIS © iousrpa: CONVEYORS & CRANES © DOOR OPERATORS @ SCHOOL 
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how to win new customers 
...and make more profit! 





% f> 
cement [Fahy 
finishers 


a) 


dry wali? 7 
applicators 


Tr 


"e 
w) 


» 
: plasterers 


vl co 
and they We 


Two building craftsmen in every five are 
in the “trowel trades” — masons, plasterers, tile setters, 
cement finishers, dry-wall applicators, lathers, tuck pointers, etc. 
They buy more than a million tools o year! Professional tools — 
tools that sell for 3 to 5 times as much as the amateur 
kind. And they buy big ticket items, too! Mixers, 
power floats, scaffolding, masonry sows, etc 
it's big business, and profitable business for the store that handles 
their line of professional tools! And Goldblatt tools have been 
the preferred tools in the trowel trades for over 70 yeors! 
You can be a Goldblatt dealer — and make your store headquorters 
for the trowel trade in your area, Goldblatt sells the only 
complete line of tools for all the trowel trades from sled runners to 
mortar mixers. You can offer them all! Write today for 
the fabulous Goldblatt catalog listing over o thousand items, 
It's the only Goldblatt salesman you'll ever see! 
We sell direct to dealers. No middiemen, no jobbers 
) We'll include details on our dealer plan, 
a} 


yoldblatt) Tool Co. 





DEALER INQUIRY —RUSH 


Goidbiatt Too! Co., Dept, 1-2 

1944 Walnut, Kansas City, Mo. 

Send me your tree catalog listing over 1,000 tools for the 
Trowel Trades, plus complete details on your dealer plan. 
1 understand there is no obligation. 





Nome oa 





Store Name 





Type of Business 


Address 
City State 











DEALER POINTERS 
a 























GARY LUMBER COMPANY 


SERVICE Ih MATERIALS SINCE 1906: PH 5-747) 














Circle No. 39 on Coupon, page 120. 














Ad Promotes Lumber 
for New Tool Owners 


A newspaper ad designed to attract home 


craftsmen who received tools for Christmas 


has proved successful for the Gary (Ind.) Lum- 


ber Co. 
The four-column ad promotes Gary’s self- 


service home craftsman corner and its wide 


variety of lumber available in short lengths. 
Part of the ad is to promote work benches for 
the home craftsman. 





Signs Encourage Self-Selection 


To make it easier for customers to find the 
materials they are looking for, West Lumber Co., 
Atlanta Ga., has large legible signs mounted 
atop the sheds. The signs list the materials 
stored in the shed. A customer entering the 
yard can select his materials if the yardmen are 
busy with other customers. 
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new DU RA/lex DISPLAY 


OPENS THE DOOR TO 
& he FASTER THRESHOLD SALES! 


nae 





Colorful, eye-catching aluminum floor 
display compels attention, spotlights the 
bright, modern cartons—becomes a whole 
new threshold “department.” Holds 48 
thresholds, yet takes only 2’ by 2’ of floor 
space. It’s yours from your jobber and the 


DURAflex Company... free! Write today 


for full information! 


DURA//ex 


¢ 
America's most advanced 
thresholds! 


Durable aluminum base, flexible vinyl 
arch provide positive sealing... blocks 
out rain, snow, dust, draft, insects! Fits 
any doorway ...can be installed with 
“do-it-yourself” ease. DURAflex thresholds in DURAflex 


floor displays will win sales as no other threshold can! 


NOW! COMMERCIAL DURA//ex 
For a rich, new market! 


New broad-base, heavy-duty threshold to meet the fast yrowing 
demand for commercial installations! Dramatically reduces 
losses on air-conditioning and heating highly 

resistant to stains, grease... cleans easily 

[ sed by leading companies 


. 4 great new profit item! 


Write to 
THE DURA//ex co. 


3275 N.W. 37th STREET 
MIAMI, FLORIDA 


ee MIAM eeen en. Be 


THE GREATEST THRESHOLD IMPROVEMENT IN 25 YEARS 
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Western Firms Develop 
New Plywood Panel 


A new development in plywood 
technology has resulted in a weather 
and waterproof plastic-surfaced fir 
plywood panel which is expected to 
lower the cost and lengthen the life 
of homes, commercial buildings, 
sign-boards, boats, kitchen cabinets 
and a host of do-it-yourself items 


The new panel, Duraply, an- 
nounced jointly by the United 
States Plywood Corp. and Crown 
Zellerbach Corp., will be marketed 
by U. 8S. Plywood. According to the 
announcement, the new process 
used in the development of Duraply 
will significantly lower production 
costs in the manufacture of plastic 
surfaced plywood and increase the 
veneer yield from the log. 

Faced on either or both sides 
with Crown Zellerbach’s Crezon, a 
resin cellulose plastic sheet fused to 
the plywood panel surface, Duraply 
combines the paintability of modern 
plastics with the strength and ver- 
satility of plywood. Used as a sid 
ing, the Crezon surfacing assures 
a more durable, check-free, high 
quality paint finish. The plywood is 
so strong that one thickness of 
Duraply can be both outside wall 
surface and structural sheathing. 


A unique feature is the manner 
in which Duraply is made. A new 
patented machine automatically fills 
knotholes and other surface irregu- 
larities in the base panel with a 
plastic compound, providing a 
smooth solid foundation for the 
Crezon. Patents on the new patch- 
ing machine are held jointly by the 
two firms and the machine will be 
available soon under license to other 
plywood manufacturers 

The Duraply production line is 
simple: first, defects in surfaces of 
base panels are routed out; then the 
patching machine automatically fills 
all surface openings. Coming from 
this machine the panel passes under 
batteries of infra-red lights that 
cure the plastic patches. The panel 
is then sanded and the Crezon 
sheet fused to the wood under heat 
and pressure 

Commenting on the development, 
S. W. Antoville, president of U. S 
Plywood, said: “This is the first of 
a series of contemplated improve- 
ments that could revolutionize the 
technology of the plywood indus- 
try.”” He added that the new patch- 
ing machine now makes it possible 
to utilize veneer from abundant, 
lower-cost raw material such as sec- 
ond growth timber and saw logs. 

Duraply is being marketed by 
U. S. Plywood with both one or 
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NEW PATCHING MACHINE is key to process developed by U. 8S. Plywood and 
Crown Zellerbach for producing premium panels from lower cost raw materials 
Finished product can be sold for 15% less, it is estimated. 


two-side plastic surfaces in 4x8 
sheets 5/16-inch to %,-inch thick. 
In addition, the firm will precut and 
package special wide lapped siding 
with beveled drip edges, furring 
strips applied and ventilation pro- 
vided. 

The firm’s Seattle plant is being 
enlarged and is expected to reach 
volume production capacity of 
Duraply in early spring 


Two Firms Build Multi- 
Million Dollar Plants 


Johns-Manville Corp. wil! build 
a new tile floor plant at Marrero, 
La., with an annual capacity of 35 
million square feet of asphalt and 
viny!] asbestos tile, it has been an- 
nounced by A. R. Fisher, president. 
The new plant will increase the 
firm’s operation at Marrero and en- 
able them to better serve their cus- 
tomers. According to Fisher, J-M 
will spend about $25 million in 
1956 for this project and other 
expansions and improvements. 


National Lock Co., Rockford, III., 
announced plans for a one-story, 
$5 million factory to house what it 
says will be the world’s largest 
screw and bolt plant. A. J. Strand- 
quist, president, stated that a large 
part of the company operations 
will be moved to the new location, 
a 70-acre site on the outskirts of 
town. The new plant will contain 
approximately 600,000 square feet, 


February 6, 


increasing the firm’s total factory 
floor area to 1.6 million square 
feet. 


Association Elections; 
Swigert Named by NAM 
Ernest G. Swigert, founder and 


president of the Hyster Co., has 
been elected na- 


tional vice- 
president of the 
National Asso- 
ciation of Manu- 
facturers. Swi- 
gert has served 
on NAM’s board 
of directors for 
several years 
and was a re- 
gional vice- 
president in 1955. In being elected 
number-two man for NAM, he be 
comes the first industrialist from 
the northwest to hold such a high 
post in the 20,000 member associa 
tion of manufacturers. 


Swigert 


Named president by the Illinois 
Manufacturers Association was 
Gordon 8. Culver, who is president 
of Richards-Wilcox Manufactur- 
ing Co., Aurora, Ill. IMA member- 
ship is composed of more than 
4,500 manufacturing firms from al] 
parts of the state and this is the 
first time in its 62-year history an 
Aurora manufacturing executive 
has been elected to head the asso- 
ciation. 
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BIGGER PROFITS FROM BETTER VALUES! 


REYNOLDS ALUMINUM 
REFLECTIVE INSULATION 





REYNOLDS ALUMINUM 
WINDOWS 3 


More insulation value 

per dollar with this em- 

bossed foil on heavy kraft 

paper. More insulation per 

armload...250 sq. ft. in a 

15-pound roll. And you stock it at less inven- 
tory cost, in less space, 25", 33’, 36” wide. Foil 
on one or on both sides. Attractive... display 
an open roll and this insulation sells itself! 








REYNOLDS Lime ALUMINUM 


GUTTERS AND DOWNSPOUTS .» » Quality-Controlled Ail the Way! 


Quality controlled by Reynolds from bauxite 
ore to “satinized” finish! Casements acclaimed 
as the finest in the field. Superior features in- 
clude flash-welded corners, continuous drip rail, 
watertight lip. Standard, modular and picture 
window styles. Increasingly popular Traverse 
(Sliding) Window. Low-cost, beautiful, easy to 
install ...vents come out for cleaning. Improved 
Awning, Double-Hung, Basement and Utility 
Windows. Stock the line! See your supplier... 
write for literature, 

Reynolds Metals Company, Window Divi- 
sion, 2002 South Ninth Street, Louisville 1, Ky. 


Add far more value to a home 
than their low cost. Anybody 
can put ‘em up... slip connec- 
tors, no soldering. All fittings 
ready-made, easy to stock. 
Use Reynolds counter display 
or put up a small display in- 
stallation... you'll sell plenty! 


Ogee Embossed in 4’, 
5” and 6" sizes—mill 
finish in 5” only. 


Half-Round embossed 
or mill finish in 5” 
and 6" sizes. 








REYNOLDS 4/me ALUMINUM 
FLASHING in self-selling display 


carton. Holds a 50’ roll. Three widths: 
14”, 20” and 28”. .019” thickness. 








| 
| 


, a 
REYNOLDS Lé“ime ALUMINUM © er 
a 


aida, 
NAILS...boxed for quick sales! 
Cartons for each type give full de- rt 





tails and approximate coverage. 











Biggest Roofing and Siding Value! 
REYNOLDS lietine ALUMINUM 48” WIDE CORRUGATED 





Stock the “double width” that saves 
your customer material and labor 
...saves for you in handling and 
space. Comes in both plain and 
embossed—.019” thickness in 114” 
and 212” pitch—.024” thickness in 


2'2" pitch. 26” wide Corrugated 
and 5-V Crimp also available. See 
your supplier or write for literature. 
Reynolds Metals Company, 
Building Products Division, 2002 
South Ninth Street, Louisville 1, Ky. 





Bur_pING PropuctTs 


REYNOLDS 38 ALUMINUM 


BUILDING PRODUCTS 


See “FRONTIER,” Reynolds great dramatic series, Sundays, NBC-TV Network 


MERCHANDISER 


Circle No. 90 on Coupon, page 120. 








SPACKLING COMPOUND 


FOR REPAIRING 
HAIR-LINE CRACKS, HOLES 
IN PLASTERED SURFACES 
For pre-painting preparation—the 
smooth way to ‘“‘crack-proof” plaster 
walls, seal open joints and cracks in 
woodwork, fill nail and screw holes, 
smooth rough wallboard, cover checks 
end knots in wood. Can be sand- 
papered to velvet finish. Will not shrink 
er fall out. Available in 1, 5 lb. cans; 
100 Ib. drums; 300 Ib. drums. 


Order from your wholesaler. 


CONSUMERS GLUE CO. 


S18 NW HADLEY $T $7. t.OUuIS 6,MO 


Cirele Ne. 108 on Coupon, page 120. 


¢ 
No Screws 
No Bolts 


Set up or knocked down 

instantly. Each set of 2 packed 

in a colorful display box, 12 4 
sets to a carton, Nationally / 

advertised; dealer helps 
free, Order from your 
wholesaler, or direct 

if he cannot 

supply you. 


GRAND HAVEN 
STAMPED PRODUCTS CO. 
Grand Haven, Mich. 


tivele Ne. 104 en Coupon, page 120. 
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Swinging Panel Display 


A swinging wall display, intro- 
duced at the NRLDA show, has 
been designed by Bintliff Manu- 
facturing Co., Minneapolis, to help 
building materials dealers display 
and sell products. It is especially 
useful in semi self-service opera- 
tions. 

Frames of the modern swinging 
panel display are made of oak with 
a rubbed blond finish, pre-cut for 
simple joining. Plated steel brackets 
for wall attachments, bolts, iron and 
screws are included in the kit 
which comes with either four pan- 
els or six. 

Inserts of insulation board or 
perforated hardboard make a per- 
fect base for attaching sample 
products, signs, literature racks, 
specification data and prices. Half 
of the panel frames are grooved 
for half-inch insulation board and 
the others for one-eighth inch per- 
forated hardboard. 

Overall size of the panels, 30x80 
inches, permits arranging a com- 
plete display on each panel. Sample 
doors can be fitted with steel corner 
angles and placed in the frames. 
Sets of floor stands to make single 
panel, self-standing displays are 
available. 


New Calk Combines 
Aluminum and Rubber 


calking compound, 
boasting high durability and a 
glistening surface, is composed 
of sparkling bits of aluminum in- 
terlocked with rubber. Called 
Aluminum Rubbertex, it is pro- 
duced by Overall Paint and Lead 
Co., Ine., Cleveland. 

Said to be the only rubberized 
calk now geared in color and 
quality for use with long-lasting 
aluminum doors, windows and 
other aluminum building mate- 
rials, it gives a complete weld-like 
bond that blocks out moisture, air 
and sunlight. The combination of 
aluminum flakes and rubber base 
afford extraordinary expansion 
and contraction protection. 


A new 


Firms Expand—Buy 
Additional Facilities 


American-Marietta Co. has pur- 
chased the Keystone Lime Works, 
one of the oldest and most widely 
known chemical and building lime 
producers in the southeast. Oper- 
ations of Keystone will be consoli- 
dated with those of the Southern 
Cement Co. Div. of American- 
Marietta, whose headquarters are 
in Birmingham. 

Keystone’s facilities will provide 
Southern Cement with additional] 
limestone reserves, greater manu- 
facturing capacity and a wider 
range of lime products. 


Soule Mill, New Bedford, Mass., 
which was recently purchased by 
the United Industrial Syndicate, 
Inc., will operate as an independ- 
ent subsidiary of that firm, it is 
announced by Joseph A. Dance- 
wicz, who heads the new manage- 
ment. 

One of the oldest and most di- 
versified of the glass weavers, 
Soule produces full fiberglas fab- 
ric lines for the electrical, rein- 
forced plastic, coated, decorative 
and new insect screening markets. 


The William L. Bonnell Co., Inc., 
has purchased Trimedge of Geor- 
gia, Inc., of Newnan, Go. The 
newly organized firm has acquired 
Trimedge’s 67 franchised distrib- 
utors and all of Trimedge trade- 
marks. Bonnell, president of the 
new firm, is also president of Trim 
edge, Inc., of Youngstown, Ohio. 


Nailer Cuts Labor Costs 


An automatic nailing machine 
permits a substantial saving in 
labor costs in the application of 
roofing and side wall sheathing. 
With each blow of a light rubber 
mallet, a heavy gauge staple is 
driven accurately and securely. 
The staple legs “fish hook” into the 
supporting members to give ex- 
treme holding power and prevent 
back outs. 

Manufactured by Spotnails, Inc., 
Evanston, Ill., the machine is 
available in both mallet driven and 
air driven types. They are also used 
for fastening floor underlayment, 
subflooring, lath, shingles and 
millwork. 
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DENISTON 


“LEAD-SEAL” NAILS 


are en gineered 





to stop roof leaks! 


It may seem odd to picture 
a group of engineers busy 
engineering such an item as a 
roofing nail. But it became 
necessary as complaints 
developed from farmers on 
damaged stored crops, equipment 
and machinery caused by leaks 
around ordinary roofing nails. 


“LEAD-SEAL” 


So Deniston engineered a 
roofing nail specifically for any 
type metal roofing ... witha 
“lead-seal,”’ triple-lock and 
drive screw shank. Now, 
when the hammer strikes 
the nail, the “‘bump”’ 
and the lead are forced 
through the sheet, the 
sheet springs back over 
the “bump’’—this solidly 
locks together the nail, 
lead and sheet. Result: a 
permanent seal through 
which no moisture can 
penetrate. Deniston 
“Lead-Seal”’ Roofing Nails 
will not leak in any kind of 
weather and will outlast 
any kind of roof. 


TRIPLE. 


Shank and 
Straight 
Shank 


You won't find a bad 

Deniston nail in a carton as 

they are manufactured under 

rigid specifications from raw 

material to the finished nail. 

All Deniston nails can now 

be shipped in either 50 Ib. 

or 100 |b. sturdy 3-ply cor- 

rugated color-board cartons with hand grips for easy handling 


With customer satisfaction so important to your profits, it 
will pay you to investigate the full details on the unusual 
advantages of Deniston “‘Lead-Seal”’ Roofing Nails. Ask your 
jobber or write to us direct for descriptive circulars and com 
plete price information . . . no obligation. 


THE DENISTON COMPANY 


49th & South Western Avenue 
Chicago 9, Illinois 





IN CANADA 
EASTERN STEEL PRODUCTS CO., LTD. 
PRESTON, ONTARIO 
Circle No. 41 on Coupon, page 120. 
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We know how to 


makea GRAND 
ENTRANCE 


ne 


The curtain rises on a 


ALUMINUM big Money-Maker 


AL-WEL-DOOR 


a dealer’s dream for sales 


A aluminum storm-screen door so packed 
with fine features is bound to be a sensation 
in the building supply field. Not only is AL-WEI 

DOOR the strongest door made, due to 16 
invisible welds but it is designed with utter simpli 

ity and clean balanced proportions to go with 
classical, traditional or modern archi 

Send for beautifully It has all the 

illustrated conventional appointment 


door folder 
some. Inve 


tecture 
and then 
voking 


storm-door and add a profit-line to 


stigate this smart ik 


your stock, It's the prettiest thing in a 


frame—it’s the Minerva Masterpiece 


The MINERVA 
Aluminum Co. 
Wihiiaad Mel 


\A FEW CHOICE DISTRIBUTORSHIPS OPEN—WRITE! / 





Circle No. 42 on Coupon, page 120. 
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( Were’s the one thar 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood of plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 
Mt WORKS BETTER. 








Most dealers report: 
“Our gales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 
year.” What's more, 
Durham's Rock- 
Hard Water Putty 
gives you by far the 
vest profit margin on 
any product of this 
nature, Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly, Many patching materials may shrink, 
fall out or chip off, Durham's Rock-Hard 
Water Putty , Me not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish, Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed, « Packed twelve 1-\b. cans or six 
4-lb. cans to case. Keep some of cach on dis- 
jlay. Available in 25, 50, 100-lb. drums for 
industrial users, Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 


Civele Ne. 105 on Coupon, page 120, 


ox 601-8 
Des Moines, 
lowa, 


Hoggson Brand 
S298 CREEN: 
Rollers es 


Concave Face 


2 models, for fibre gloss or metal screens, 


mn 


Standerd 2" dia 


For inserting spline into frame after 
screening has, been positioned 
Standard stock sizes are .093, .105, 
125 and .170 width of face 

for fibre glass roller model, send 
! section of channel, screen and 
spline to insure correct size roller 


Convex Face 


Standard 2 
1/16" face 


dia. x 


Primarily used in putting the screen 
ing into the frame slot. Can be sup 
plied with 3/32" rounded edge 


Flanged 


ns eee 


stock size is 2 


9/16 


Standard 
1.5/8 diameters by 
of face 


and 
width 


Special sizes on all above tools can be 
made to order. Send specifications 


HOGGSON & PETTIS MFG. CO. 
BOX 1650, NEW HAVEN, CONN., U.S. A. 
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| New Elastizell-Type Concrete 
Features Wide Range of Application 


A new, light-weight concrete, 
highly moisture resistant and adapt- 
able to many uses, is now being in- 
troduced in the United States and 
Canada. Called Elastizell-type con- 
crete, it is claimed to provide extra 
living comfort in ground level 
homes and exceptional savings in 
commercial construction. 

A type of concrete that offers 
many structural advantages through 
its high strengths and extremely 
low densities, it is said to be excel- 
lent for insulation; incombustible 
and noncorroding to steel. 

Developed through a special proc- 
ess and foaming chemical called 
Elastizell (a compound of two basic 
ingredients, a foaming agent and a 
water soluble plastic), it is me- 
chanically mixed with wet concrete 
in a special mixer. A homogeneous 
bubble structure, light-weight from 
the introduction of high volume of 
air, its cells or bubbles have a coat- 
ing of high tensile strength. The 
homogeneous structure results in a 
uniform strength, reducing the pos- 
sibility of cracking from varying 
densities and/or strengths through 
the mass. 

The mixing 
positive control 
weight, strength and _ insulation. 
Densities range from 40 to 150 
pounds per cubic foot and strengths 
from 600 to 3,000 psi for floor fills 
and from 300 to 600 psi for roof 
fills 

With the usual fill depth of 21% 


permits a 
factors of 


process 
over 


Increasing Business 
Forces Firms to Expand 


Marsh Wall Products, Inc. has 
increased its Chicago warehouse 
space approximately 50%. Expan- 
sion of the operation just two 
years after it was opened, reflects 
the growing demand for the Mar- 
lite line of paneling as well as the 
increased use of warehouse serv- 
ice, declared Roy F. Arpan, divi- 
sion manager. 


Baldwin-Hill Co. has recently 
expanded its manufacturing and 
warehouse facilities at Hunting- 
ton, Ind. Formerly operated as the 
Western Rock Wool Corp., the ex- 
panded plant and warehouse will 
further facilitate service and dis 
tribution of the firm’s spun min- 
eral wool insulating materials 
lines throughout the middle west. 


Michael 





Flynn Manufacturing 


Co. enlarged its west coast opera 


tions with the opening of a new 
southern California sales office 
and warehouse. The third Cali- 
fornia branch to be established by 
the makers of Lupton aluminum 


February 6, 


: Wf, Ws 
Ys 


LIGHTWEIGHT and _self-insulating 
Elastizell-type concrete being intro- 
duced in Canada and U.S. by Elastizell 
Corp. of America, Alpena, Mich. 


inches, this material saves 8 pounds 
per square foot of floor over ordi- 
nary light-weight aggregate con- 
crete and 15 pounds per square foot 
over regular concrete. Also, with 
this new type, it is possible to pro- 
vide a floor that can be finished with 
only one pour. 

These factors mean 
savings in multi-storied construc- 
tion, the firm declares. The 
weight saved means savings in 
structural steel. Its ease of handling 
and the fact that it can be finished 
with one pour means a savings in 
labor costs. 


important 


windows and building products, 
the combined operation will be 
known as the Los Angeles Com- 
modity Sales operations and will 
provide additional service to build- 
ers and dealers in the area. 


Aetna Plywood & Veneer Co. 
has opened a new modern ware- 
house in Detroit. With almost 20,- 
000 square feet of storage area, 
the building provides room for a 
greater selection of stock than was 
previously possible. The new 
warehouse contains an assortment 
of woods of almost every species, 
size, grade and thickness, foreign 
and domestic, under one roof with 
the added advantage of ultra mod- 
ern handling equipment and load- 
ing conveniences. 


The National Combination Storm 
Window and Door Institute, Inc., 
has elected Vincent Van Fleet pres- 
ident. Van Fleet, president of the 
Security Co. of Detroit, Mich., has 
served the institute in key execu- 
tive capacities for a number of 
years. He is one of the charter 
members of the group. 
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NOW...A BKG, WIDE WINDOW 








with all Truscon 


Series 138 features 


...up to 4’x 6’5'," 





ID prin cusy DESIGN, performance and 


utility have made the Truscon Series 138 
Double-Hung Steel Window the largest selling 
window of its type in the world. 

Now, Truscon is offering famous Series 138 
features in new, large sizes. This window is 
big. It’s wide—up to 4’. It’s high—up to 6’ 542”, 
It’s handsome. 

And, features! Lifetime stainless steel 
weather stripping already built in. Stainless 
steel motor-type spring balances that are guar- 
anteed. Trim, slim frames and sash bars are 
electrogalvanized, Bonderized and prime-coat 
painted. Hardware is solid bronze, custom- 
designed to complement the window beauty. 
Completely factory-assembled, ready to install, 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL 


Youngstown 1, Ohio 


A NAME YOU CAN BUILD ON 











Easy to operate. Steel can’t swell, warp, 
shrink, or rot. Fingertip control stays that way. 
Rattle-free, weathertight. 

Color harmony, too. Your customers simply 
paint Truscon Series 138 Windows as walls and 
trim are painted for matching beauty. Ready- 
to-paint steel windows blend with walls and 
outside texture, never clash. 

Yes, Truscon Series 138’s in new, big sizes 
combine double-hung convenience, picture 
window beauty and harmony of color at no 
extra cost. Ideal for use with air-conditioning 
systems and window air conditioners, too. New 
full-color folder gives facts, applications, and 
types and sizes carried in Truscon warehouse 
stocks. Write today. Use coupon below. 


TRUSCON STEEL DIVISION 
REPUBLIC STEEL CORPORATION 
1058 Albert Street, Youngstown 1, Ohio 


Please send me styling and color details covering 
Series 158 Windows, 
Name 


Firm 


Address 


Iruscon® 


SUILDING PrRropuCTS MERCHANDISER Circle No, 43 on Coupon, page 120, 





TH 

MORE THAN 60 SPECIES of hardwoods and soft- 
| woods appear in this wall display in MacLea’s wood- 

o-rama room, Map beneath each sample names the 
hows where in the world it grows 


how 


pecie and 
Wholesaler Report 


Baltimore idea center 





Wood-o-rama Room 


. ¢ . op: 


Boosts 


ales, 


Aids Retailers 


EIGHT PANELING DIS. 
PLAYS, plus two flush doors, 
utilize sliding door hardware 
Panels slide to center of the 
closet for a full view 


wood backer-boards, slides in and out of file box. Dan MacLea, Sr., com 


4 FLOORING FILE is an unusual idea dealers can copy. Flooring, on ply- 
examine the samples 


pany president, and son, Dan, Jr 


88 February 6, 


THIRTY PLYWOOD SAMPLES are shown in 
this end-wall display. Dan MacLea, Jr., shows 
the top and bottom courses of samples 
slant to aid visibility. 


Wholesalers’ display- 
room of building products 


widely used by manufac- 


turers, dealers and prospec- 
tive consumers. 


A “wood-o-rama” display room 
is increasing sales of fine woods 
and paneling and providing solid 
sales assistance for the retailer 
customers of the MacLea Lumber 
Co., lumber wholesaler, Baltimore, 


Md. 


“It took us more than a year to 
plan and construct our wood-o- 
rama room,” says Daniel C. Mac- 
Lea, Jr., sales promotion manager. 
“However, in the year it has been 
in operation, it has really paid 
dividends. The room has not only 
increased our sales, but we feel it 
is providing a real service for our 
retailers who: 


1. Bring their homeowner, build- 
er and architect customers in to 
see the variety of wood products 
which the retailers are unable to 
display. 


2. Bring their sales personnel in 
for meetings conducted by our 
staff, their own personnel or manu- 
facturers’ representatives.” 


Hundreds of dealers and dealer 
customers have used the display 
room since it opened. Frequently, 
the wholesaler invites school chil- 
dren in for an educational tour of 
the room. 

In addition to the wood displays 
(see photos), the room contains a 
file of literature and specifications 
on all display samples. A drawing 
board with supplies is available 
for customers to sketch ideas. 
Equipment includes 4 movie pro- 

(continued on page 90) 
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NOW ... 
NEW REVISED EDITION 


560 page volume — 5 x 6inches. New 
ideal size — big encugh to lie flat — 
easier to use, easier to read! 


LUMBERMAN'S ACTUARY 


by JOHN W. BARRY 
11th edition 1954 


The well known Barry Lumberman’s Actuary 
has been completely revised and expanded and 
is ready for immediate distribution, 


TOP DOLLAR page is now $400.00 per M in- 
stead of $150.00 and the starting unit price is 
$20.00 — a total of 461 main dollar —_ 


plus pricing units of squares such as shingles. 


PIECE PRICE tables have been added to each 
of the traditional Actuary dollar pages. The 
price per piece of any standard commercial 
size of lumber 8 to 20 feet long is given at any 
of the prices shown. . 


No looking in two places or writing out your 
own piece price schedule. 


It is all in the new Actuary right under your 
thumb. This is the first time such a set of tables 
has been offered. You can sell by the piece or 
by the thousand—all from the same page and 
same book at any desired price. 


Actuary estimate and data pages have all been 
revised and new material added. The cover is 
a durable fabric with stitched binding that 
allows the book to lie flat. Linen faced index 
tabs are varnished for greater durability. Total 
pages are now 560 vs the old 504. 


The price is only $16.50—you can’t afford to 
miss not having this new edition. Send in your 
order today and we'll send you your copy 
immediately. 


American Lumberman, Inc., 139 N. Clark, 
Chicago 2, Illinois 


the Associated Woods 





| 0. FiR” 6 a Registered | rademars 
4g ‘ ? 
of the Western Pine Association Yeon Bidg., Portiand 4, Oreg 








Circle No. 44 on Coupon, page 120. 
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good he DOUG LAS HR 


one of 10 woods from the 


WESTERN Y NF region 


Rugged strength, straightness, durability, high nail-holding 
ability— those are the traits that make Douglas Fir unsur 
passed for heavy construction. It's an economical wood 
for residential and light construction, too, and much in 


demand for industrial uses, poles, ties, boxes and crates 


Douglas Fir comes in 3 select, 5 common, 3 structural, 
4 dimension, 4 factory grades. |t is available from most 
Western Pine Association member mills in straight oi 
mixed cars—together with the other woods of the 
Western Pine region 


IDAHO WHITE PINE 
PONDEROSA PINE 
SUGAR PINE 


the Western Pines 


DOUGLAS FiR 
LARCH 

WHITE FiR 
ENGELMANN SPRUCE 
INCENSE CEDAR 
RED CEDAR 
LODGEPOLE PINE 


get the facts 

to help you sell 

Write for the FREE trated 
WESTERN PINE ASSOCIATION 


Circle No. 45 on Coupon, page 120 





PLASTIC WALL PANEL diz 
play makes a colorful eye- 


catcher. Note the 3-D 


QUALITY 
wu & 
UNIFORMITY 


Always Meeting 
Your Highest 
Standards 


viewe! 


Tanrern.Weausten & Jounson, Ine. 


Montgomery e« ‘ Bos 
SAN FRANCISCO 4. CALIF STOCKTON, CALIF 
2.704 Telet ¢ f HOward 4.816 Telety 


ve 


Circle No. 46 on Coupon, page 120. 
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WOOD-O-RAMA 
(begins on page 88) 





jector, screen and 3-D viewer to 
show colored slides of finished 
paneling projects. 

The MacLea Lumber Co., one of 
Maryland’s largest lumber distrib- 
utors, serves more than 800 build- 
ing materials retailers in several 
states. Company officers are: Dan- 
iel C. MacLea, Sr., president; Rob- 
ert H. MacLea, vice-president, and 
Roy Mayne, secretary. 


| Apache Promotes Harris 


William Harris has been elected 
a vice-president of the Apache Co., 
Fort Worth wholesale lumber firm 
and one of the 
nation’s largest 
distributors of 
oak flooring. 
Harris joined 
Apache as a 
salesman in 

1951. 
William SS. 
DuBose, Apache 
. president, an- 
Harris nounced that 
Harris will head a newly created 
west coast sales division of the 
firm, necessitated by the com 
pany’s expanding sales on the 
west coast. Apache is now ship 
ping more than one million feet 
of flooring per month to that area. 





Distribution Policy 


On page 101 of this issue 
is a paid advertisement by 
the Wm. Cameron Co., Waco, 
Tex., wholesalers, which 
states in unequivocal terms, 
their distribution policy. 
Only a deeply grounded con 
viction that their policies are 
based on sound economics as 
well as good dealer relations 
could justify such a step. 

Not every wholesaler has 
wide enough trading area or 
large enough volume to use 
a national magazine to state 
its policy. However, every 
wholesaler can announce to 
the dealers in his trading 
area, a specific statement of 
his distributing policy. This 
would go a long way to clar 
ify the distribution picture 
in many markets of the coun- 
try today. 

The Editors 
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THE LUMBER MARKET 


Low Production Pushes 
Prices Up in Seattle 


SEATTLE — Low production 
plus bad weather and Christmas 
shutdowns rather than demand is 
pushing prices up. Flooded north- 
ern California is the most active 
market. Green fir dimension has 
advanced $3 to $4. Demand for 
2x4 studs is less but 2x6 lumber 
is sought by the trade. Upper 
items remain firm and steady. 
Hemlock dimension is very firm in 
both the green and dry and has 
advanced $2. Shingles are firm at 
previously quoted prices. One-half 
by 6 and one-half by eight beveled 
siding is $5-10 higher. Finish is 
hard to buy and good cedar logs 
are scarce. Pines are steady and 
firm. Engelmann spruce is strong 
with dry dimension at least $2 
higher. 

Fewer transits are out. The ex- 
port market is very quiet. Indica- 
tions point to a good plywood order 
file for late winter. In western 
Washington, road restrictions have 
been extensive and severe. 

Log inventory as of January 1 
is encouraging and compares 
favorably with totals of last year 
at this time. 


Baltimore Market Strong, 
Most Lumber Prices Up 


BALTIMORE Southern pine 
remains very firm here, and the 
market in general manifests a 
much more solid foundation than 
it has in several months. Dried 
lumber still is at a premium, and 
wholesalers can sell practically all 
that they are able to procure. 

The west coast fir market has 
been considerably strengthened 
over the past two weeks and local 
yard operators predict a continu- 
ing rise. Floods and bad weather 
on the coast coupled with specula- 
tive buying by eastern wholesalers 
are the decisive factors in this up- 
ward trend, according to dealers 
here. Random lengths of green 
Douglas fir in the No. 1 Common 
with up to 25% of No. 2 currently 
brings around $114 per M, cif. This 
is an advance of some $6 per M 
above prices of 15 days ago. If 
rail rates rise as anticipated, it 
is generally felt that fir prices will 
also increase about $2 per M. 

Hemlock also is decidedly 
stronger here than it has been in 
some time, and prices have ad- 
vanced considerably. In the No. 1 
Common with up to 25% of No. 2 
prices now range around $104 per 
M, cif. 

Hardwoods continue rather quiet 
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in this area, but dealer optimism 
is very high. Yard owners pointed 
out that increased activity in this 
market can’t be expected much be- 
fore inventories are completed and 
the winter period on the wane. 

Redwood has become very scarce 
due to inclement weather condi- 
tions on the west coast which make 
shipment of this lumber impossible 
at the present time. Prices are up 
as much as $10 per M and are ex- 
pected to go even higher. 

Flooring is holding its own quite 
nicely in the better grades, al- 
though grades below the No. 2 
Common as well as shorts are not 
too strong. Several wholesalers 
here reported that mills were only 
too glad to offer price concessions 
on these particular items. 


Sales Down But Prices 
Hold Firm in Kansas City 


KANSAS CITY—While sales of 
lumber continued to drop under pro- 
duction there was no evidence of 
price weakness in the southwestern 
market. It was apparent that mills 
were not interested in disposing of 
their lumber below current lists be- 
cause of pending price increases 
that should come with the rise in 
wages and freight rates in the 
weeks ahead. 

Retailers have not been disposed 
to rush in and order even though 
it is known that lumber costs will 
go up $5 to $10 a thousand after 
the minimum wage base goes to $1 
an hour March 1, and a sizable 
amount will be tacked on when 
freight rates go up in February. 

Mills are not contemplating ab- 
sorbing the higher expenses and 
costs and they will be passed on to 
the buyer. Weather has been un- 
favorable in recent weeks for the 
accumulation of inventory and mill 
stocks are badly broken. In fact, 
mills would like to rebuild their 
inventory and this has been an im- 
portant factor in holding up price 
levels in face of a lessened demand 
for lumber. 

There is a shortage of long 
dimension stock, notably in 14 foot 
or longer lengths and mills have 
been able to boost prices a dollar or 
so. The lists on 2x6s and 2x8s are 
showing a $90 price with 2x12s 
commanding $100. 

Air-dried boards, 1x6s are sell- 
ing at $84 at the mill and 1x&s are 
bringing $86. Kiln-dried is selling 
$1 to $2 above such quotations. 


(continued on the next page) 








WESTERN WHOLESALERS 
TAKE THE WORRY OUT 
OF LUMBER BUYING 


Why waste time and money shopping 
around, when your Western Whole- 
salers can deliver quality lumber prod- 
ucts promptly. Their long-established 
mill contacts . . . knowledge of mill's 
specialties, resources and facilities . . . 
and appreciation of buyer require- 
ments make your lumber buying easy. 
Let the leading Western Wholesalers 
below supply your complete needs 


today. 
od 


WALES LUMBER CO, 


OLD NATIONAL BANK BLOG. 
SPOKANE, WASHINGTON 
Our 32nd Year 


HALLINAN LUMBER CO, 


628 5. W. Harrison St. Portiand |, Ore 
MANUFACTURERS DOUGLAS FIR 
Alwoter 9236 Teletype PO 457 











564 Market S$, 
Sen Francisco 4, Calif, oF 


VAN VALER LUMBER CO. 


Radio Central Bidg 
Spokone 4, Wash. 
Phone, TEmple 2743 Twe oe i9 


CURTIS LUMBER COMPANY 
700 PITTOCK BLOCK, PORTLAND 5, ORE. 
FOREST PRODUCTS 
Telephone: AT 6591 Teletype: PDS72 


Cirele Ne. 107 on Coupen, page 120 
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Semmens 


the new SECUR-SEAL deluxe 


SELF-STORING aluminum 
combination door! 


¢ Completely Self-Storing, No Panels to Remove 

© Full 1” Thick Frame Construction 

* Strong 14” Rigidized Corners 

© Exclusive Secur-Glide Clips SECUR-SEAL 
¢ DeLuxe Hinges and Latches 

© Tongue and Groove 








Fittings HIGH-PROFIT FABRICATOR PLAN—KD SHIPMENTS 


IMMEDIATE DELIVERY 


HARD-SELLING PROMOTIONAL PROGRAM 


Decurity RFT CONSTRUCTION 


rr, 


¢ 
= GET FULL DETAILS TODAY—SEND YOUR NAME 
AND ADDRESS FOR COMPLETE INFORMATION 


ON THE SECUR-SEAL LINE! 


Circle No, 48 on Coupon, page 120, 
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Rain and Flood 
Threaten Shortages 

SAN FRANCISCO Continued 
rain throughout northern Cali 
fornia, accentuating the disastrous 
flood conditions’ which caused al- 
most $200 million damages, holds 
threat of a possible lumber short- 
age in the area. 

It has been impossible to work 
the woods and many mills have 
closed either because of log short- 
ages or because transportation has 
been stalled by slides, mud and 
water. Some mills in the coastal 
areas of northern California, par- 
ticularly hard hit by the flood con- 
ditions, will require weeks if not 
longer for clean-up alone before 
getting back into production. 

One major result reported by in- 
dustry spokesmen in San Fran- 
cisco has been definite increases 
in the prices of boards and green 
dimension produced elsewhere. No. 
2 and better green dimension has 
jumped to $77-80 and mills are de- 
manding and getting as much as 
$73 for No. 3 and better studs. 

A three-month strike against 
Pacific Coast steam schooners has 
caused an unprecedented pile-up 
of lumber in northern California’s 
Eureka area and many mills claim 
they will soon have to suspend op 
erations if additional shipping 
space cannot be found. 

A no-contract, no-work policy by 
the Masters, Mates & Pilots Asso- 
ciation has tied up nine vessels of 
the Oliver J. Olson Steamship Co 
and the W. R. Chamberlin Co. 


Production Steady 
Orders Up in Tacoma 


TACOMA Market conditions 
appear to have steadied somewhat 
following sharp price increases on 
most standard items announced by 
major companies a fortnight ago. 
Order files and inquiries are mount- 
ing, production is being maintained 
in good volume and the general out- 
look is encouraging. 

There has been a marked in 
crease in the importation of Philip- 
pine mahogany lumber here. Of 
ficials of the General Hardwood Co., 
one of the larger importers, expect 
to up the company’s receipts of 
mahogany lumber to 3 million feet 
this year. In 1955, the company im- 
ported approximately 2 million feet, 
500,000 feet over the import figure 
for 1954. Imports of this lumber 
have been very heavy during the 
last fortnight. A shipment of 25.,- 
000 feet of Australian ironbark also 
was reported. The Buffelen plywood 
and door plant also reported receipt 
of 90 Philippine mahogany logs, 
which will be peeled for use as fac- 
ing on plywood and doors. 

Little activity in bidding for 
state owned timber has been evi- 
dent because of adverse weather. 
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Lumber Prices at Press-Time 


The following index is intended merely as a check on buying practices. It is a compilation 
and average of mill prices at press time and should not be considered as current on the day 
the magazine is received. The prices should be useful in following market trends and as 
check on purchases made approximately ten days before receipt of the magazine. 


DOUGLAS FIR 


Vertical Grain Flooring 
BSBtr. 
\x4 170.00 


Fiat Grain Flooring 
1x4 145.00 
Ix 165.00 


Drop Siding 
1x6 (Pat. 36106) 
ive (Pat. 2116) 


Ceiling 


Sq 125.00 
ix4 115.00 


Boards and shiplap and 2" (Green) 
'xé 1x8 
7/00 70.00 
66.00 68.00 
59.00 7.00 


160.00 
160.00 


2x12 83.00 
No. 2 Dimension 
2x 4 79,00 79.00 
x 6 78.00 80.00 
x 8 80.00 79.00 
80.00 8! .00 
18.00 78.00 


No. 3 Dimension r/! only 





RED CEDAR SHINGLES 


Royals 

No, | 24 4/2 16.00. 
No, 2 24" 4/2 9.50 
No. 3 24" 4/2 


Perfections 
No. | 5/2 12.25-12.50 
lo, 2 . 5.75-6.00 


§/2\4 
5/2% 4,00-4.25 


6 
0. 
5. 


0.75-11.00 
5.75 
4.50-5.00 





WESTERN RED CEDAR 


Prices for Western Red cedar siding in mixed 
cars, new bundling, 5' to 16’ are: 
Beveled Siding, '/, inch 

Yao by 4 inch 

YA by 5 inch 

by nc 105.00 
by 8 b 0) 40.00 
Clear Bungalow Siding, % inch 
8 inch 80.00 175.00 
10 inch 205 .00 200.00 
2 225.00 220.00 
Finish, 8 and Btr, $2 or 45, 
6' to 16’ or Rough 
x 8 
x12 
Ceiling or Flooring, B and Btr. 
V' to 16" or Longer 
BABtr. 


D 
1x3 135.00 100.00 
\x4 145.00 145.00  %%.00 
Discount on moldings, 6’ to 20' odd lengths 
Series 8,000 
Listing under 2.00—list plus 35%, 
Listing 2.00 and over—list plus 40%, 
Clear Lattice, $/16" « 1%"'—5' to 18’ 
100 lin, ft 1.50 


ButtpInc Propucts MERCHANDISER 


WESTERN PINES 
Ponderosa Pine 
5/4 RW 
and 
4/4 RW 6/4 RW 8/4 RW 


C&Btr. RL 275.00 290.00 290.00 


Shop, $25 
No. ! No.2 


5/4 142.00 110.00 
6/4 144.00 114.00 


Commons, $2 or 45 
No.3 No 
20 00 68.00 


x 8 RL 
x12 Ri ) 90.00 68.00 


Idaho White Pine 
Selects $2 or 48 


C&Btr, RL 
D RL 


x8 ix!0 
270.00 275.00 
210.00 236.00 


Commons, $2 or 45 
No.2 No.3 
ix 6 150.00 108.00 
Ixt2 5 160.00 110.00 


Sugar Pine Selects $2 or 45 
4/4 RW 5/4 RW 6/4 RW 
BEBtr, RL 265.00 00 285.00 
C RL 260.00 280.00 


D RL 220.00 230.00 


Shop, $25 
No.3 


5/4 80.00 
6/4 { 80.00 





OAK FLOORING 
Clear Plain 
«2a 
White 15.00 
Red 220.00 
Sel Plain 
White 205.00 
Red 210.00 
#1 Com 
White 82.00 
Red 82.00 
#2 Com. 
Pin. White & Red. 92.00 
tt! Com, & Btr 
Shorts 


4 


Hxi'» 
180.00 
185.00 





SOUTHERN PINE 
Vertical Grain Flooring 
BEBtr - 8] 

ix4 230.00 150,00 
Fiat Grain Flooring 

1x4 160.00 

x6 65.00 
Drop Siding 

xb $106 170.00 | 120.00 

inh Hil6 170.00 120.00 
Boards & Shiplap 


110.00 
110.00 


x6 8 1x12 
No. | (D grade) 120.00 120.00 178.00 
No. 2 87.00 88 .00 0 


¥ 
N j 76.00 2.00 £00 82 


No. | Dimension (Dense) 

12 4 ’ 20 
78.00 98.00 ) 20 24 
00.00 04.00 
997 00 99 00 
0.00 0.90 
30.00 130.00 


2x 


Ze 


No 
2x 


Dimension (dense) 
95.00 75.00 
2s 88.00 92.00 
2% 86.00 88.00 
2x10 92.00 97 00 
2x12 978.00 78.00 
No. 3 R/L Only 
2x 4 
2x 6 
2x 8 
2x19 
2x12 


Sora VY HO BW a 


All prices based on kiln dried stock 


REDWOOD 
Bevel Siding 


V.G. Clear All Heart 
Clear All Heart 

Clear All Heart 

Clear All Heart 

Clear All Heart 

Clear All Heart 

Clear All Heart 

Clear All Heart 

Clear All Heart 

Clear All Heart 

Note: A grade V.G. Redwood Siding $5.0 less 

for 4, % and % in above sizes 


Antac Siding 


ix!0 V.G, Clear All Heart 
ix!2 V.G. Clear All Heart 
Note: Deduct $15.00 for A Grade 


Finish 
Ix 4 Clear Meart S45 
ix 6 Clear Heart S45 
Ix 8 Clear Heart $45 


ix!0 Clear Heart $45 
ixt2 Clear Heart $45 





WESTERN HEMLOCK 

Vertical Grain Flooring 
BABtr 

x4 £0 Of 


Fiat Grain Flooring 


x4 130.00 
x6 135.00 


Drop Siding 


xb (Pat, $106) 
ine (Pat. 116) 


Ceiling 


gtd 110.00 
x4 115,00 


Boards and Shiplap and 2" (Dry) 
1x6 x8 1xt0 
No, | 74.00 76.00 75.00 
No. 2 6700 69.00 67.00 


N 62.0 §7.00 


No. | Dimensior 


No. 2 Dimension 


f 
7.0 
19 Of ) 
) 78.00 1.OO 
12 16.0 6.00 
No. 3 Dimension r/! only 
2x 4 
2x 6 
2x 8 


aud 





ENGELMANN SPRUCE 


Boards and Shiplap (dry) 
x6 
N 2461 


).00 
No, 346r 79.00 


No. | Dimension 


Mills are now grading boards No, 2 and 3 com 
mon, Milly do not grade out No, 3 dimension 
a6 in fir, 


93 





... . featuring Lawn and Garden Teme 


Huffy Mower 


Huffy electric and gas rotary mow 
ers for 1956 have been completely re- 
designed. New safety features include 
all-steel bodies engineered for com 
plete enclosure of the cutting mechan 
ism; grass ejection chutes are angled 
for narrowest possible openings; chuté 
design keeps ejection at low level, and 
steel bumpers are designed to keep 
feet away from blades and act as cow 
catchers that push aside hard objects 
Uplift blades, clean ejection and 
higher horsepower in both electric and 
was models are combined with two 
way handles and other Huffy features 
for smoother, easier mowing. Seafoam 
green and turquoise color styling is 
new. Mower Div., The Huffman Man 
ufacturing Co., Dept. AL, 117 Gilbert 
Ave., Dayton, Ohio 

Cirele Ne. 201 on Coupon, page 120, 


Reel-Type Rider Mower 


Highlighting the Davis 1956 line of 
over 20 models of reel and rotary 
the 22 


known as the Seahorse. Powered by a 


power mowers 1s rider mower 
new lightweight 4-cycle engine with 
recoil starter, the Seahorse features 
the Davis Unit-lever throttlk 
which controls automatic clutch, al 


control 


lowing you to pick your own speed 
V Belt 


drive, 22” reel, semi-pneumatic punc 


The Seahorse also features 
ture proof tires (rear two diamond 
cut), self-aligning cup and cone ball 
bearings, heavy-duty frame and all- 
steel, tractor size, bucket seat. G. W 
Davis Corp., Dept. AL, Richmond, Ind 


Circle Ne, 202 on Coupon, page 120 


February 6, 


English Garden Tools 


These finest quality English garden 
tools are extra lightweight and extra 
strong. They are hot formed from high 
carbon steel and heat-treated for 
added strength and durability. Hard 
wood handles are richly finished with 
red metallic-like transparent lacquer 
which is said to be wear resistant 
Metal parts are polished bright and 
lacquered red. Set consists of one 
trowel and one fork packed in color 
ful counter display box. John H 
Graham & Co., Inc., Dept. AL, 105 
Duane Street, New York 8, N. Y 
t Cirele No, 204 on Coupon, page 120 


The Castile Climb’ 


This big climber brings the ever 
popular school “tower” to the home 
play yard, providing safe and healthful 
off-the-street play for a whole neigh- 
borhood. It’s big—almost 13’ long. It’s 
tall—&8’ high. It needs no anchorage 
can be moved as desired. The Castle 
Climb is built of selected, clear, ladder- 
grade wood—the same as used in ex- 
tension ladders. Rungs are varnished; 
frame is weather-resistant, red enamel. 
The Goshen Manufacturing Co., Inc., 
Dept. AL, Goshen, Ind 


Cirele No. 204 on Coupon, page 120 


Patio Swing 


The Patio Swing adapts the old 
favorite porch swing to modern and 
casual living it goes wherever you 
want it to. Available in a choice of 
colors, it features form-fit, seating 
comfort not usually found in this type 
of furniture. Two-toned striped can- 
opy protects from sun and rain. Frame 
s heavy gauge tubing. A larger (three 
passenger) model is also available 
The Goshen Manufacturing Co., Inc., 
Dept. AL, Goshen, Ind. 

Cirele No. 205 on Coupon, page 120. 


(continued on page 96) 
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YOUR DEPENDABLE SOURCE 


For BIRCH ° ASH * LAUAN ° and other hard- 
wood plywoods in standard or cut-to-size 
specifications. 


Your orders get attended properly here. High level inventories make 
millions of feet available for immediate shipment. 14 conveniently 
located warehouses with experienced personne! and efficient equipment 
are at hand to promptly service your requirements with quality materials, 
| You get fast delivery by company-owned trucks or CL or LCL shipment 
from the finest mills. Mixed carloads of lumber and plywood are 


available. 


oe so 


IN | stock FOR YOUR SPECIFIC NEEDS 


BIRCH—White or Red WESTERN POPLAR 

OAK—Rift, Rotary and Plain Sliced WESTERN CEDAR—Sliced 

LAUAN——Rotary or Ribbon FIR-—Ext, or int, 

AFRICAN MAHOGANY PLASTIC-FACED PLYWOODS 

WALNUT—Piain Sliced EVERSIDE BEVELED SIDING 

GUM—All Grades HOMASOTE PRODUCTS 
PLY-VENEER 

GRAMWOOD WOODTAPE——Plywood Edging 

AROMATIC CEDAR BEV-L-EDGE SHAKES 

REGLUING STOCK HARDBOARDS—-All Grades 

CUPBOARD DOOR STOCK EVERMARINE NON-SKID DECKING 

HARDWOOD DOORS PLASTIC LAMINATES 

FIR TILEBOARD—~All Colors 

COM Th ASPHALT BACKER BOARD 

PINE~—Knotty & White FIBER GLASS INSULATION 

SPRUCE—Ext. or int. CREZON FUSED Panels 


The above is only a partial listing of our stock. 
CALL US ON ALL YOUR LUMBER AND PLYWOOD NEEDS 


Oat eeS Mn Oe COM te ee sg 


er i a SE 


oy 


BR ANCH WAREHOUSES | mage ti ny ad — ay Og tm “Sir edge a 


Attontic 7-715 A @a507 
_MICHIGAN — INDIANAPOLIS, IND. MILWAUKEE, WIS. 
777 M, Tibbs 500 $. Eleventh $+. 


8600 Howell Ave. 
Melrose 6-3485 
wnat os ee, 
Granville 2444 Hemlock 


= , . CINCINNATI, OHIO —- FORT:- WORTH, Te 
|, | 5. W. 3250 Fredonia Ave, (eet sud te, 
' Vinewood 2673 


: = 1159 
KOCHTON ieee 
509 W. Roosevelt Road * Chicago 7, Illinois 








ai eee Hinged Pipe Vise 
LAWN AND GARDEN NEW PRODUCTS An improved Long Jaw Hinged Pip. 


(hegins on page 94) Vise that is reputed to combine su 
perior holding power with increased 
life is announced. Among its outstand 
Mobile Picnic Set ing features are reversible lower jaws. 
These are milled on both sides to pro- 
With this attractive unit you can vide double life and securely fastened 
roll your dining room outdoors. The from the top. They can be easily re 
table is on wheels, the benches “ride” versed or replaced without removing 
underneath and the sun-protecting the vise from the bench. All cast parts 
canopy is attached. This versatile and are made from malleable iron to pro- 
practical picnic set is called The Sun vide strength and durability. The self 
Dodger. The Sun-Dodger features a locking hook is easy-working and un 
new two-way tilting canopy in gay breakable. Screw and handle are of 
polka-dot design. Not only does the cold-rolled steel with ball ends forged 
canopy tilt on its supports, but the from handle stock. Long-bearing, heat 
upports tilt, too. At night, the canopy treated tool steel jaws are designed 
can be lowered to protect the table to prevent crushing or scoring the 
top from rain and soil. Available in finish on pipe, conduit, thin wall tub 
new color combinations in pastel tones ing, etc. The vise is also equipped 
and deep hues. The Goshen Manufac with a handy bender for small pipe. 
turing Co., Ine., Dept. AL, Goshen, Available in four models. The Colum 
Ind bian Vise & Mfg. Co., Dept. AL, 9018 
Bessemer Ave., Cleveland 4, Ohio 
Cirele No, 208 on Coupon, page 120 





Cirele Neo. 206 on Coupon, page 120 


Charcoal Lighter Louver Doors 


The new outdoor chef charcoal Stylish and sturdy louver doors in 
lighter is not self-combustible and will one, two or three-panel louvers are 
not light by itself, it is said. Burns now available, The new doors have 
only when applied to charcoal or wood stiles and rails of hemlock or fir and 
Kindles fires quickly without danger vertical grain louver slats. In addition 
of explosion Odorless, tasteless, to stout construction and handsome 
smokeless. Attractive 3-color litho appearance, they allow air flow re 
graphed can. Packed one dozen. Out sulting in greater air freshness along 
door Chef Products, Dept. AL, 180 N with privacy. Stiles of 68” portals 
Wabash Ave., Chicago 1, Ill come standard in 2”, 3%” and 4%’ 

Circle No. 207 on Coupon, page 120 widths with special prices for offsize 
(continued on page 98) 


NOW! © TRANSCRETES* 





Available in 4 Sizes! | 


342 to 7—yard 
mixing capacities 
(comparably larger 
as agitators). 
Shorter over-all 
length for BIGGER 
LEGAL PAYLOADS. 
@ The new TRANSCRETES are America’s only truck 
mixers with famous trouble-free CMC FLOATING 
DRIVE, They are faster charging — have more thor- 


ough mixing — quicker discharge on any type, any 
size job — anywhere. 


write for NEW, FREE 
Fully Illustrated Or : 
TRANSCRETE BULLETIN NEW MODEL 700 above, hauls up to 8-plus yard loads, 
guaranteed to mix any 7- yard batch. 75” drum head, 
16° slope for shorter over-all length, more favorable center 
Construction Machinery Co., Waterloo, lowa of gravity, larger legal payloads, CONSTRUCTION 


MACHINERY CO., Waterloo, Iowa. 


Circle No. 50 on Coupon, page 120. lebruary 6, 1956, AMERICA 





Report on “Tynex” from successful retailers: 


os 


“| can offer a money-back guarantee | 


when | sell brushes with 
SHEpuw pun J) ° 55 
TYyeJS-4 nylon bristles 


Says Loring S. Jones, President 
Penn Paint Co., Pittsburgh, Pa. 


—, *.. and you don’t dare do that unless you're sell 
ing a top-quality paintbrush,” says Mr. Jones, He 
continues, “Professional painters .. . and amateurs 
alike are really satisfied with the results when they 
use a brush with “T'ynex’ bristles, and the guaran 
tee has been a big help in boosting sales.” 

Dealers across the country are learning that it 
pays to feature brushes with “T’ynex”’ bristles 
Now, thanks to new short-length tapered “Tynex”’ 
bristles, your manufacturer can offer brushes in the 
popular narrow widths. Carry the complete line 
and see for yourself how well-made brushes with 
“Tynex” bristles please customers, increase repeat 


sales 
rod le-m la fF 


| Well-made brushes with “TYNEX” bristles 
have all these advantages: 


1. Full paint pickup 2. Smooth, even flow 
3. Right for all paints, varnishes, lacquers 


‘4 can recommend brushes with Tynex’ bristles to my customers 4. Easy te clean 5. Last 3 to 5 times longer 
. and then their experience backs me up. The excellent paint 

pickup and smooth, even flow of ‘Tynex’ bristles make any paint 

job a lot easier and better-looking,”’ says Mr. Jones 


te uw 6 wer ort 


BETTER THINGS FOR BETTER LIVING .. . THROUGH CHEMISTRY 


ex’ bristles Dal nie, ..PLUS free booklets 
‘TY ‘ | ita d st — 
are the most widely WHERICAN avilable nl 
advertised bristles... Bayly a brush supplier 


7 on | 3 aed ‘ 
. , { 
backed by a continuing : wat ‘ , 
: 
campaign in these , . 


leading national 
magazines 


BUILDING Pr Circle No. 51 on Coupon, page 120. 








NEW PRODUCTS 


(begins on page 94) 





doors. M and M Wood Working Co., 
Dept. AL, 2310 N. Columbia Blvd., 
Portland, Ore. 

Circle No. 209 on Coupon, page 120 


Swivel Lights 


A new line of heavy-duty Swivel 
Lights for commercial and residential] 
use has been introduced by Prescolite. 
Designed for ceiling mounting, the 
fixtures feature a heavy-duty swivel 
designed as an integral part of the 
cone for lcng, trouble-free service 
Swivel allows a full 360° horizontal 
rotation and up to 90° adjustment 
from vertical position to place drama- 
tic accent lighting exactly where it 
is desired. New Swivel Lights are 
available in six baked enamel finishes. 
All Swivel Light fixtures fit either 
3%” or 4” outlet boxes. Swivel Light 
accessories include diecast louvers, 
color lenses and patented hang- 
straight assembly for use on slanted 
, . ceilings. Prescolite Manufacturing 
ferro nen n in Corp., Dept. AL, 2229 Fourth St., 

Berkeley, Calif. 


sul meorur d Cirele No. 210 on Coupon, page 120 


"Wats * 


Kisnsul ' G-E Monotop Sections 


> ' Made of durable Textolite lamin- 
ated surfacing, Monotop sections can 
now be factory-cut to home-builders’ 
or modernizers’ specifications. Spe- 
cially molded in a single piece to 
Kimsul a . reach from wall surface to sink edge, 
imouiarion f 2 he ; Monotop counter surfacing can now 
be delivered ready for installation in 
lengths and corner sections specified 
by the contractor. Featuring 10 popu- 
lar patterns and colors, the prefabri- 
Kitty Kimsul Sells Kimsul Insulation for You: cated G-E Monotop sections will be 
2 a vs supplied ready for use in lengths up 
e “in person” at “ do-it-yourself’ shows to 72”. Precision-bolted assembly will 
ein national magazines be possible for lengths over 72”. Con 
taining no seams, Monotop sections 


e on point-of-sale pieces (shown above) eliminate crevices and dirt-catching 
¢ on film for your local TV shows corners and the need for metal mold- 

ings, it is claimed. General Electric 
Co., Dept. AL, Laminated and Insu- 
R lating Products Dept., Coshocton, Ohio 
@ It's the ideal “do-it-yourself” insulatign, easy Clecle No. 311 on Coupon, page 120. 


Kimsul Insulation Brings You Big Profits Because : 


to cut, measure and install 


. ompressed to 1/5 normal size. Saves you 
It's compressed to 1/5 norm y Teco Wedge-Fit 
storage space. Gives you far more 
In order to obtain tighter-fitting 
joints in wood roof trusses more 
. quickly, the wedge principle has been 
C ' 1 buildonr nt p incorporated in the Teco Wedge-Fit 
pecial Thafhuc from ) “i: split-ring timber connectors, announces 
the manufacturer. Fitting precisely in 
conforming grooves, cut with the 
precision-built Teco grooving tool in 
adjacent faces of joint members, the 
improved ring slips into position eas- 
ily and quickly, without crushing the 
them, this terrific bargain will bring more customers wood fibers at the groove’s edge, it 
to your sales room, See your KIMSUL salesman for is said. This is claimed to permit 
full details or write Kimberly-Clark, Dept faster assembly of timber trusses, re- 
\-26, Neenah, Wisconsin sulting in time and labor savings. 
Because of their wedge shape, there 
KIMSUL 6 peooect oF is less than 1/32” clearance between 
Kimberly Clark the ring and the groove, producing 
tighter joints that minimize truss de- 
flection. Timber Engineering Co., Dept 
INSULATION AL, 1319 18th St., N. W., Washington 
2 c 
Kimberly Clerk Corporation + Neenah, Wisconsin Circle No. 212 on Coupon, page 120 


Circle No. 52 on Coupon( page 120. 


profit per square foot 


Now you can offer your customers this denim cob 
bler's apron ~ a regular $2.50 value —for only 8% 
They're being featured in KIMSUL'S national adver 
tising. And since only KimsuL dealers will have 
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Vornado Air Conditioners 


Vornado cooling appliances announce 
production of a new Vornado residen- 
tial air conditioner that will completely 
air condition the average three bed 
room home at a cost of about one- 
third less than such air conditioners 
usually run, it is said. One of the more 
unique features of the unit is the 
ductwork, which is made of prefabri- 
cated insulated Fiberglas and is as- 
sembled by merely folding the pre- 
scored sheets together and taping the 
edges. The new Vornado unit is pow 
ered with the 1% compressors giving 
it a 36,000 BTU capacity. Each of the 
compressor units operates individually. 
The new unit is completely air cooled, 
it uses no water. A thermostat may be 
installed with the unit to give com- 
pletely automatic operation, if desired. 
O. A. Sutton Corp., Dept. AL, 1812 
W. Second, Wichita 1, Kansas. 


Cirele No. 213 on Coupon, page 120. 


H & R Aristocrats 


A new line of two-piece window 
bucks for use in installing steel base- 
ment windows in poured concrete 
foundations is announced. Known as 
H & R Aristocrats, bucks are offered 
for use with 12, 16 and 20” windows. 
Each buck consists of two half-bucks 
which are available in A and B sec- 
tion thicknesses of 2%” and 4%” 
respectively. By combining A and B 
half-bucks, a complete buck can be 
assembled for pouring 8, 10 and 12” 
walls. All A and B half-bucks are 
interchangeable. The manufacturer 
claims that H & R buck installation 
and removal can be accomplished in 
one-half the time required for ordinary 
basement window bucks. H & R Aris- 
tocrats are made of heavy 10-gauge 
steel. The H & R Manufacturing Co., 
Dept. AL, Cleveland 19, Ohio. 


Circle No. 214 on Coupon, page 120. 


Seventy-Five New Patterns 


Seventy-five new patterns in re- 
silient flooring, including a new line 
of wall covering and a new develop- 
ment in Deltox Rugs and Carpet, are 
announced by Armstrong. The addi- 
tions include 18 new patterns in tiles, 
20 in linoleum, 12 in felt-base rugs and 
floor covering, 11 in the company’s new 
wall covering, seven in a new rubber 
runner, and seven new patterns in a 
new combination wool, rayon acetate 
and fibre Deltox series called Deltone. 
The completely new Armstrong wall 
covering is called Armstrong Budget 
wall covering. It replaces Armstrong 
Quaker wall covering and Armstrong 
Standard wall covering. Also an- 
nounced is a new combined cleaning 
and waxing compound, Armstrong 
Wax Clean. Armstrong Cork Co., Dept. 
AL, Lancaster, Penna. 


Cirele Neo. 215 on Coupon, page 120 


Buitpinc Propucts MERCHANDISER 


Vinyl! Ceramatile 


This new product is a vinyl or rub 
ber tile made in the designs of ceramic 


tile while retaining the beauty and 
resilience of vinyl and rubber. The 
gauge homogenous vinyl or rubber 
may be installed over practically any 
existing floor and does not require 
concrete sub-flooring, it is said. Made 
in pieces approximately 9" x9". Cer 
amatile is available in a wide range 
of decorator colors and white in a 
large variety of designs. A_ special 
joint compound which is said to make 
seams watertight and add to the beau 
ty of the finished floor is furnished 
in colors which harmonize with tile 
colors Robbins Floor Products, Inc., 
Dept. AL, Tuscumbia (Muscle Shoals), 
Ala 


firele Ne, 216 on Coupon, page 120 


(continued on next page) 


| a ee 


opens doors with a FLICK ‘of a finger! 


(LIE\Y - 
LATCH 


FEATURES. 

w Flush Type Design 

w® Easy to install 

%& Available with or without locking mechonium 
for all interior swinging doors 

W Retails from only $3.80 per vet FOB 
Detrow 

* 


Available in all Standard U. S finishes 


Od tt id 


$055 
INVISIBLE 
HINGES 


FOR COMPLETE DETAILS On THIS NEW AND 
BETTER WAY TO OPEN A OOO MAIL THIS 


COUPON TODAY! 


Lascwnnconcsscsssnnenad 


Circle No. 53 on Coupon, page 120. 





light and diffuse it softly in ever 
changing patterns of vibrant gloas an 
nounces the manufacturer. Artcrest 
Jridescent Plastic Wall Tile is avail 
able in six harmonizing House an 


Garden colors, It comes in two field : 
tile sizes—4%” x 4%” field and 8%” x contin 
8%” panel, including trim, with Art : 
crest’s beveled edge that allows easy 
installation and cleaning. Artcrest 
Plastics Co., Inc., Dept. AL, 259 West 
79th St., Chicago 20, Ill 
Cirele No. 217 on Coupon, page 120 


Iridescent Plastic Wall Tile 
; One-Piece Half Hatchet claimed to be precision balanced, pro 
A new plastic wall tile which in- ducing extra power while reducing 
corporates the basic concept of light A sturdy half hatchet, designed for wrist fatigue. The mirror-polished 
reflection into its own composition is the rugged jobs, is now available head has a nail slot and the hatchet 
available, An entirely different form Made of one-piece electric heat-hard- can also be used as a hammer when 
tile to crystallize ened forged steel, the hatchet i necessary. Permanently fused to the 
steel shaft, the shock absorbing rub 
ber-cushion grip is easy on the hand 
and will not slip wet or dry, even 
when wearing gloves. Great Neck Saw 
Manufacturers, Inc., Dept. AL, Mine 


Your own > 
eyes fell you-- | 


—_— 


ulation permits thi 





Stoddard Garage Doors 


New models feature new wide panel 
design with wider grooved panels, 
igiving a streamlined, shadow line, 
| siding effect, allowing the use of larger 
windows when required. Do-it-yourself 
installation is said to be further sim- 


|plified and speeded up with special 
| drive nail installation on track and 
| weatherstrips. Hardware and weather- 


| stripping are separately cartoned, 
and bolts in sealed plastic 


Has all these advantages page. All labeled for quick identifica 


tion. Many additional sizes have been 
® GREATER STRENGTH jadded to the Stoddard Automatic Steel 
Garage Door line, making a total of 
© EYE-CATCHING BEAUTY 23 residential and commercial sizes 


® ADDED SALES APPEAL Stoddard Manufacturing Co., Dept 
| AL, 617 Fourth St., S. W., Mason City, 

You've got to see this flooring to appreciate lowa. 

its beauty and it's as durable as the Ozark Cirele Ne. 2319 on Coupon, page 120 

mountains from where it is grown, 


Ozark Oak Flooring is dried in modern kilns and . ‘ 
supplied with a satin smoothness that requires Confection Color Kitchens 

4 minimum of sanding and finishing — saves you ee {iteha ‘re de 
time and money. It is NOFMA graded under strict Contes st0n Color Kite hens ~ ms - 
manufacturing control for matching consistenc signed by the famous interior de- 
y: signer, Melanie Kahane, and highlight 
Yes, you be the judge and see for yourself why the use of 1956 Westinghouse built-in 
Ozark Oak Flooring is better, Specify it on your and free-standing appliances demon- 
next Flooring order. strating the application of colored ap- 
|pliances in the kitchen, Each kitchen 
Available in all standard sizes. is named for one of the Confection 
Colors. The Cinnamon Kitchen has 
been designed to appeal to the custom- 
built home market. The Frosting Pink 


Leated The OZARK OAK FLOORING CO. Kitchen is an example of how gay 
BISMARBCK. MISSOURI colors can be combined to give an at- 
tractive fresh appearing kitchen. A 

!horizontal installation of the West- 


(continued on page 102) 
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WM. CAMERON & CO., WHOLESALE 
DISTRIBUTION POLICY 


We believe that the best interests of the Building Material Dealer are our 
own best interests. Because of this belief, the basic and essential principle of our 
policy is to support, in every way possible, the profitable distribution of building 
materials through the Retail Dealer. We sell through the Retailer because we be- 
lieve that, through his store, building materials can more economically and satis- 


factorily reach the man we all depend upon—the customer. 


WM. CAMERON & CO., WHOLESALE 


ABILENE HOME OFFICE: WACO, TEXAS TEXARKANA 
TYLER 


AUSTIN 

BEAUMONT HARLINGEN LUFKIN WACO 
ODESSA 

CORPUS CHRISTI HOUSTON WICHITA FALLS 


DALLAS LONGVIEW SAN ANGELO 
FORT WORTH LUBBOCK SAN ANTONIO ALTUS, OKLA 





Circle No. 55 on Coupon, page 120. 


REDUCE delivery costs 
SPEED UP deliveries 


Longer handles 
"" Easier handling 
Supersharp Blades Cut Waste Motion 


Complete 

Bed: Shipped & 

KD. Easy 

Finest carbon steel blades are instantly 
replaceable. Push in new blade — old 
Mounting — one slides out easily. Stock genuine 
Red Devil Blades for replacement. 


Assembly & 


Unioad a Load 
or Half Load at a Time 


The R-B Company 


1921 Guinotte, Kansas City 20, Mo. 
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SSGS1S94 
Fire-Proof bling? 


YOU CAN'T BEAT 


NO FIRE OR LIGHTNING WORRIES WHEN 
PROTECTED WITH GALVANIZED SHEETS! 
A strong, sound, leak-proof roof 
that won't burn is yours with 
properly grounded galvanized 
sheets. Rat-proof, too! For best 
value, buy sheets with a Grade- 
Marked \abel that shows the 
weight of zinc coating. And for 
longer stronger service, specify 
heavy-coated 
sheets such as 
this... ‘Seal of 
Quality” 


menasasett’ 


324 Ferry St., Lafayette, indiana, Dept. AL2 
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SUPERIOR FINISH 


Beautifully Grained 


PLYWOODS 


BIRCH 
FIR 
GUM 


Specialized Handling 
Prompt Shipments from 
Mill to You 


12 Convenient Warehouses 
MICH. IND, TEXAS CALIF, MO. 
WIRE — PHONE — WRITE 
For immediate Delivery 


BRAUND PLYWOODS INC. 


314 Wabeek Bidg. 
Birmingham, Michigan 
Midwest 4-3450 
TWX 500 
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inghouse 
ation appliance is one 
of the 

luncheon 
kitchen is a prominent feature 


Mint 


Electric 
house 


Weatherstripped Door Frames Met-L 


Builders save time and labor 
Crestline 


door 


CIORECS 


frames say the manufacturer 
Aluminum 
applied at top and both side 


refrigerator-freezer combin 
of the feature 
Lemon Yellow Kitchen A 
counter as a part of the 
in the 
Aqua Kitchen. Westinghouse 

Corp., De pt AL, Westing 
Appliance Div., Mansfield, Ohio 
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Met-L-Name! Paints 


Powder 
Namel home 


sronze 


Met-L 


Illinois 
announces 


metal, 
There ¢ 
finishes 


and gilding on wood, 
plaster and china surfaces 
six Met-L-Namel metallic 
antique gold, bright gold, 
ilver, copper, 
minum. 
line includes 
and wrought iron flat 
product Is 
jar with a 
opening. Labels are individually 
ed in the product’s own color 
coler counter 

to hold an as 
Name! jars. Dealers 
three assortments and 


wrought iron flat 
white 





screw-type cap for eas 








from 
packs. Illinois 
Dept. AL, 2023 S. 
16, Ill 
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with 


completely weatherstripped Clark St 
lark St., 


weatherstrip is factory 


Door 


snugly against weatherstrip 


Crestline weatherstripped door frame 


fit. all 
including 
and 1%” 
derosa pine 
preservative 
shipped kd, The 
Wausau, Wis. 


Cirele No, 221 on Coupon, page 120 


Company 
decor 
ator paints for ornamental trimming 
glass, 


platinum 
brass and chrome alu 
In addition, the Met-L-Namel 
black 
Each 


bottled in a two-ounce glass 


print 
A three 
display box is provided 

ortment of two-dozen 
may choose 
refill 
sronze Powder Co., Inc., 
Chicago 
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tandard openings up to and 
30" x 70”, rabbetted for 
thick doors. All Pon 
parts are water repellent 
treated Frames are 
Silcrest Co., Dept. AL, 


When answering advertisements please 
mention 


AMERICAN LUMBERMAN 











to 





oor é 


help to you at this time 


What's Your Answer? 


How much do you remember of what you read? You can check 


your reading retention with the ten questions listed below 


Exvrcellent! 7 or 8: Good. 
Check the index 
of particular 


Score? 9 or 10 correct: 
you read too fast 
might be 


Your 
Fewer than 5, perhaps 

an article you missed that 

Answers on page 110 


What's 
Fai 


see if there's 


Why is the lawn and garden market expected to increase even if hous- 
ing starts are down? 

Who is advertising a new double edge 
all thicknesses of metal cutting? 
What is the best way to sell custom-made 
according to lowa dealer, Clure Lumber? 
What were some of the tangible results of the 
home builders school put on by Wisconsin firm, 
ing Materials Co.? 

Who is advertising 12-foot 
largest in the industry? 
What is the name of a new type of concrete said to provide exceptional 
savings in multi-storied commercial buildings? 

What department had an income of over $6,000 in the 
Mich. firm, Wolverine Paint & Supply Co.? 

What has the St. Paul firm, National Lumber Co., found is the answer 
to getting the most profit without increasing overhead? 

What is the effective date of the new west coast grading rules, rule 
No. 157 

How much national and local advertising is planned this year to help 
promote OWI? 


hack haw blade said to handle 
auxiliary farm buildings, 


12-week do-it-yourself 
Home Supply & Build- 
panels, said to be the 


plastic laminate 


Grand Rapids, 
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New ONAN 2-KW 
Electric Plant 


aaaainiihiadenaninil 


PORTABLE PRIMARY 
POWER POWER 
Stands up better under Runs longer in continuous 
rough handling. Carrying day-atter-day service, 
-frame or 2-wheel dolly Dependable, economical. 

optional. 








Circle No. 58 on Coupon, page 120. 


Built to stand up under 
abuse of rental service 


Put it to work on your toughest jobs! 
The new LK is powered by a husky 
Onan 4-cycle, one-cylinder gasoline 
engine, with Stellite-faced exhaust 
valve, longer-wearing bearings, effi 
cient air-cooling. Onan all-climate gen 
erator is direct-connected for perma 
nent alignment and trouble-free long 
life. Compact and lightweight. Con 
servatively rated; operates at full rated 
load on less than one quart of gasoline 
per kilowatt hour. 115 or 230 volts, 
A.C. Recoil starter, electric starting, or 
automatic start and stop. Wide «ange 
of accessories including carrying frame 
and two-wheel dolly 


Onan builds electric plants for 
every need: 500 to 50,000 watts. 


Write for information on dealership and 
setting up electric plant rental service. 


D. W. ONAN & SONS INC. 


2692 University Ave. S.E., 
Minneapolis 14, Minnesota 





) STAR OAK FLOORING 


gives you these wanted features 


EXCELLENT 
MILLWORK 


2 COLOR AND GRAIN 
UNIFORMITY 


LONG LIFE GENUINE OZARK MOUNTAIN OAK 


THOROUGHLY SEASONED 5 NOFMA 
‘cl ele)+ me 1 '10) 38 a 10) mm Ae)! IN MODERN KILNS GRADED 


; Here is the preferred perfect 
long-life flooring for homes, schools, in 
stitutions, and commercial buildings. No 
synthetic or man-made flooring material 
can compare with the natural and dur- 
able beauty of Padgett-Smith Oak 
Flooring. The result is more satisfied 
customers, more sales, and profit for you. 


Representatives in most states, Write or phone for particulars. 


/ \ 
Fal f 
“a DIRECT 
VAN DELIVERY 
Within 600 mile radius 
Prailer loads or split loads are 


delivered at carload prices 
Coast-to-coast rail shipments 


Papcerr. OmitH FLOORING COMPANY wrevnsein view, mo 
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HOW 10 BOOST 
YOUR SALES OF 
CEMENT: PLASTER: 
BRICK: PLYWOOD: 
CERAMICS AND 
RELATED BUILDING 
MATERIALS 


Stock and Push these two 
Profitable, Job-Proved 
Bonding Agents... 


PLASTER-WELD 
& WELD-CRETE 





They make it easy for professional 
and “‘do-it-yourself’’ customers to 


PERMANENTLY BOND 


Gypsum . Lime-Putty Acoustical 
Plaster ...Cementa directly to themselves 
or directly to most any structurally sound 
surface... even glass! Never lets go! 


You Sell PLASTER - WELD for Jobs like this 


Midwey Gerdens Apts., 
Chicage, one of hundreds 
of Plaster-Weld installa 
tions In thie cue, 
Vinster-Weld was used 
to bond lime-putty coat 
directly to all concrete 
ceilings, beamsa, col. nine 
Archts.: Holabaird, Root 
and Hhurgee and Assoc.; 
Genl, Contr.: 8. N. Nielsen Company; Plat. Contr 
MeNulty Brothers ¢ ompany 


You Sell WELD - CRETE for Jobs like this 


1,000 feet Sidewalk... a. | 


Reyersterd, Pa., one of 
hundreds of Weld-( rete 
installations. In this case, 
Weld-C rete was used to 
bond new concrete top 
ying directly to an old, 
radly ked and 
crumbled sidewalk. For 
your do - it - yourself” 
customers, Weld-Crete aasures the success of their 
cement repair work by establishing a permanent 
bond between Dry Mixer and the old surface 


Take advantage of this foolproof method 
for sizeably boosting your sales of ce- 
ment, plaster and related building ma- 
terials. Get details on this 
profitable proposition today. Either see 
your distributor or write us direct. 


LARSEN PRODUCTS CORP. 


BOX 5756-Q @ BETHESDA, ME 
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NEW PRODUCTS 
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Lightweight 
Drain Pipe 


Lightweight Carlon “D” plastic pipe 
is said to be ideal for sewer-to-house 
and house-to-septic tank connections 
because of its complete resistance to 
moisture and corrosion. It is easy to 
carry—ten feet of four-inch pipe 
weighs only 14% pounds. To join two 
lengths of Carlon pipe together, it is 
only necessary to brush Carlon cement 
on the outside ends of the pipe and 
inside the coupling—then push to- 
gether. Carlon “D” plastic pipe comes 
in full 10’ lengths in 2” to 6” sizes 
with a complete line of reducers, 
adapters and couplings for special 
sizes and angles and for coupling other 
types of pipe. Carlon Products Corp., 
Dept. AL, 10225 Meech Ave., Cleve- 
land 5, Ohio. 

Cirele No, 225 on Coupon, page 120 


Streamlined 


Housing 


A new housing design for the Bur 
ess electric sprayer is announced. 
The streamlined housing is molded of 
jet black phenolic plastic Spray 
adjuster knob, nozzle cap and trigger 
switch are red. A colorful jar label 
describes the sprayer’s sapphire nozzle 
and other features. The sprayer is 
completely self-contained, it is said 
Simply plug in to 115 volt AC out 
let, pull the trigger and spray paint, 
varnish, enamel, shellac, water, ete, 
The new Model VS-651 Burgess Spray 
er is now being manufactured by Bur 
Vibrocrafters, Inc., Dept. AL, 
Grayslake, Ill 

Circle No. 224 on Coupon 


geas 


page 120 


Dor-O-Matic Door 

New Dor-O-Matic concealed-in-the 
floor Manual Door Controls are now 
available in 25 models. Produced in 
single-acting and double-acting types, 
there is a model to fit every type of 
door in any type of building, it is said. 
Dor-O-Matic units control doors as 
they open and close. Uniform opening 
contro| makes constant the amount of 
effort required to open the door until 
the back-checking action of either the 
positive stop or hold-open back-check 
(optional) is reached. There is an ad- 


/ ‘ hy war 


4) 


justable two-speed closing action. The 
closing speed is greatly reduced ap- 
proximately 5° from the closed posi- 
tion to insure rapid, but safe, closing 
and latching of the door without slam- 
ming. Closing speeds are easily varied, 
if desired, after installation. Dor-O 
Matic Div., Republic Industries, Inc., 
Dept. AL, 4440 N. Knox Ave., Chicago 
30, Ill. 


Circle No. 225 on Coupon, page 120. 


Fire-Resistant 


> y 
Panal Sheets - 


Both Panal sheets in the accompany 
ing photograph have been subjected 
to the intense heat of a gas torch for 
a period of 15 seconds, announces the 
manufacturer. The at the left 
is badly burned, showing signs of di 
integration, with glass fibers separat 
ing; the Panal sheet at the right has 
withstood the effects of the flame. The 
structure of the fire-resistant sheet is 
unchanged and the external surface 
has suffered only slight charring, it 
is said. The difference between these 
two sheets is the result of the addition 
of a new material being used in the 
production of Panal. American Panal, 
subsidiary of American Window Glass 
Co., Dept. AL, 9 West Park Way, 
Pittsburgh 12, Penn 


Cirele No. 226 on Coupon, page 120, 


sheet 


Bilt-Well 
Cabinets 


Two new louvered door general stor 
age cabinets are offered in the Bilt- 
Well Cabinet line. The new cabinets, 
called a 24-B2 Unit and a 48-B2 Unit, 
can used for hanging clothes and 
storing household articles. Shelves or 
drawers may be added and bot 
tom. The 24-B2 is 24” wide and has a 
single louvered door; the 48-B2 is 48 
wide and has two louvered doors. Bilt 
Well General Storage Cabinets are 
recommended in combinations to take 
the place of non-load bearing walls 
between rooms. These new Bilt-Well 
louvered storage units are made of 
clear kiln-dried Ponderosa Pine with 
a hardboard back panel. Each unit is 
shipped semi-assembled with a com 
plete set of easy-to-follow instructions. 
Carr, Adams & Collier Co., Dept. AL, 
Dubuque, lowa 

Circle Ne, 227 on Coupon, page 120 
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ON THE HOME IMPROVEMENT PARADE! 


5 | 


Impounl AWNINGS and CANOPIES 


Require No Cutting or Fitting — 
Easily Installed On The Job — 
7, VENTILATED Pay You Top Profit 


oe All things considered, Leigh Imperial Awnings and Products are one 

ey of the best home improvement lines you can handle this year or 

any year. They're easy to sell—- every home-owner appreciates 

Easily installed PACKAGED their beauty and protection. They're low-cost, another point home 
without cutting aa owners like. And they're easy to install right from the package to 


or fitting. . the doorway or window — no cutting or fitting is necessary 


Leigh Imperial Awnings and Canopies are really rugged. Once in 
place they stay for keeps — winds, sleet, or driving rains can't 
IN 4 STYLES budge them. They're made of double-protected steel (zinc coated 
3 COLOR COMBINATIONS and bonderized) in red and white, green and white, or blue and 
white enamel finishes. Sizes for every residential or commercial 


need. Sell the tremendous market that's waiting — order now! 


Bel-Au DOOR CANOPIES 


The ideal shelter over a doorway — a real beauty in looks and con 
struction. One-piece, ready to install, Costs less than wood, looks 
much smarter. Made of double-protected steel. Drip channel carries 
water clear of steps below. Individually packaged, complete with 
ornamental braces and screws. In green, blue, tile red. 


Available in 2 Sizes 
48” wide, 30” projection, 6” deep 
54” wide, 30” projection, 6” deep 


it Will Pay You To Stock and Sell The Complete Leigh Line . . . Write for Free Catalog. 


BUILDING Propucts MERCHANDISE} Circle No, 60 on Coupon, page 120. 





Here is the toughest, longest 
lasting, best buy starter cord for 
small gasoline engines, lawn 
mowers, pumps and outboards. 
King Cotton 100% Nylon 
Starter Cord resists wear and 
abrasion and it’s unaffected by 
mold, mildew, oil, gasoline, 
grease or water. 

4 starter cords on a colorful 
plastic bubble perforated dis- 
play card... hang it up for a 
wall display or separate for bin 
display. 

Ask your jobber for details. 


‘S SS ews « 
King Cotten CORDAGE 


4OuUN H. GRAHAM & CO. INC. 
y 


105 OVANE STREET NEw YORK 6 Ww 





Civele Ne. 111 on Coupon, page 120 


106 





Lightweight Generating Sets 


Universal Motor announces a new 
series of lightweight, large-capacity 
generating sets. The new models are 
powered by four-cycle full diesel en- 
gines of six cylinders and are directly 
coupled to generators turning at 1800 
rpm. This is a companion series to 
the recently announced Universal line 
of diesel generators offered in 1200 
rpm speed. The new 1800 models are 
produced in 10, 15, 25 and 35 K. W. 
and can be furnished with various con- 
trols to meet every job requirement, it 
is said. Universal Motor Co., Dept 
AL, 540 Universal Drive, Oshkosh, 
Wis. 


Cirele No. 228 on Coupon, page 120 
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Utility Hammer 


A recently developed air-operated, 
all-purpose utility hammer featuring 
“stop rotation” for alternate use as a 
rock drill or as a cement chipping 
hammer is announced, Designated as 
the Thor No. 15 Utility Hammer, the 
14-pound tool cuts clean, round holes 
to diameters up to 1% Exhaust air 
blows the chips out for faster drilling 
and to circumvent the danger of 
“stuck” steels. A simple external cam 
lever control permits instantaneous 
change from rotative to straight ham 
mering action, The tool is furnished in 
two versions—15D and 15W-—with the 
former for use as a dry tool and the 
latter as a wet tool to meet the prob 
lem of dust control. Thor Power Tool 
Co., Dept. AL, Aurora, Il. 

Cirele Neo, 229 on Coupon, page 120. 
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Lightweight Scaffolding 


New, lightweight Waco scaffolding 
is said to carry up to 40 times its own 
weight. It is rated at 50 pounds a 
square foot. The scaffold frames, 4’ 
high and 4’ wide, feature the Speedlock 
method of attaching braces and built 
in ladders. Braces are the tubular 
pivoted type and a section of scaffold 
4’ high, 4’ wide and 7’ long consists of 
only four parts. Both frames and 
braces are made of high carbon steel 
tubing. A complete line of accessories 
is available and rolling towers can 
easily be made by the addition of cast- 
ers offered by Waco. Waco Manufa 
turing Co., Dept. AL, 3555 Wooddale 
Ave., Minneapolis 26, Minn. 


Cirele No. 250 on Coupon, page 120 


Saw-Jointer-Sander 


The new Yates-American combina 
tion machine is a single-unit multi 
purpose do-it-yourself woodworking 
machine. All working parts are en 
closed in a heavy steel cabinet type 
base. Only the working tools are ex 
posed and these are provided with 
guards. It has a combination 8” bal] 
bearing Tilting Arbor Circular Saw; 
a 4” ball bearing Jointer which has an 
extra large cutter head and will rab 
bet to a depth of %”; a 10” Disk Sand- 
er that will sand boards more than 5” 
wide; including a % hp motor, cord, 
plug and switch. Available in 4 colors 
to match the decor of the modern home. 
Yates-American Machine Co., Dept. 
AL, Beloit, Wis. 


Cirele Ne. 251 on Coupen, page 120. 
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How to 


create sales 







































































House-to-house canvassing is one of the 
most reliable ways known to develop sales 
leads, but it’s also one of the most expensive. 
To accomplish a similar result at much lower 
cost, there’s another way. 


Try using HOME Maintenance & Improve- 
ment magazine, sent quarterly to your con- 
sumer trade. Over 1600 lumber dealers have 
found that sending this helpful magazine to 
their 400,000 customers and prospects is a 
profitable promotion—because HOME makes 
it easier for the consumer to buy. 


HOME Maintenance & Improvement is a 
full-sized, national consumer magazine, with 
full color cover bearing your name, address, 
phone number and sales message. We mail it 
to your customer and prospect list — live 
names, not just occupants or boxholders. 





A 
retailer 


man ane 


BUILDING PropucTs MERCHANDISER 


There is timely, worthwhile information 
for the homeowner in HOME. It is full of de 
tailed photos and stories on home remodeling 
and repair, all referring to you, the local lum 
ber dealer, as source of materials and infor 
mation. Appeal is not only to the consumer 
who wants to do it himself, but to the man or 
woman who wants to do an intelligent job of 
buying a home improvement package from you 


And, if a suitable mailing list might be a 
problem for you, we are prepared to supply a 
prospect list for you at nominal cost—compiled 
from proved homeowners in your trading area 
—available for nearly every U. S. city and 
town of 5,000 population and over. 


We want to give you full information about 
this solution to your local advertising prob 
lems. Just fill in the coupon below and mail. 





Service Manager, Room 2000T 

HOME Maintenance & Improvement 

139 North Clark Street, Chicago 2, Illinois. 
FInancial 6-5380 

( ) Send us complete information, with no obliga 


tion on HOME and its new homeowner mailing 
list service. 


( ) We already use HOME, but would like full de 
tails on the new homeowner mailing list service 


Business name 
Street___ 
City 


Your name 
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HARBORS 


LUMBER COMPANY 
INCORPORATED 1921 
ABERDEEN, WASHINGTON 


Manufacturers end Distributors of 


WEST COAST WOODS 


Douglas Fir, Hemlock, Ceder, 
Pine, White Spruce 


AND SHINGLES 


Each office of Twin Harbors 
is geared to provide fost, 
experienced and complete — 
information regarding place- 
ment of your order, 


CALIFORNIA 
Eureka 
Menlo Park 
Los Angeles 


OREGON 
Portiand 


NEW YORK 
New York City 


MASSACHUSETTS 
Medford 


oe 


Pa i 
yf MAIL THIS >, 
/COUPON TODAY!S 


/ TWIN HARBORNS LUMBER COMPANY \ 
ABERDEEN, WASHINGTON 
I'd tike proof of your avality ond serv. 


lee, Send vome, oddress of my neorest 
Twin Herbers wholescler or salesmen, 





Firm 
Address 
yo Stote_ / 


N 7 
Soy Sage 
~ 











ae 


— 
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Color Reference Discs 


The new 1956 House & Garden col- 
ors are now available as a set of 37 
six-inch color reference discs molded 
from Plaskon urea, a product of Bar- 
rett Div., Allied Chemical & Dye Corp. 
The new three dimensional plastic 
color swatches are especially designed 
to aid in the pre-selection of matching 
and contrasting colors from the new 
1956 House & Garden color line. By 
using the large six-inch color reference 
dises, customers can be shown a sample 
large enough to see the actual colors 
they are getting. The Plaskon color 
dises are available in an attractive 
transparent holder. They can be ob 
tained from the molder, Gaumer Plas 
tics, Dept. AL, Station B, P. O. Box 
218, Toledo, Ohio. 

Cirele No. 232 on Coupon, page 120 


Ammunition Kit 


The Sargent Hardware Week Spe- 
cial (No. 18-S) includes a free Hedge 
Shear. The complete kit consists of 
four each Hedge Shears No. 91-22 
with Sargent’s exclusive spring Shock 
Absorber; Parrot-Head Pruners Nos. 
15-6” and 15-8” with anti-fatigue pis- 
tol grip and non-crushing split anvil; 
self-adjusting Grass Shears No. 17; 
and Lopping Shears No. 75-20” with 
notched, non-slip anvil 

An Ammunition Kit packed with 
Sargent’s Matched Set garden tool spe- 
cial for Hardware Week gives dealers 
three 25¢ Dial-It Pruning Guides plus 
literature and merchandising hints 
all at no cost. The Pruning Guides 
may be sold or given away at the deal- 
er’s discretion. Prepared especially for 
Sargent by Paul F Frese, editor of 
Popular Gardening, they place expert 
pruning information on all types of 
trees and plants at customers’ finger- 
tips. Sargent & Co., Dept. AL, New 
Haven 9, Conn 

Circle Ne. 255 on Coupon, page 120 
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Carded Water Supplies 


Carded flexible water supplies per- 
mit installation instructions to go 
right along on the job with the do-it- 
yourself plumber. These instructions 
show the complete installation step by 
ee from the water outlet to the final 
under-faucet hookup to kitchen sink, 
wash basin and toilet. This new mer- 
chandising method of carding the sup- 
plies offers these advantages: Product 
is attractively displayed; product is 
protected from damage in shipping 
and stocking; cards hang from the 
back panel of the Plumb Shop Mer- 
chandiser. By stocking all the varia- 
tions of tubes, fittings and valves, the 
customer can make up any assembly 
to meet plumbing code requirements 
and serve himself directly from the 
Plumb Shop Merchandiser. Plumb 
Shop, Dept. AL, 1341 Temple, Detroit 
1, Mich. 


Circle No. 224 on Coupon, page 120 
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Flexcell Display 


This new display, produced by Celo 
tex, promotes the use of Flexeell Bi- 
tuminous Impregnated Cane Fiber 
Board as Perimeter Insulation. A 
sample of the product is an important 
part of the display. The unit can be 
obtained by contacting Celotex repre- 
sentatives. The Celotex Corp., Dept. 
AL, 120 S. La Salle St., Chicago 3, hii 
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Tileboard Racks 


In order to make the stocking of 
tileboard easier and more desirable, 
Panelboard has developed a rack that 
will hold 100-200 sheets of 4’ x 4’ or 
4’ x 8’ tileboard. The rack is a com- 
bination stock and display item. It is 
small enough (34” x 48” or 96”) to 
keep right on the display floor, making 
it easy for customers to select color 
and pattern. Racks are provided to 
Panelboard dealers. Panelboard Mfg. 
Co., Ine., Dept. AL, 111 Cedar Lane, 
Englewood, N. J. , 
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Railings Display 


Occupying a floor space only 12” x 
44”, this Versa-Railing do-it-yourself 
display simulates three steps and a 
platform with a railing assembled 
from the actual Versa-Railing parts. 
In addition to showing the rigidity of 
the completed installation, the display 
illustrates how the installation can be 
made by any handyman from the three 
basic parts—the railing section, newel 
post and universal fitting—and how 
railing sections can be slanted for use 
on steps of any pitch. The display is 
furnished with all Versa-Railing parts 
necessary to assemble the railing and 
is offered without charge, together 
with a supply of planning charts and 
advertising mats, to dealers placing 
their first Versa-Railing orders. Versa 
Products Co., Dept. AL, Lodi, Ohio. 
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Leg Merchandising Kit 


A new compact counter and window 
merchandising display board, measur- 
ing only 12” x 24”, is now available 
showing the 1956 Angelus leg line. 
Customer selection is simplified as one 
each of the 12 styles is mounted show- 
ing standard heights of 4”, 9”, 12”, 
14”, 16”, 19”, 22” and 28”. Included 
are wrought iron, tubular and black 
and brass legs. Also hardwood, tapered 
steel, tapered brass and KD legs fea- 
turing a heavy dual position mounting 
plate. This display is available for 
$10. Free ad mats and window stream- 
ers are offered. Angelus Wrought Iron, 
Dept. AL, 2911 Whittier Blvd., Los 
Angeles 23, Calif. 
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Stanley Hinge Selector 


A slide rule selector for use in spec- 
ifying hinges is announced by the 
Hardware Div. of Stanley. The Stan 
ley Hinge Selector folds flat to be 
tucked away in pocket or brief case 
and is enclosed in a polyethylene en- 
velope. A small rectangle of foil ac- 
companies each Selector so that its 
owner may imprint or sign his name 
in gold on a black background. Hard- 
ware Div., The Stanley Works, 111 
Elm St., New Britain, Conn. 
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As advertised in Practical Builder and American Builder 


TWO CARPENTERS 


HANG 
90 DOORS 


PER DAY 





in Krist 


Hillside Happy Homes 


Puente, California 


Contractor Edward Krist _ 


on-Mortise Hinges for 


McKinney Ne 
and labor costs 


WITH McKINNEY 


NON-MORTISE 
HINGES 





STAGGERED 
CREW HOLE 


WEAVY 
SHOULDERS 








--- BUILDERS ARE BUYING THE 
COST-SAVING ADVANTAGES OF 
McKINNEY NON-MORTISE HINGES 


McKinney non-mortise hinges are proving themselves everywhere as work-savers 
and time-savers ... and providing practical, strong and durable hinges for every 
door in the home. You'll find a growing demand for them by both professional 
builders and “do-it-yourselfers.” 


$0, STOCK THEM NOW —from your wholesaler—or write 


for your nearest supplier's name. Three finishes available— 
dull brass, bonderized prime coat and bright nickel, 


McKINNEY 


Simce tees 


me 


1715 Liverpool Street © Pittsburgh 33, Pa. 
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(hegins on page 82) 





Forestry Scholarships 

Nacogdoches lumberman Lacy H third 
Hunt has established two $150 
scholarships for forestry students 
at Stephen F. Austin State College 

Arne F,. Kemp, head of the SFA 
forestry dept., says the awards will 


consecutive 


Association. 


4 P ; - ~~ unite : 
forestry a a career tecipient ecutive vice-president, George 


will be selected by a committee Bahrs is vice-president and treasurer 
and Frederick E. Byrnes is now vice 


composed of members of the for 


estry department faculty and Hunt president and secretary 


David H. Moran, president of th 
Reardon Co., has been reelected to hi 
term as chairman 
of the executive committee of the Na 
tional Paint, Varnish and Lacquer 


The Ruberoid Co. has elected three 
oe > ‘ t 
aid qui d gt nts reste of its officers to high company po 
jualified students interested in _E. J. O'Leary has been made ex 





CHOICE BUSINESS OPPORTUNITIES 


\ND & GRAVEL 
# $10,000 or n é 


ng cla gt ned acres) 
VENEER 
Texas in t 

~ 2 ‘ ONTRACTINE 

mie VOOD I t's top eity $100,000 «@ 

! ' Con aleks hen Priced dy AR... & 

FREE BULLETINS ON ABOVE BUSINESSES 

CHAS. FORD & ASSOC. 


6425 Hollywood Bivd., Los Angeles, Cal 87 Walton $t., Atlanta, Ga 


1e, Dey 
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MAKE SCRAP LUMBER 


PAY win. 


SCHUBERT picker cutter 


Net Price 
Only 


$63.50 


Wilmette, ill, 


Points 200 to 250 pickets per hour 
» « » Sme@oth finish . adjustable 
for width. Light-weight and porta- 
ble (38 ibs.), yet rugged and 
durable for years of service. Any- 
one con operate prompt de- 
livery. Write for complete infor- 
motion! 


H. A. SCHUBERT C0, macninists 


1212 Washington Ave., Wilmette. tii 
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February 6, 


American District Telegraph Co. 
(ADT system) has named Laurence 
J. O’Brien general sales manager. . 
O’Brien is son of the late John P. 
O’Brien, former mayor of New York 


Armstrong Cork named Frederick 
0. Schweizer manager of roof insula- 
tion, prefabrication and formboard 
sales for the Building Products Div. 

Formerly manager of the promo 
tion and sales training dept. of Build- 
ing Materials Operations, Schweizer 
was succeeded by Frederick W. Huff- 


man 


Atlas Plywood Corp. has named 
Charles H. Abbott sales manager of 
the door and panel div. and Alfred M. 
Blakesley sales manager of the com 
pany’s container div., according to an 
announcement by gert Cole, vice 
president. 


Bennett-Ireland, Ine., has elected 
William N. Rice as vice-president in 
charge of sales, reports John B. Tur 
ner, president. 


Edward Hines Lumber Co. has eiect 
ed James G. Badger executive vice 
president and Howell H. Howard treas 
urer, according to Charles M. Hine 
president. Badger has been with Hines 
since 1919. Howard is the first grand 
son of founder Edward Hines to enter 
the business. He has been active in 
Hines manufacturing operations and 
wholesale lumber division since 1951. 


Acme Steel Products Div., Acme 
Steel Co., has appointed W. Sheridan 
Huss as president, succeeding John G 
Jucuss. Huss, who joined Acme Steel 
in 1919, was vice-president and gen- 
eral sales manager of the division. 
Bucuss, who retired recently, will con 
tinue with the company in an advisory 
capacity. 





What's Your Answer? 
(Que stions on page 102) 


Sales haven't kept pace with new 
home starts and normally lawn 
and garden sales trail housing 
starts by two to three years, as 
explained in article on page 58. 
G. W. Griffin Co. See ad on inside 
of front cover. 

The best way, Clure says, is to 
build some and put them out 
where people can see them. Fur- 
ther details in article page 68. 
The sale of 10 house jobs; 10 
major remodeling projects and ac- 
quisition of 17 loyal do-it-yourself 
customers, declares the dealer in 
article page 64. 

Consoweld Corp., in ad on page 6. 
Elastizell-type concrete. See ar- 
ticle page 86. 

Floor machine rental dept, as ex- 
plained in ad on page 18. 
Shopette, the firm’s store for self- 
service, do-it-yourself customers, 
as explained in article on page 48. 


March 15, 1956. See ad page 45. 


An estimated $600 million in ad- 
vertising is planned to promote 
OHI. 
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SHOWROOM STOPS TRAFFIC 


(begins on page 46) 





END LOADERS are used to mechanically stack lumber in 


the two sheds adjoining the warehouse 


HOME PLANNING CENTER at the front of the showroom 
makes available a variety of home planning books and a 
place for customers to browse 


adjoining a railroad siding 

The sales and business office runs parallel to a busy 
street and the 40-foot long floor to ceiling windows 
expose the showroom to passing motorists. Doors at 
either end of the warehouse provide for easy entrance 
and exit of trucks to speed materials handling 

Fullerton Lumber Co. moved to Freeport late in 
1954 when it bought the F. G. Smith Lumber Co. In 
March, 1955, the firm announced its expansion plans 
and purchased the site it now occupies. Bill Kirkpat 
rick, a veteran of 16 years with the Fullerton organi 
zation which operates a chain of yards in the midwest, 
is manager of the new yard 





Coming — How to Sell Kitchens 


A Providence, R. |. dealer describes step-by-step his 
kitchen promotion program. Read how this dealer co 
ordinates salesmen, advertising and model displays into 
a winning sales team. Next issue February 20. 


BUILDING PropucTs MERCHANDISE! 











MR. RETAILER: reprint this over your own 


name in your local newspaper 


Door 








is built of 


Lumber offers the home-maker a unique combination of 
desirable qualities. It will provide countless years of sound 
structural service and mellow beauty. It’s readily available, 
most economical, versatile and time-tested. In a house 
that’s meant to be loved and enjoyed — use WOOD! 


clapboards or shingles in the sun 


add charm to the exterior and comfort to the interior. 
Wood retains indoor warmth and keeps out summer heat 
better than other less time-proven materials. 


wood floors, kind to feet 


are resilient, friendly and beautiful even without costly 
rugs. And so easy to maintain! 


wood panelling 


is handsome in foyer and living room, friendly and rugged 
in den or play room, smart in the kitchen! 


Ma. Relatler -fo e Ser wtce - remember ° 


it's GOOD business ...to DO business... with 
NATIONAL -AMERICAN LUMBER WHOLESALERS 


i tohitelals Lec Wiilelalae lal 


WHOLESALE 


Lumber Association 


em ee iis ee ee a ee, ee 
1111 Yeon Building, Portiand 4, Ore 
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Four Lumber Firms Cited 
For Excellent Management 


Four firms, prominent in the 
lumber industry have received 
awards for excellent management 

Certified as “Excellently Man 
aged” by the American Institute of 
Management were: United States 
Plywood Corp., Olin Mathieson 
Corp., Weyerhaeuser Timber Co 
and Powell River Co., Limited. This 
marks the sixth consecutive yeat 


U. §. Plywood has received the 
award; the fifth year for Weyer- 
haeuser Timber and second con- 
secutive year for Olin Mathieson 
and Powell River Co 


The awards, announced by Jack- 
son Martindell, president of the in- 
stitute, are designed to “bring de- 
served recognition to those com- 
panies whose managements are do- 
ing most to increase productivity, 
with accompanying benefits to em- 
ployes, shareholders, their com- 
munity neighbors and to the econo- 
my as a whole.” 


The institute, a non-profit foun 
dation devoted to the study and im- 


= NEW J LOVJINS.. 


- oo 
= 


. ated 
reese) 
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SIMPLE TO INSTALL, TOO! 

The Calder overhead sectional 
gerage door with famous 
“Wedge Tight" track is widely 
acclaimed as the easiest and 
fastest installing sectional door 
on the market. Calder track 
makes the door fit like part of 
the wall... seals in heat... 
keeps rain ond cold ovt.. . 
satisfies your customers! 

Normal headroom requirement 
fer Keyline, 10”; less when 
wsed with double roller arms. 





another 


ot cl 


OVERHEAD SECTIONAL 
GARAGE DOOR 


DESIGNED 
ECONOMY 


The new Calder Keyline features ‘‘bal- 
anced design” to keep costs down 
+ «+ performance up, Every part was 
designed and made specially for its 
particular job in this smooth function- 
ing door. As a result, you can have 
the Keyline at a budget price, yet it 
is so carefully constructed that even a 
child can operate it easily. Easy 
operation and quality construction 
mean less weer and teor, too, assur- 
ing dependable performance year 
after year. 

SOLD DIRECT TO DEALERS—Ware- 
h s im: | ter, Pa.; Chicago, Il. 





Calder offers a full line of both residential and commercial doors in a variety 
of architectural styles te meet all door problems. And Calder's engineering 
department is clways available to help you with special door applications. 


AE 


KEYLINE ; for 
COMMERCIAL 


FLUSH PARALINE 
LEVELINE STURDY 





i fee eee 
specifications on ‘s full line. 
Colerlog shows the Colder way to 
achieve costom effects without ce 
tom costs when home owners wont 





MANUFACTURING CO. 


ALL CALDER DOORS MAY BE ELECTRICALLY 


OPERATED BY REMOTE CONTROL 
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LANCASTER 28, PA, 
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provement of corporate organiza- 
tion and management, issues a year- 
ly Manual of Excellent Manage- 
ments which contains a listing of 
the 408 companies cited in 1955 
Copies are obtainable from institute 
headquarters, 125 E. 38th St., New 
York 16 


Hough Shade, Eagle Lock 
Announce Name Changes 


Name changes have recently been 
announced by two manufacturing 
firms. 

The Hough Shade Corp., manu- 
facturer of Ra-Tox Fashionfold 
and Hufcor folding doors, is now 
known as the Hough Manufacturing 
Corp. John Hough, president, ex- 
plained that the original name had 
become somewhat misleading since 
the company, originally a manufac- 
turer of porch shades only, now is 
a major producer of folding doors 
as well as a variety of shade-type 
products 

The Eagle Lock Co., Terryville, 
Conn., changed its name to The 
Eagle Lock & Screw Company. Al- 
though it had been identified for 
123 years with the former name, 
the firm felt its new one would 
more clearly define its products and 
give recognition to its increasing 
volume of fastener production. 


M&M Makes Plastic Pipe 


Flexible and rigid plastic pipe 
from one-half to six-inch diameters 
and fittings are being produced in 
M & M Wood Working Company’s 
new Malarkey Plastics Div., Port 
land, Ore 

Initial market for the products 
will be five western states, but the 
firm expects the pipes and fittings 
will be ready for national distri- 
bution soon. E. W. Baxter is sales 
manager for the new division. 

One of the largest immediate 
markets is expected to be farm 
use for water and irrigation, jet 
well pumps, electrical conduit and 
domestic sprinkling systems and 
cold water lines. The new quality 
engineered plastic pipe weighs 
only one-eighth as much as metal 
pipe. 
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Floor Finishing. A breezy step-by- 
step illustrated booklet on the week- 
art of making old, worn, scratched, 
marred, uneven and painted floors 
look like new. Equipment needed; pre- 
liminary steps to floor sanding; how 
to attach paper to drum; do’s and 
don’ts on running the floor sander 
method of using drum sander and 
edger; choice and sequence of using 
abrasives; disc sanding and final appli- 
eation of seal and wax are covered. 
Excellent for do-it-yourself homeown- 
ers. The American Floor Surfacing 
Machine Co., Dept. AL, Toledo 3, Ohio. 


Cirele Ne. 240 on Coupon, page 120 


The Modern Salesman. How the 
modern salesman works, what he does 
and why is portrayed in a 32- page 
booklet The Salesman Story. The mod 
ern industrial salesman is a profes 
sional, part scientist, economist, or 
specialist; mature in experience and 
know-how; he creates the sales vol 
ume that permits large-scale low-cost 
production, the broad base of national 
well-being. The salesman himself, 
how he is trained, how he works with 
customers and his service staff, and 
the progress he develops for better 
living, is portrayed in a series of case 
histories. These and other histories 
portray the function of the salesman 
making the most of technology to raise 
the nation’s standard of living. E. | 
du Pont de Nemours & Co., Inc., Dept 
AL, Wilmington 98, Del, 


Cirele No. 241 on Coupon, page 120 


Maintenance Products. A 48-page 
catalog of heavy duty industrial main 
tenance paint products and other 
maintenance products is a complete 
buyers’ guide for engineers in charge 
of industrial maintenance. Lists high- 
ly specialized coatings to resist alkali, 
acids, oils, grease, moisture. Said to be 
the most extensive in the industry, the 
catalog also includes waterproofings, 
roof coatings, caulking compounds, 
floor patching materials and so on. 
Detailed product information is sup- 
plied to make it easy for readers to 
find paint coating best suited to their 
needs. Free copy on receipt of re 
quest on company letterhead. Steel 
cote Manufacturing Co., Dept. AL, 
8418 Gratiot St., St. Louis, Mo. 
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Western Pine Directory. Approxi 
mately 375 member mills in 12 states 
are listed in WPA’s 1956 Directory of 
Membership. Mills, general sales of 
fices, estimated capacity per shift, tim 
ber species handled, major products 
and factory products manufactured are 
covered. Listings are by states in the 
region. A net increase of 13 member 
firms maintained an unbroken record 
of annual gains dating back nearly 
25 years. Special features of the di 
rectory include a cartoon presentation 
concerning the new color movie, Oper 
ation Attic. Western Pine Association. 
Dept. AL, 510 Yeon Building, Portland 
4, Ore. 
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BuItpING Propucts MERCHANDISE! 


Electric Fork Trucks. Two new 
models, designed especially for high 
maneuverability, ease of maintenance 
and increased operator comfort and 
convenience are described in six-page 
bulletins. Bulletin 1324 covers FT-40 
4,000-pound truck and Bulletin 1325 
the FT-60 6,000-pound truck, Features 
of the new models are high stability, 
low turning radius, absence of cowl 
for better visibility, easy steering, and 
wheel, shaft and dynamic braking sys 
tems. Performance specifications, di 
mensions, details and features are ex 
plained in the colorful booklets. Avail 
able attachments are pictured also 
Baker-Raulang Co., Dept. AL, Cleve 
land 2, Ohio. 
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Industrial Building Products. Com 
prehensive 16-page booklet, A.L.A. File 
No. 12-C, gives detailed information 
on Kaiser Aluminum industrial roofing 
and siding and installation techniques 
Data on weight and coverage; avail 
able dimensions and finishes; fasten 
ing procedures and architectural speci 
fications for industrial building prod 
ucts such as box-ribbed embossed sid 
ing, corrugated roofing and siding and 
field-fabricated sandwich walls are 
given. A reference list is included of 
manufacturers of fasteners, closures 
and accessories. Kaiser Aluminum 
Industrial Service Div.-PR 156, Dept 
AL, 1924 Broadway, Oakland 12, Calif 


Cirele No. 245 on Coupon, page 120 


Linseed Qil. Illustrated manual on 
linseed oil for paint and oil salesmen 
not only explains manufacturing pro 
cesses from flaxdeed to packaged oil, 
but gives much practical data in deal 
ing with customers. Function of lin 
seed as drying oil; government stand 
ards of quality, and use and value of 
boiled oil in outside painting are de 
fined. Merchandising considerations of 
packaged oil and its benefits are cov 
ered as well as a discussion on paint 
ing troubles, how to avoid them. A list 
of protective coating uses of linseed 
oil apart from paint ts given. Spencer 
Kellogg & Sons, Dept. AL, 98 Dela 
ware Ave., Buffalo 5, N. Y. 
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Do-it-yourself Aluminum. First 
book for home craftsmen to show full 
possibilities of do-it-yourself alumi 
num, includes complete working in 
structions for more than 125 project 
from workshop aids to sets of furni 
ture. Different forms of the material, 
various patterns of embossed and per 
forated sheets; different sizes of rod 
bar and tubing are covered as well as 
special screen, storm window and trim 
sections available. Fasteners and ac 
cessory kits are covered as well as 
data for working the metal with ordi 
nary woodworking too! By G. W 
Birdsall, noted technical writer, the 
illustrated book is $38.95 from local 
hookshops or the publisher, MeGraw 
Hill Book Co., Ine., Dept. AL, 300 
West 42nd St., New York 36, N. Y¥ 

Cirele No, 247 on Coupon, page 120 


(continued on page 117) 





For the ''Do-lt-Yourself' 
and Professional Builder 


THE Bopete gnc LINE 
of Steel Frames for 


PICNIC TABLES 


“oud (iat 


| ear 


De Luse 


®@ Now four models, that meet every 
practical dealer and customer request 
We supply Steel Frames only cus 
tomer or dealer furnishes his own 
lumber 
You will want the genuine HEYER 
Frames that have prowed satisfactory 
for dealers tor six years not a 
cheap imutation 
The calibre of our wholesalers 
and their vepeat business is «(Our 
best testimonial 


Ask your wholesaler, or write: 
MFG. & 
CYET cour. 
y COMPANY 
Milledgeville, Iilinois 


Cirele Ne. 114 on Coupon, page 120 





HELP YOUR HEART FUND 


HELP YOUR HEART 





stele): : 
BUTTS Lowest Prices! 


Highest Quality 
Compare... 
your present costs 
with these LOW, 
Low NET Prices! 


QUALITY GUARANTEED 


PRICE (NET) 
PER PAIR 


$ 37 


Size FINISH PER BOX 
“ Brass Plated, Loose 1 Pr. with 
3 x 3 Pin, Ball Tip Butts screws 


31/," ’ 3/y' Brass Plated, Loose 1 Pr. with 


Pin, Ball Tip Butts screws 











31/," x 31/," Prime Coated, Loose 1 Pr, with 


__Pin, Button Tip Butts screws 
4" 1/,"' Nickel Plated, Loose 1 Pr, with 
if, x 3/2 Pin, Button Tip Butts screws 
" Brass Plated, Loose 1 Pr. with 
4 x4 Pin, Ball Tip Butts screws 























oy x 4" Prime Coated, Loose | Pr. with 
Pin, Button Tip Butts screws 
4" , 4" Brass Plated, Loose Pin, | Pr. with 
Button Tip, TEMPLATE screws ',M-/,W 
" Nickel Plated, Loose 1 Pr. with 
4 x4 Pin, Button Tip Butts screws 
i" 1/,"' Zine Plated, Tight 6 Pr, with 
2 x 2\/, Pin, Rivetted screws 
ad 1, _ Zinc Plated, Tight 6 Pr, with 
Pin, Rivetted screws 








ALL BUTTS PACKED 100 PAIRS TO A WOOO CASE 


MAIL OR PHONE YOUR ORDERS TODAY! 


Marler ed bewed tw o) freee WET 6 0 8 ten Tot 


SEWARD HARDWARE & METALS CO, 


Cila tia 114 aes ti Le oe ee ee ee 
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classified 
advertising... 


is the quick, economical way to find what 
you're looking for. Check the classified pages each 
and every issue—you'll find column after column 
offering real business opportunities. 


and it’s a sure way of disposing of used equip- 
ment or it can help you to find competent person- 
nel or a choice business for sale! Every other 
Monday copies reach some 30,000 interested per- 
sons in American Lumberman’s nationwide distri- 
bution. Check the classified pages for rates in this 
issue 








TERMS 


CASH SALES are promoted by conspicuous signs at Moore 
Lumber Co. The firm’s discount plan has greatly reduced 
the number of small charges previously carried on its books 


Dealer's Discount Plan 
Increases Cash Sales 


To reduce the number of small charges carried on 
its books and increase cash sales, G. V. Moore Lum- 
ber Co., Inc., Ayer, Mass., set up a discount policy 
last July. 

Manager George Moore reports that after a month 
of operation the new policy has helped boost cash 
sales and eliminated many small charges from the 
firm’s books. 

Here’s the outline of the plan which stimulates 
prompt payment: 

3% discount on all merchandise purchased and 
paid for at time of order or on delivery. 

1% discount on all bills paid by the 10th of the 
month following the month of purchase on any 
epen account approved for credit. No discount 
if paid after the 10th. 

1% interest per month is charged on all accounts 
not paid by the 30th of the month following the 
month of purchase. 

Moore advertises the discount rate with conspicu 
ous signs in the firm’s recently-remodeled showroom. 





Coming — Selling the Farmer 

Awards in the farm improvement contest sponsored 
by the National Lumber Manufacturers Association 
and the Farm Journal-Country Gentleman will be an- 
nounced in a picture page showing the prize-winning 
projects for which lumber dealers sold a million dol 
lars worth of materials. Don’t miss this. Next issue 
February 20. 








PONDEROSA PINE — SUGAR PINE 
WHITE FIR 


Trade Mark 


DOUGLAS FIR 


Annual Production 60 Million 


High Altitude, Soft Textured Growth 
Modern Moore Design Dry Kilns 


Nef ) 


Wvaanll 


Registered 


Manufacturer and Distributor 


PAUL BUNYAN LUMBER CO. 


SUSANVILLE, CALIFORNIA 
Sales Office at Susanville, California 


INCENSE CEDAR 


ANDERSON, CALIFORNIA 
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SPECIALTIES 


YOU GET AMERICA'S FINEST WITH 


ppalachian 


The Appalachian area produces a fine type of Hardwoods—soft 
textured, easily machined, close, uniform grain—that is preferred 
by thousands of Hardwood users. Let this preference build sales for 
you, too. Specify lumber, flooring and specialties of Appalachian 


Hardwoods. Consult the concerns on this page. 


The M. B, Farrin Lbr. Co., Cincinnati, Ohio 


Kiln Dried and Air Dried Appalachian Hardwoods. 
Century’ Oak and Maple Flooring. 


“Bemis Hardwood Lbr. Co., Robbinsville, WN. C. 


Hemlock, Hardwoods, Flooring, Dimension 


“McCracken & McCall, Inc., Lexington, Ky. 


Appalachian Hardwoods 
Band Saw and Planing Mill at Flat Lick, Ky 


*M. E. Crisp Lbr. Co., Welch, W. Va. 
West Virginia and Kentucky Appalachian Hardwoods 


Oak, Poplar, Beech, Maple, Ash, Hickory, Chestnut and 
other hardwoods. All facilities. 


“Cherry River Boom & Lbr. Co., Richwood, W. Va. 


Appalachian Hardwoods, Flooring. Planing Mill Products 
Glued Dimension 


*The Mower Lbr. Co., Charleston, W. Va. 


West Virginia Hardwoods, Flooring and Glued-up Di 
mension bry Kiln and Planing Mill facilities. Mills: Case 
Nallen. Dailey, Durbin, Colcord and Pettus, W. Va 


Wood-Mosaic Corp., Louisville 9, Ky. 


White and Red Oak, Walnut, Poplar, Basswood, Beech 
Cherry, Mahogany and Lavan Lumber. Domestic and 
imported Veneers. Hardwood Flooring--Oak and Maple 
Strips and Laminated Block and Special Pattern Flooring 


“Hamer Lumber Sales, Inc,, Kenova, W. Va. 
Exclusive Sales Agents for 


]. P. Hamer Lbr. Co., Inc., Kenova, W. Va 
Hamer Lbr. Corp., Appalachia, Va 


Manutacturess Appalachian Hardwood Lumbe 


“Mowbray & Robinson Lbr, Co., Cincinnati, Ohio 


Mills at Combs, Ky. and West Irvine, Ky. Complete Line 
of Appalachian Hardwoods. Maple and Oak Flooring 


*Member Appalachian Hardwoods 


Manufacturers, Inc 


ALWAYS SPECIFY APPALACHIAN HARDWOODS 


.G Propucts MERCHAN 
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Only BESSLER has 
the BIG MODELS 


to meet your special needs! 
wUwf 


AS LOW AS 


$5309 


Generous Trade 
Discounts! 


Write for 
Free Catalog 
and Wall Chart 


BESSLER 
DISAPPEARING 
STAIRWAY CO. 


FREE CATALOG ; 1900-8 East Market St 
AND a Akron, Ohio 
WALL CHART ' 





BESSLER DISAPPEARING STAIRWAY CO 
1900-8 Bost Marke? $¢., Akron 5, Ohio 

Please send free Catalog, Wall Chart, Prices and Discounts 
Name 


Address 


City 
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MANUFACTURE COMPLETE PREFITTED DOOR 
UNITS QUICKLY & ECONOMICALLY 


High speed trouble free as- 
sembly of wood doors, split 
jambs and trim both sides 
can now be accomplished 
economically with Z & K 
Prehung Door Manufactur- 
ing Equipment.” Machines 
are inexpensive and come 


pre-set so the first unit and 





every other unit will be per- 


fect. 


You can be the one in your 
area to offer complete pre 
cision units (exterior or in- 
terior) at an unbelievable 


low cost, 


"Covered by Pat. & Pat. Pending 


WRITE TODAY for com>lete information. 





PREFITTED DOOR MFG, EQUIPMENT 


Z & K TOOL COMPANY 
401K Sand Hill Road, Lebanon, Pa 
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the most versatile JOIST HANGER 
ever developed 


vecofpip lL brip sin 


notching 
shimming 


ELIMINATE 


One size fits joists from 2”x4” to 2”x12” 
STOCK ONE SIZE ONLY! 


Write today for Dealer Arrangement 


TIMBER ENGINEERING COMPANY 


Dept. 56-A 
1319 18th Street, N.W., Washington 6, D. C. 
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BARN POLES 


FOR ENDURING 

FARM CONSTRUCTION 
@ Quality Lodgepole Pine poles 
from our own timberlands are 
Straight, strong, uniformly ta- 
pered, Treated poles (penta or 
creosote) can be included with 
mixed cars of treated or un- 
treated lumber 


Write for information 


J.NEILS 


LUMBER COMPANY 


MILL AND TREATING PLANT 
LIBBY, MONTANA 
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NEW LITERATURE 


(begins on page 113) 





Plastic Paneling. An architects’ and 
builders’ catalog on plastic-finished 
wall and ceiling paneling illustrates 
and describes entire line of decorated 
hardboard—4’ wide sheets, tongue- 
and-groove planks (16”x8’) and blocks 
(16x16”) and Marlite Korelock, a rigid, 
hollow-core, tongue-and-groove panel- 
ing (2x4’ and 2x8’) that is applied di- 
rectly over framing or furring with- 
out backing materials. Decorative 
treatments include 17 colors, nine wood 
grains and five marble patterns. Pan- 
eled home, commercial and institution- 


al interiors are shown in color as well | 
as accessories and molding to match | 
or harmonize. Marsh Wall Products, | 

| 


Inc., Dept. AL, Dover, Ohio. 


Circle No. 248 on Coupon, page 120. 


Fenestration Design Tool. 48 Ways 
Light Can Make Money for You is a 
new planning kit showing how archi- 


tects and builders can use fenestration | 


as an important design tool. Easily 
developed with M-O-D-U-L-A-R win- 
dow walls, plans start with 48 differ 
ent modular window units. Almost 


unlimited combinations for custom and | 


prefab homes, schools, shopping cen- 


ters, etc. can bring custom distinction | 


to mass building, better lighting and 
new vistas in contemporary architec 
ture. Fabrow Manufacturing Ince 


Dept. AL, 7208 Douglas Rd., Toledo, | 


Ohio. 


Cirele No. 249 on Coupon, page 120 


Fir Plywood. Adapted from a 1955 
folder, based on U. S. Commercial 
Standard 45-55, is a new folder giving 
basic data for 1956 on fir plywood 
Contains up-to-date information on fir 
plywood grades and properties. Doug 
las Fir Plywood Association, Dept. AL, 
1119 A St., Tacoma 2, Wash. 

Civele No. 250 on Coupon, page 120 


Moldings and Trim. Eighth in a 
series of brochures just released for 
architects in the U. S. and Canada 
is called Mouldings and Trim. Com 
prehensive data and illustrations are 
included in the booklet. Other bro 
chures to date include: General Intro 
duction, Cabinet Work, Wood Frames 
and Windows, Wall Paneling, Exterior 
and Interior Solid Core Flush Doors, 
Cabinet Construction Data and Ply 
wood Paneling. Architectural Wood- 
work Institute, Dept. AL, 332 S. Michi- 
gan Ave., Chicago 4, Ill 


Cirele No. 251 on Coupon, page 120 


Building Specialties. Larger than 
ever before, a 60-page, three-color 
catalog gives specifications and illus- 
trations of weather strips, calking and 


glazing compounds, molding and trim, | 


screen door grilles, thresholds, num- 
bers and letters, binding and edging, 
sliding door hardware and aluminum 
levels. Alphabetically indexed for 
quick, easy reference, it lists many 
new products in the M-D line. A num- 
ber of these products are available in 
permanent, anodized colors. Also listed 
are sales promotion helps and adver 
tising materials for dealer use. Mack- 
lanburg-Duncan Co., Dept. AL, Box 
1197, Oklahoma City, 1, Okla 
Cirele No. 252 on Coupon, page 120 
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Like Money in the Bank ! 


New Different 


TOPIA 


Full Thickness 
Extruded Aluminum 


STORM-SCREEN 
DOORS 








COMPLETELY - 
ASSEMBLED and 
INDIVIDUALLY PACKAGED 


No fuss, no bother, no mars... easy for you and 
your customers to handle. Individual cartons (con- 
taining hardware and installation instructions) are 
clearly marked for quick size identification regardless 
of stock room facilities. 

Developed by one of the country’s foremost manu- 
facturers, UTOPIA Doors spell Low Investment, Fast 
Turnover and Good Profits. Over-the-counter sale 
eliminates field measuring and fitting. Backed with 
hard-selling sales-producing promotions. 


% IDEAL “DO-IT-YOURSELF” ITEM 
% COMPLETE WITH HARDWARE 
% 4 SIZES MEET 85% OF REQUIREMENTS 
% LOW COST — HIGH QUALITY 
% OVERLAP OR DELUXE Z-BAR DESIGN 
% HELP BUILDERS REDUCE FIELD LABOR 


re —a eee eet eee ee 
Storm Windows of Aluminum, Inc q mai THIS COUPON TODAY 
185 West Bowery St, Akron, Ohio 


Pieate send me complete Uicvie deer stone | UTOPIA DOOR DIVISION 
tion and attractive prices : Maken of thc 


Name 
185 West Bowery Street 
Company Phone: Himlock 4-6163 Akron 6, Ohie 


Street 
A few valuable territories open to 


Cit Stote 
r established manufacturers’ agents 


AL 2% 
— ee ee ee ee a ee oe 


Circle No. 83 on Coupon, page 120, 





Classified Advertising 


Terms — Cash With Order 
Minimum Charge $5.00 
Rates. 
1 Time ~~ 20e per word tor each insertion. 
Minimum charge of $1.00 per line. 





HELP WANTED 


SITUATIONS WANTED 





MILLWORK DETAILERS AND BILLERS 
Wanted by a reputable custom millwork con 
cern in hio. Experienced in making shop 
drawings of Architectural Woodwork for ub- 
lic buildings, churches, schools, etc. Give 

lete information regarding experience, 





3 Times — Se per word for each tive 
insertion. Minimum charge of 75¢ 
per line. 


Add $1.50 per insertion { i 

pee ie ertion for blind ads Learing 
Ne agency 
allowed. 

All ads for classified section must be in Pub- 
lisher's otfice 14 days preceding date of pubii- 
cation. Advertisements are set in uniform 6 
point style. No cuts or special borders 
allowed, 

Replies forwarded without additional charge. 
Count five words to a line and when less are 
specified or used, regular line rate is charged. 
When answering box numbers or mailing copy 
for ads address them to: 


AMERICAN LUMBERMAN, INC. 
199 N, Clark &t., Chicago 2, Ili, 


commission or cash discount 





HELP WANTED 





Wholesale Lumber Firm with offices in Dayton. 
Ohic, desires to employ young man under 35 
with good knowledge of the lumber business. 
Excellent opportunity for man with ambition. 
Good salary. Very little traveling. 


Apply in own hand writing giving personal 
history, education and experience background. 
Send picture. 


Address Box G-53 American Lumberman, Inc. 


WANTED: Experienced, aggressive millwork 
salesman to call on wholesale jobbers and 
distributors. Age 30 to 50 years. Salary; 
Commissions and Bonus. Traveling expenses 
paid. Life and health insurance. ention 
experience; qualifications: salary desired. Old 
established manufacturer, Address Box J-47 
American Lumberman, Inc. 


Wanted: Experienced estimator by established 
mill specializing in architectural woodwork. 
Must be competent and reliable. Give tull 
particulars as to age, experience, availability 
and salary expected, 

R. E. Richardson & Sons, Inc. 

Box 5086—Richmond 20, Virginia 


WANTED: Retail Lumber Salesman. Permanent 
position open for experienced retail lumber 
and building supply salesmen in progressive 
and fast growing company in N. E. Pa. Com- 
P ti urate with ability. O T- 
tunity for advancement. Profit shavine, ou 
insurance and retiring benetits, Include com- 
plete statement of experience, qualifications 
and personal data in application, Address 
Box K-34, American Lumberman, Inc. 





BUILDERS HARDWARE ESTIMATOR 


Large Midwest firm needs man with at least 
five years experience bidding builders hard 
ware on commercial and industrial jobs. Apply 
by letter iving complete information to Box 
K-32 American Lumberman, Inc. 


WANTED: Yard Foreman—Also Counter man. 
No objection to age if in good health. Very 
active yard Southern Michigan. Address Box 
K-38, American Lumberman, Inc. 


WANTED: Salesman for selling and promo 
tional work on wood window units. Write 
giving experience and personal details. Ad 
dress Box K-39, American Lumberman, Inc. 


MANAGER 
RETAIL LUMBER YARD 
IN SOUTH FLORIDA 


Because of the ideal climate and year round 
sunshine, people are pouring into south 
Plorida . . . The place is booming . . . There- 
lore we are expanding and wan! young men 
experienced in managing a retail Lumber 
Yard. If you want to live in South Florida and 
manage a Retail yard for a well established 
firm which can offer you security with oppor- 
tunity for further advancement, write in com- 
plete detail as to your past experience, per- 
sonal information and present position, also 
enclose a recent photograph. Address Box 
]-46 American Lumberman, Inc. 
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age, salary, availability and a sample of 
drawings, if possible, when replying. Perma- 
nent employment and excellent working con- 
ditions. Reply Box No. K-49 American Lumber 
man, Inc, 


Large Western lumber wholesaler needs three 
men to cover Toledo area, Cincinnati area, 
and Louisville area for carload sales to estab- 
lished accounts, Reply to Box K-50 American 
Lumberman, Inc. State qualifications. All re- 
plies confidential. 


WANTED: Manager, we have opening for man 
with right qualifications to manage lumber 
yard in Midwest. We are looking for sales- 
merchandising-minded man who is ambitious 
and aggressive. Compensation commensurate 
with position and qualifications. The career 
position includes opportunities for advance- 
ment, profit sharing. Please include complete 
statement of your experience, qualifications 
and personal ta with your application. Ad- 
dress Box K-51 American Lumberman, Inc. 


EXPERIENCED LUMBER SALESMAN: 


Opportunity for salesman in contractor and 
architect contact work, willing to locate in 
Kansas. Please write Box K-52 American Lum 
berman, Inc., giving full details and salary 
desired, 


BUILDING MATERIALS MANAGER 


or Assistant wanted by fast growing builders’ 
supply company in Cincinnati. Permanent 
esition. Write P. O. Box 31, College Hill 
Btetion, Cincinnati 24, Ohio. 


Custom Millwork Plant needs Estimator to take 
off and price Millwork items from Architect's 
Plans for Churches, Schools, Commercial Build- 
ings, etc. Cost Book A experience desirable. 
Ability to detail and bill will influence em 
ployment, Write giving full particulars and 
salary expected. 


Fort Wayne Builders’ Supply Co. 
840 Hayden Street 
Fort Wayne 4, Indiana 





SITUATIONS WANTED 





Yard foreman planning on making change 
from present location. Fifteen years experi- 
ence lumber, millwork, building supplies. Age 
40. Married. Opportunity to advance or invest 
peesssery. Address Box K-53 American Lum- 
berman, Inc. 


MILLWORK MANAGER 


16'/, years’ experience. Capable of complete 
management. Thoroughly versed in manufac- 
turing, selling. come: estimating stock and 
special millwork. Also know dimensional lum- 
ber. Age 37. Prefer Colorado or West. Will 
consider buying stock in company. Address 
Box K-54 American Lumberman, Inc. 


WANTED: Position as ger. i , or 
what have you? 23 years experience, 20 in 
line yard, 16 as x and 3 in independent 
ard as co-partner, 42 years of age, married, 
ive children, German-Bohemian racial de- 
scent. Roman Catholic, non-drinker, smoker or 
gambler. Graduate high school. no college, 
good legible handwriting, good Public Speak- 
er with ability to conduct meetings. Like to 
meet public, familiar with farm or city trade, 
use original Holt Bid, Holt's Quick Cost and 
Johns-Manville systems of estimating. More 
interested in job with future than present re- 
muneration. Size of town no object. Present 
partner and sons who was silent banker has 
decided to become active, now that business 
has been established. Address Box K-55 Ameri- 
can Lumberman, Inc. 





BOOKKEEPER 


Have preference for distribution yard, whole- 
sale or some manufacturing. Would consider 
any vacancy. Desire hand posting. Familiar 
lumber terms. Been self employed some time, 
reler otherwise. Middle age. Address Box 
-51 American Lumberman, Inc. 


February 6, 


SEEKING OPPORTUNITY 


Are you looking for an aggressive, young 
married man with mature judgment and ex- 
cellent character, having exceptional ability 
in various fields, who is determined to gain 
success and security? 


This man desires to manage a business after 
the present owner thoroughly trains him in 
all phases of the business with the idea of 
retiring in the future with confidence; would 
also consider purchase after training. 


This man does not expect success over night. 
Qualifications: College graduate; years su- 
pervisory experience in business; ability to 
get along well with people; very industrious 
and willing to learn; active in civic affairs; ex- 
cellent references. All replies will be kept 
strictly confidential. Personal interviews will 
be appreciated. Address Box K-63 American 
Lumberman, Inc. 


experienced wholesale Transit Car 
ard manager 
erican Lum- 


Thoroughl 
and holesale Distribution 
available. Address Box K-62 
berman, Inc. 





SALES REPRESENTATIVES 
WANTED 





Active Metal Moulding Salesman 


Full time or side line. To call on linoleum— 
hardware —furniture stores—-cabinet shops — 
lumber dealers manufacturers and wholesale 
distributors. Representing Manufacturer of 
complete quality line of aluminum and stain- 
less steel mouldings. Exclusive territories 
open. National Aluminum Company, 1134 Alum 
Creek Drive, Columbus 9, Ohio. 


Representative for advertising agency estab- 
lished 37 years. Call on lumber dealers in 
New York, New Jersey and some New England 
States. Knowledge of advertising or experience 
calling on executives. Salary, commissions, 
panes. Address Box J-23 American Lumberman, 
nc. 


MANUFACTURER'S AGENT 
to handle line of nationally advertised putties, 
glazing and caulking compeunds, Several ex- 
cellent territories open. Inquire Box J-49 
American Lumberman, Inc. 


Manufacturer's Representatives with estab- 
lished trade among retail lumber companies, 
building supply firms, etc., to represent lead- 
ing manufacturer of interior shutters, louver 
doors, and allied products. State territory, all 
pertinent details. 


DECOR OF GRAND RAPIDS, INC. 


1555 Eastern Ave., S.E. 
Grand Rapids. Michigan 


COMMISSION SALES REPRESENTATIVES 


WANTED for a few choice protected territories 
to cover lumber, building material and hard- 
ware trade for old established door lock manu- 
facturer. Mention territory covered and lines 
carried. Address Box K-45, American Lumber 
man, Inc. 


Manutfacturers Representatives calling on lum 
ber and building products wholesalers and 
retailers will benefit by sending in their names 
for inclusion in our list of Manufacturers 
Agents. Address Advertising Service Dept., 
American Lumberman, Inc. 





WANTED — RAILS 





RAILS, New and Relaying 
Bought and Sold 
1000 Good Serviceabie 
Kiln Trucks, in stock 
$6.00 each. 


M. K. FRANE 
480 Lexington Ave., New York 17. N. Y. 


1956, AMERICAN L.UMBERMAN AND 











USED MACHINERY WANTED BUSINESSES FOR SALE 


USED MACHINERY FOR SALE 





One 6 foot Left-hand Band Mill. Also need FOR SALE: 
Carriage, Gun, Nigger. Loader. Any one of 
above items will be of interest. Material must 
be in good condition. M. W. Smith Lumber 


Company, Jackson, Alabama. 
Lumberman, Inc. 





on attractive Vancouver Island, 
British Columbia, Canada. Modern up-to-date 
leading building supply in a prosperous grow 
ing community. Excellent opportunities Owner 
leaving the district. Apply Box K-60 American 


RETAIL LUMBER AND BUILDING SUPPLIES. 


BUSINESSES FOR SALE Located on Sun Coast of Florida, serving 





metropolitan area 300,000. Annual sales $400 
000.00, can be increased. Tota! price $80,000.00 


FOR SALE Profitable lumber and building sup- plus inventory approximately $60,000.00. Ad 


ply business including complete hardware in 
center of the most productive farming area in 


dress Box K-6] American Lumberman, Inc 


Northern Illinois. Complete stock. Business 25 a8 
has large farm pickup trade. Business is clear. For Sale: Lumber, Building Material and Coal 
business, Western Wisconsin, by owner after 


No indebtedness. A wonderiul opportunity for 


45 years of continuous service. Address Box 


energetic man. Add B P.24, 
Md oe Americas K-27 American Lumberman, Inc. 


Lumberman. Inc. 


FOR SALE: Retail Lumber and Coal Yard in 





northern Kentucky. Conveyors to dump truck. nis wie 
eg BUSINESSES WANTED 


| y mera yard. Will inventory. Address 


Box J American Lumberman, Inc. 





WANTED TO BUY 


FOR SALE 
Retail lumber and 


building materials yard 


Attractive Lumber & Building S$ ly Y : 
Pittsburgh, Penna, location A 70 yrs. oe within fifty mile radius of Rochester, N. Y 
Address Box K-56 American Lumberman, Inc 


offices — completely remodeled. 1 500 
000.00—inventory $100,000.00. _—— 
Ample Customers parking space 
Good will — well established 





Write for descriptive brochure aaa 
Box K-30 American Lumberman, Inc. BUSINESS OPPORTUNITIES 





Retail lumber yard for sale on Mesaba Range, 
Minnesota. Owners retiring. Required invest in good financial 


If you are a retail or wholesale lumber yard 
condition, in or near Chi 


ment about $55,000 for plant and equipment cago, and can increase your volume with the 


About $100,000 for inventory. W. A. Madden, use of additional 


capital, write Box K-57 


801 North Fee Lane, Bloomington, Indiana American Lumberman, Inc. 





FOR SALE: 


Retai umber u ies locate in 
tail Lumber & Bldg. Supplies located MISCELLANEOUS FOR SALE 


southwestern Michigan in resort area also 





within 25 miles of large cities: present in 
ventory approx. $18,000.00; less than $30,000.00 
can handle without buildings. Buildings can 


CARPENTERS APRONS 


be sold or leased. For further information write Write for prices and information 


Box K-43, American Lumberman, Inc. 


THE MINNESOTA SPECIALTY CO 


Minneapolis, Mino. 


LUMBER YARD FOR SALE 
Profitable Lumber, Building Suey. Paint, and 
I 





Hardware located in good central lowa town 


and farm territory. A 1 sal 
s"years 475.0000 vory profiable. operaton, ee gaimee 


Choice well located real estate. Trucks, in 
ventory, Real Estate, etc. approximately $175. 





000.00. Would carry back $50,000.00. Owners 


health and age reason for selling. Address i 
Box K-58 American Lumberman, Inc. _ cab cee ty Beg oan 


Also 


Extension Ladder Rails 


RETAIL LUMBER YARD, Planing mill, builder's , 
supplies, paint and hardware. Long estab Mouldings 
lished business. Complete inventory, trucks Millwork Blanks 


Cut Door Stock 
Step-Ladder Stock 


and land, three blocks from Court House, Inquiries answered promptly: 
County Seat town, 6000 Pop. doing yearly 
Al Clements Lumber Co. 


volume $75,000.00 to $150,000.00. North central 
Indiana in Lake section near South Bend and 


P. O. Box 908 


Peru. Address Box K-59 American Lumber Eugene, Oregon 
TWX EG-049-U 


man, Inc. Phone 6-253] 


FOR SALE 
We will be receiving new equipment trom 
Ross and can olfer for sale and immediate 
delivery one Model 10H Ross lift truck at 
$4,175. Hydraulic side shift carriage 66”. Op 
erator's guard, 72” forks can be cut down to 
any desired width. Lift height 28°. Ross will 
cut down towers if a lower Leight is required 
for clearance, on the 28’ pistons. Also avail 
able: One Ross Model #6 with 16’ tower, fork 
length 42” standard with 60” extension. hy 
draulic steering. operator's guard and heavy 
counterweights. Price $3.650 t.o.b. Chicago 


HUSS LUMBER COMPANY 
1350 W. Fullerton 
Chicage 14, Ill 


FOR SALE 
MERRY GO ROUND 

Filer & Stowell type design, 1951. All steel 
package unit with complete sets of gear mo 
tors and all air lifts on transfer rolls, chains 
and drives. 24” infeed rolls, 36” outleed. In 
feed & outleed each 44 long, 98’ overall, Can 
handle 75,000 feet per day for remanulactur 
ing of cants. Is being a for sawing Clears 
into vertical grain Fir, Spruce, Cedar, etc., for 
minesweeper program 

Excellent for making siding strips in VG for 
Redwood or Cedar mill, also manulacturing 
such items as ladder stock pole stock and 
spar and mast grades, etc. Can be seen in 
operation. Write for blueprint. Price, $15,750.00 
net, {.o.b. cars Chicago, without resaw 


Huss Lumber Company 
1350 W. Fullerton Ave Chicago 14. Illinois 


FOR SALE 
FOR LIFT TRUCK 


One year old hyster TC 200 
20,000 lbs, capacity 

20 it. Lift 

9 ft. forks 

Log pusher device 

Factory cab 

Excellent condition 

Priced to sell immediately 


HARVARD EQUIPMENT CO,, INC 
295 Cambridge Street 

Ailston 14, Mare 

Telephone ST 2-082 


DISTRIBUTORS FOR GERLINGER FORK LIFT 
TRUCKS & MATERIAL CARRIERS 


For Sale: Woods 50! flooring unit, complete! 
rebuilt and guaranteed. Faggart Bros. Oa 
Flooring Corp.. Concord, N. C. Phone 27011 





BOOKS FOR SALE 





HANDY LUMBER CALCULATOR. A usetul 
pocket size manual including a lumber ca) 
culator for standard sizes, log rules, esti 
mated weights of lumber and useful miacel 
laneous lumber tabulations. Price 50 cents 

AMERICAN LUMBERMAN, INC. 
139 N. Clark St., Chicago 2, Ii 








Jeffreys - MeElrath 


MANUFACTURING COMPANY 


P.O. Box 137 — Tel. 3663 MACON, GEORGIA 


@ DOMESTIC AND EXPORT 
@ FABRICATED BOXES 
@ CRATES — PALLETS 
@ SOUTHERN HARDWOODS 
@ YELLOW PINE LUMBER 
@ OAK FLOORING 


Daily Capacity 300,000 feet 
Factory Locations 


Milledgeville, Ga. Macon, Ga. x tile, Va. 
Arkwright, Ga. Chose City, Ya. Raleigh oa. c. 
Jackson, Ga. Oxford, MW. C 





Lt & = 
: but Henry promised to have a 
Guest Room built before this visiti’’ Bex 167, Long Beach, Calf. 


Name 


Address 








‘ 7 r 4 we OP DOUBLE YOUR INCOME from 
J U m é < t 4 ra your newspaper advertising by 
= using ovr cartoons. More peo 


_——=—— 
if - ple read cartoons than other 


style ods you build more 
goodwill PREE copy ideas 
| SAVE your time. Hundreds of 
| dealers hove used our cartoons 
since 1947 with good results 
Mats in ONE of TWO column 
sites to ft any size od. Ex 
clusive city franchises golng 
fast Write today for FREE 
| proofs of cartoons and full in 


formation te 


LIL-AD FEATURES 








Circle No, 76 on Coupon, page 120, 
BuILDING Propucts MERCHANDISER 


Circle No. 84 on Coupon, page 120. 





or rer 


poe 


S Dlisributors of West Coast 
Contferous Tree Products 


we ACRAMENTO, CALIFORNIA oF 
TWX $C270 PHONE IVanhoe 9-3651 
ies An Nan 


Cire le No. 73 on Coupon, page 120, 


For lasting Beauty and Protection — 


” 


choose ee Kidge on 


Decorator Styling and 
Superior Craftsmanship are 
carefully blended to 

bring you the finest in 
overhead doors! 


\ am 
\ ee 
\ Te 

RIDGE | "oos COMPANY 


in ovr complete line, there is a Ridge Door for every home, taste and budget 


Circle No. 75 on Coupon, page 120. 


FOR INFORMATION ON 21 #22 23 
4% 42 43 


Advertised Products \ MAM 


st ef 683 
umbers at the naht whi 


adve/tisements 





Advertisers’ Index 


American District Telegraph C« 
American Lumberman 
American Floor Surfacing Mac! 

in Zine Institute 

la The 

reen Corporation 
hian Hardwoods 
Window Sales Co 


Hiardwood Lbr. Co 
isappearing Stairway (Cx 
ts Div., General Tire ¢ 


ywoods, In« 
‘o., Paul 


y wnia Sugar & Weatern I’ine 
; aun a oe Wim 
‘herry River Boom & Lbr. C 
‘thicopee Mills, In« Lumite D 
ous e Sanding Machine Cx 

ord Wor rd we rking Co 
calies Lbr. Sales 
onsoweld Corporation 
‘onstruction Machinery Co 











ALIFORNI 


SUGAR & WESTERN 
PINE AGENCY, INC. 


1 MONTGOMERY ST. 
SAN FRANCISCO, CALIFORNIA 


Sugar Pine—Ponderosa Pine 
White Fir—Douglas Fir—Cedar. 


Kiln Dried Pine & Fir 
mouldings. 








Circle No. 74 on Coupon, page 120. 
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FOR INFORMATION ON 


“Whots New’ Items 


201 20% 203 204 205 206 207 208 209 210 211 212 213 214 215 216 217 298 219 220 
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ymber at the right 
the number ted at the 


viar WHATS NEW 
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Position 








Nome 
(Pleese Print) 





Compeny 


Cry 


Tere ___iture 








Mail to American Lumberman & Building Products Merchandiser, 139 N. Clark St., Chicago 2, 


February 6, 1956, AMERICAN LUMBERMA 
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Consumers Glue Co 

Continental Steel Corp 

Crisp Lbr. Co., M. E 

Cupples Products Corp , : 

Curtis Companies Service Bureau 

Curtis Lbr. Co eeeee 

Cyclone Fence Dept American Steel & Wire Di, 


Deniston Co 

duPont de Nemours & Co., Inc 
Durafiex Co., The 

Durham Co., Donald 
Dur-O-walL Products, Inc 


Evans Products Co. 


Fair Lbr. Co., D. L 

Farrin Lbr. Co., The M. B 

Ford & Associates, Chas 

Friden Calculating Machine Co., Inc 


Goldblatt Tool Co , 
Gold Seal Div., Congoleum Nairn, ‘Ine. 
Graham & Co., Inc., John H. ; 
Grand Haven Btamped Products Co 
Griffin Co., G. W. 


Hager & Sons Hinge Mfg. Co., C 
Hallinan Lbr. Co ; 

Hamer Lhbr. Sales, Inc. 

Heyer Mfg. and Sales Co 

Hobbs Wall Lumber Co — 
Hoggson & Pettis Mfg. Co 
Homasote Company re 
Hiome Maintenance & Improvement 


Inland Steel Products Co 
Jeffreys-McElrath Mfg. Co 


Kaiser Aluminum and Chemical Sales, Inc 
Keystone Steel & Wire Co 
Kimberly-Clark Corp 

Knape & Vogt Mfz. Co 

Kochton Plywood & Veneer Co., Inc 
Kwikset Sales & Service Co 


Larsen Products Corp 


leigh Building Products. Div., Air Control Products, Inc 


Libbey-Owens-Ford Glass Co 
Tjl-Ad Features 
Lowe Brothers Co 


Marsh Wall Products, Inc., Sub. of Masonite Corp 
McCracken & McCall, Ine saee0 ; 
McKinney Mfg. Co 

Menominee Indian Mills 

Minerva Aluminum Co 

Morrison Steel Products. Inc., Roly-Door Di. 
Mowbray & Robinson Lbr. Co 

Mower Lumber Co 

National-American Wholesale Uhr 

National Lead Co, 

Neils Lbr. Co., J 


Onan & Sone. Inc., D. W 
Ozark Oak Flooring Co., The 


Padgett-Smith Flooring Co 
Per-Fit Products Corp 
Perry Furniture Co 
Pittsburgh Plate Glass Co 
Powernall Company 


Quaker State Metals Co 


R-B Co., The 

Red Devil Tools 

Republic Steel Corp 
Reynolds Metals Co 
Richarde-Wileox Mfg. Co 
Pidee Door Co 
Roseburg Lbr. Co 
Russell Co.. The } c 


Schubert Co.. H. A 

Security Saeh & Screen ¢ 

Seward Hardware & Metals Co 
Silereat Co. The 

Skil Corpnoretion 

Snes Mire 

Stanley 

Starry-Kellvy Tumber Co. Ine 
Storm Windows of Aluminum, Tn« 


Tarter, Webster & Johnson, Inc 

Timber Engineering Co 

Trinity White Cement 

Truscon Steel Dis Republic Steel Corp 
Twin Harbors Lbr. Co 


U'. 8S. Steel Corp. (creosote) 

I S, Steel Corp. (cyclone fence) 
I 8. Plywood Corp 

United Steel Fabricator Ine 


Van Valer Lbr. Ce 


Wales Lbr. C 

Ware Laboratories, In 
Washington Steel Products, In 
Wendling-Nathan Co 

West Coast Lumbermen Assn 
Western Pine Assen 

Western Wholesaler 

Winter Seal Corp 

Wood-Mosaic Corp 


Z & K Tool Co 


SUILDING PropucTs MERCHANDISER 


of the Wise 
Masonry Expert 


butt Weld 














why Dur-0-wal is 
Patented Dur-O-wal Sets STRONGER, FASTER 
the Pace for Reinforcing AT LESS COST 


Quality and Performance 


osonry industry leader 
throughout the nation he 


Dur-O-wal 


@ Mechanical Bond every 8 
inches of wall @ High Ten- 
sile Steel (100,000 p.s.i.), 
shipped in convement 10 foot 
lengths ©@ Double Morter 
Leck of each weld @ Electric 
Butt Welds place all rods 
ona jles e @ Deformed 
Side Rods lay straight and 
flat due to hardness of steel 


quality ar 


Dur-O 


@ Trussed Design causes side 
rods to work together, 


of masonry walls 
GET ALL THE FACTS TODAY fron 


4». Literature now available with 


ts, Request 
SYRACUSE |, N.Y. dur-O-wal Products, 
TOLEDO 5, OHIO Dur O-wol, Incorporate 
BIRMINGHAM 7, ALA. D 


PHOENIX, ARIZ 
CEDAR RAPIDS, IA 


Circle No. 77 on Coupon, page 120. 





or 
Little? 


(> 


Name your width 


If it’s 
Wall hae it 


Ix4? 12x12? 
name your thickne 


Hobbs 


Kedwood 


Wholesaler or Commission Man 
Hobbs Wall for the 
hest in Redwood, 


Ask your 

Specify 
from the 
firm that has served the trade 


for over ninety years 


HOBBS WALL 
LUMBER ion 


405 Montgomery $1., Son Francisce 
GArtield 1.7752 + Teletype SF-761 Op 
ty 


Lud 


Hobbs Wall is Ex ive Distributor for 
WILLITS REDWOOD PRODUCTS CO. 
A CRA Mill 


Cirele Neo 


122 


112 on Coupon, page 120 





ray 


HOME 
IMPROVEMENT 
VE ©... 


» 7 


DEALER KIT for local tie-in with OHI, 





oS Miss WS tae 


available from campaign headquarters, 


has complete assortment of display and publicity material. 


OHI Merchandising Kits 
Available for Dealers 


A wealth of 
made available for 
in with Operation Home 
ment, 

From headquarters of the pro- 
gram a dealer kit is available that 
includes a banner, window stream 
er, counter card, decal of the OHI 
seal, publicity releases, radio and 
TV scripts and ad mats. Price of 
the kit is $5. Order from Opera 
tion Home Improvement, 10 Rocke 
feller Plaza, New York 10, N. Y 

Another fine merchandising kit 
for lumber dealers promoting OHI 
is available from the Ford Adver 
tising Agency. This one contains 
23 newspaper mats in four, three 
and two-column sizes and 11 Day 
Glo banners for store-wide display 
Each of the ad mats and banners 
features a specific phase of remod 
eling such as, Put on a New Roof, 
Add-A-Room, Enjoy a New Kitch- 
en, etc. This merchandising kit, 
$8.50, may be ordered from the 
Ford Advertising Agency, 512 
First National Bldg., Enid, Okla. 


material is being 
local dealer tie 
Improve 


Dealer Log 


Lumber Co., Okla., is 
75th anniversary this 
dealer- 
and its 


The Carey 
celebrating its 
year. Headquarters of the 
ship are in Oklahoma City 


February 6 


seven other retail operations are in 
the states of Oklahoma and Texas 

. . Chas. D. Carey is president of 
the firm. 


John L. Aram, president of the 
Boise Payette Lumber Co., has an 
nounced the election of company per 
sonnel as officers of the corporation 
at a recent meeting in Salt Lake City. 

A. E. Montgomery and George V. 
Hjort were named vice-presidents, 
with Montgomery assigned financial 
duties and Hjort continuing as man 
ager of manufacturing. Herbert H. 
Gottschall was named comptroller. 


Joe Smith, secretary of the Moun- 
tain States Lumber Dealers Associa- 
tion, resigned January 1. He had been 
with the group for 22 years. Smith 
says that “idleness is out of the ques- 
tion;” his present plan is to “engage 
in some activity, not too strenuous, 
but sufficient to keep one out of mis- 
chief 


John R. Kelsey is the new president 
of Kelsey & Freeman Lumber Co., To- 
ledo. The fourth generation of Kelseys 
to head the company, founded in 1856, 
he has been associated with the firm 
since 1946. Others elected were 
Clarence H. McGrew, vice-president 
and William J. Sullivan, credit man- 
ager. 

Edward H. McKeigue, president of 
Peabody Lumber Co., Peabody, Mass., 
was elected president of the Massa 
chusetts Retail Lumber Dealers Asso 
ciation at its 55th annual meeting in 
Boston, recently 


1956, AMERICAN L.UMBERMAN 








/t pays to handle 


Milcor Gutter and Conductor Pipe 
preferred by the Industry for 54 years 


Sell your customers the best Milcor Gutter and Accessories 
They are precision formed for easy, quick assembly on the job 
Because they are made from sturdy galvanized steel, they retain their 
original shape and strength for many years 

With the complete Milcor line, you can carry everything your 
customer needs in rain-carrying equipment. And you can count on 
getting the items you need without delay, from stock carried by your 


Inside Mitre 
conveniently located jobber or nearest Milcor branch 


Square Bead Hanger 
Prices and further information are available from your jobber 


or the nearest branch listed below. 
End Cap 


You can stock 
F Metelaslel-1i- Mi lal-) 
of Style K 
FVotet tt Tolal-t-] 


INLAND SGrEeEBEt PRODUCTS COMPANY 


DEPT. B, 4029 WEST Bi 1AM STREET * MILWAUKEE 1 WISCONSIN 





FIBERGLAS 
INSECT SCREENING 


— 
ae ss 























FREE 


consumer us 
offer! xy 


Your customers get be! ic PEE 
first dollar’s worth free! 

They send the coupons " 

to Chicopee. FIBERGLAS 

You get the profits! SCREENING 


For further information contact your wholesaler or write to: 
CHICOPEE MILLS, INC., Lumite Division, 47 Worth Street, New York 13, New York 


Circle No. 78 on Coupon, page 120. 





